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When you order garden tools remember: 


NOTHING SUCCEEDS 
LIKE A Green Thumb 


Green Thumb is today’s leading line of fine forged tools 
specially designed and beautifully finished to the taste of 
your biggest customers, the home gardeners. 


THE UNION FORK & HOE COMPANY, COLUMBUS 15, OHIO 
FLEX * BEAM FORKS © RAZOR-BACK SHOVELS 











A50 SERIES COUNTER DISPLAY 
measures just 27” high, 27” 
wide ... promotes over 11 dif- 
ferent items. Sturdy metal con- 
struction. Stands on counter, 
hangs on pegboard, or swings 
out from wall. 


A30O SERIES FLOOR DISPLAY 
shows off practically every paint 
sundry you sell, but uses only 
24” x 30” of floor space. Big 
2-sided pegboard, generous 
bottom shelf. Sturdy metal 
construction. 


| a little richer 
— ———w_ ... in about 30 days! 





Immediately, you can start enjoying the fastest turn- 
over in painters’ tool history — if you act now. Because 
painters’ tools never had it so good...and here are the 
two NEW reasons why: 


1—Now, ALL popular Red Devil painters’ tools are 
attractively carded ...vacuum-packed in trans- 
parent plastic... PRE-PRICED to save you trouble. 


2—Now, Red Devil offers three new money-making 
displays — one for the floor, two for the counter. 
Each one is a complete, compact, self-contained 
‘Painters’ Tool Department” and each one is FREE 
with purchase of tools. Take your choice of 24 best- 
selling tool assortments... pick the one that suits 
your trade best! 


You’ll Speed Up Turnover, because additional items will 
move with every sale— when you show everything off 
together. Dragon-Skin, painters’ cutlery, wood scrapers, 
glass cutters, linoleum knives, etc. You get Red Devil’s 
full 40% profit on all items! 
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HOLDER 





Free with single lines of carded 
— 7 , Red Devil Tools! Stands on 
=O. } Te counter or hangs on pegboard... 

uml | | sells a whole range of carded 
items. Just 28” high. Sturdy metal 
construction . . . completely pre- 
assembled. 





HERE’S YOUR CHANCE to treat yourself to faster, more 
profitable turnover... plus easier inventory and space 
savings! Clip and mail this coupon now for detailed cata- 
log pages, plus the name of your nearest stocking jobber. 





Send for free illustrated price sheets on whole line. 
ee ee ee ee 
Red Devil Tools. dept. HA-2, Union, N. J., U.S.A. 

’ 
World’s Largest Manufacturer of ‘ Sure... I'd like to get a little richer, and soon! 
Painters’ and Glaziers’ Tools — Since 1872 | Please rush me full details. 





Store Name 

Address 
UNION, N. J., U.S.A. City State 

My Regular Jobber Is 
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PROFIT DEPENDS 
ON PERFORMANCE 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME HARDWARE DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own truck tire testing program prove Firestone truck 
tires are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone S/F (Shock-Fortified) cord which means extra 
miles of service out of every tire. Get performance proved Firestone truck 
tires, on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


Firestone x 
\ . \ 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 
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NEW AJAX 
MONO RAIL 


DRAWER SLIDE! 


THE AJAX MONO-RAIL DRAWER SLIDE 
NEWEST AND BEST BECAUSE OF 


JUMBO ROLLER CONSTRUCTION 

COSTS LESS TO BUY... EASIER TO INSTALL 
WORKS BETTER THAN MOST EXPENSIVE 
DRAWER SLIDES 





’ FREE OFFER We're willing to prove the above at our own 


expense. Ask your Ajax salesman and he'll give you a free sample of 


the Ajax No. 650 Mono-Rail. A 


AJAX HARDWARE CORPORATION 


825 So. Ajax Ave., City of Industry - Los Angeles County, California 
Want more facts? Circle 102, p. 183 
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Acco Counter-Pak Chain Assortment 


it nets you a king-size $35.88 profit. e Designed to 
promote fast turn-over, the No. 45 carton opens into 
a compact, self-display unit to put chain reels in full 
view where they do the most good—on the counter! 
Bright red and white carton takes up only a mini- 
mum amount of counter space. Types of chain and 
a place for suggested retail prices are printed on the 
side of the carton. 


Make big profits from small chain by offering cus- 
tomers a selection of sparkling small chain from the 
new Acco Counter-Pak Chain Assortment.The No. 45 
Counter-Pak Assortment features four 100-foot reels 
of the most popular chain types—double jack chain, 
steel sash chain, solid brass safety chain and welded 
link chain. Assortment costs you just $23.12 from 
your distributor. But sold at suggested retail prices, 





SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 


SAFETY PLUMBERS’ 
CHAIN —A light fiat chain 
in brass or steel. Four sizes— 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 





WELDED LINK CHAIN 


No. 14 welded link chain comes 
in the Counter-Pak Assortment 
or can be bought separately. 
100 feet on a reel. Extra bright 
zinc finish. 





ELWEL MACHINE 


CHAIN — Twist link electric 
welded chain. Also in straight 
link. Extra bright zinc and hot 
galvanized finish. No. 5 to 7/0 
sizes. 50 and 100 ft. cartons. 


PROOF COIL 
For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 


HANDY CHAIN 
As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 


DOG CHAIN 


ACCO makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
your distributor 
for information. 








TENSO COW TIES 


In a varied range of styles and 
sizes. Bright finish. 





TENSO PORCH CHAINS 
Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 





For joining large sizes of 
chain. Use one size heavier 
than chain size. 3/16 to 1% in. 








COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 





ORDER FROM YOUR 
DISTRIBUTOR 
Contact your American | 


AMERICAN CHAIN *<° 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 
*indicates Warehouse Stocks 


Chain distributor for com- ia 

plete information about 

these items or write York, 

Pa., office for free 

Catalogs DH-176B and DH-134 
Want more facts? Circle 103, p. 183 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 


nasi The margin fallacy 


he Gay A. Phair, editor ; Bese coh : 
e. . Sorings er, pg hen oder The 331% margin is as dead as a dodo, and the sooner this is realized 
Kennet t ; 
Kenneth egg bre nos cater by the hardware trade, the sooner will we dealers be able to make a 


RC Ritfenhouse, _— — decent profit. This margin must be increased. 


Cc. M. vg bell, production editor 
ces ker, Washington editor é 
Neil eimbal, Washington editor This thought has been expressed in a number of letters we have 


Ralph W. Washingt dit : . oa 
pe 5 — oe ee received recently from dealers. The belief that a larger margin is an 


Mang 
“Who Makes fr Directory editor urgent need appears to be shared by many dealers and wholesalers. 


Paul Wooton 
Washington maneet edireria! boone However, I think this is an over-simplification of our problem and it 
Robert Gunning Associates would not, of itself, increase the profit potential of either wholesalers 
eadability consultants . . ‘ 

eta ov retailers. As a matter of fact, a larger margin might do a great 
Siamsane "hucidet Servis deal of damage to independent stores. 


BUSINESS STAFF 
C. C. Read, advertisi er This margin problem cannot be approached on an overall basis. Each 
ves Selick. manager Rerea acta item, each line presents a different situation. The answer rests in con- 
Regional Offices sidering each line of merchandise on its own merits. In other words, 
Boston 10, Mass any change in margins must come on a selective basis. 


John GS. Wilcox. 10 High St. 
Telephone: Liberty 2 ‘ges 


New York 17, N. There are some products we sell today that could stand a bigger 
margin. But there are also some that cannot be sold in volume even 
Telephone: Oxford 7-340 on the 33% basis. This idea of selective margins, based on the nature 
sere rig 8 od of the product, the competition, etc., is not new. We have been urging 
Telephone: 8-2000 its use for many years. It is the accepted basis for retail pricing by 
Cleveland | 1s, ‘Ohio chains, department stores and discounters. A number of hardware 
30 8. E Oy Fi Ble ae associations have also been encouraging this idea. 
cei 2, ‘ Despite this, there are many folks who still think in terms of overall 
Jia Stephenson Bidg. | margins; they want to have the same margin apply to every item in 
Telephone: Trinity 41616 the store. This just won’t work. 
Willen & E. ‘Comishey—s ames L. Phillips 7 
360 N. Michigan A If the margin on all hardware merchandise were suddenly increased 
Telephone: Randolph 6-216 to 50 percent, the retail selling price would have to be increased at 
the same time. You can be sure that the chains and discounters would 
lophonat” Unsertit 19737 | have a real field day with this. Its only result would be fewer cus- 
Los Angeles $7 Ca. tomers for hardware stores. 
. H. Jackson, 198 S. Alvarado St. 
stain 5 — hans Interestingly enough, attempts have been made in the past to offer 
Joha W. Songstos, 32 Peachtree St.. N. E. dealers better margins on certain non-competitive items. In many of 
Telephone: Jackson 3 | these cases, most dealers simply cut the price back to the usual 331. 
Dallas 6 be soowed If you don’t believe this, ask any wholesaler what happens to the spe- 


Harold E. 


als atmeaeigret og cials he offers as traffic builders... Ask him how often dealers will re- 
wi 1 ° . ° ° 
Te iphons: Emerson 8-475| price an item up or down to fit into the usual margin pattern. 


Address mail to: Chestnut & 5Séth Sts. 


Philadelphia a, Pa.; SHerwood 8-2000 There is another side to this margin picture that is sometimes for- 


gotten. A store has two ways of increasing its margin. One is through 
pricing, the other is through reducing its operating costs. This second 
method is too often forgotten. It is, you will agree, much easier to 
ask for higher margins than it is to change store habits that have per- 
sisted for years. It takes courage and energy to make changes, but 


HARDWARE AGE, February 11, 1960 « 7 








Editorial 


continued 





frequently they are very necessary. If you’re interested in larger 
margins, be sure you are using all the devices available to you for 
reducing your operating costs. 


This approach, combined with proper use of selective pricing, can be 
very valuable in your efforts to improve your profit picture. 


Why not start now and review your pricing. You will, I feel certain, 
find many items on which you can increase your margin without injury. 
There may also be some that should be more competitively priced. How- 
ever, the competitive items often take care of themselves, because you 
won’t sell them if the price is not competitive. So it is the non-competi- 
tive items that need your special attention. 


The little things... . 


Sometimes I have a strong feeling that all of us are getting too cyn- 
ical about life. Our values seem to be distorted by moronic TV com- 
mercials, and the violence and corruption that seem to dominate our 
daily newspaper headlines. 


Perhaps our cynicism grows out of our efforts to understand the 
things that are happening around us. It is no easy matter to grasp 
some of the new scientific concepts. Space and time, in these days of 
jets and rockets, have lost their common meaning. 


But, happily, Nature, in her inexorable drive to preserve order in 
all things, always manages to expose each one of us to experiences that 
counteract these other forces. 


We are continually running into these experiences in the course of 
preparing each issue of HARDWARE AGE. Typical of these experiences 
is a little book I received in the mail the other day. This book was pub- 
lished back in 1921 and when it was first studied by the reader who 
sent us this copy, it made a big impression on him. Ever since then he 
has been lending it to folks. 


This book was obviously valuable to this reader, yet he mailed it to 
me, a comparative stranger, because he felt I would find it interesting. 
The book was “The Go Getter,” by Peter B. Kyne, and I read it with 
real pleasure. In this book I found a little couplet which you may also 
appreciate. It runs this way... 


“Count that day lost whose low descending sun 
Finds prices shot to glory and business done for fun.” 


8 © HARDWARE AGE, February 11, 1960 
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Speed up sales and stock control 


with Malunu of, Sileiling af 


Turnover-conscious dealers know that sales people 


sell the item that’s easiest to sell—easiest to find. 
That’s why hardware from National of Sterling 
moves off the shelf faster. National’s Picto-Graphic 
cartons and Visual Paks also encourage impulse 


buying... there’s no guessing what’s inside. 


And when it comes time to inventory, there’s no 
loose, unidentifiable stock on your shelves. Na- 
tional’s Picto-Graphic carton gives the item name, 
stock number, and full description. Visual Paks are 
quickly counted in the sealed polyethylene bags. 
Join the swing to “National of Sterling”! 


*Solid Zuality Throughout 
NATIONAL MANUFACTURING CO. 


30002 First Avenue, Sterling, Ilinois 


Want more facts? Circle 104, p. 183 
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WASHINGTON 


“Teus 


Moderate rise in minimum wages-hours 


may be acceptable to White House 


The Kennedy Minimum Wage Bill is being 
changed. The Labor Subcommittee has added 
provisions to bring all dealers under federal 
regulation. 

Under the present bill, hardware stores doing 
a gross business of more than $750,000 annually 
would be put on a four-year progression scale 
on both minimum wages and maximum hours. 
The formula would go from $1 and 46 hours in 
the first year to $1.25 and 40 hours in the fourth 
year. 

Firms grossing less than $750,000 would be 
required to pay a flat $1 minimum. 

Any federal regulation will force wages 
higher, and will increase dealer costs by increas- 
ing record-keeping requirements. 


outlook 


Senator Kennedy is counting heavily on Repub- 
lican, as well as Democrats, to vote for his higher 
wage plan. Another straw in the wind: The 
White House now hints that a moderate wage 
rise will be acceptable. 


You can review your mailing costs 
and get ready for higher rates 


Mailing costs are digging more and more into 
dealers’ pockets. 

Parcel post rates just went up an average of 
17.1 percent. The parcel post rate boost will 
cost mail users some $88 million more per year. 

President Eisenhower is seeking a _ 1-cent 
boost in first-class and air mail rates. The Pres- 
ident is hoping his mail rate proposals will in- 
crease revenue approximately $554 million in 
1961 and cover the postal deficit. 

Despite its failure to stop postal officials from 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


putting the new parcel post rates into effect 
Feb. 1, a mail users organization will take the 
matter to court. 


outlook 


Post office costs are spiraling. Plan on adding 
the parcel post increase to your costs this year. 
And look for new proposals in 1961. Postal rate 
boosts may not be possible this election year, 
but Washington is determined to put the post 
office on a self-paying basis. 


Trademark rights is key to another 
approach to Fair Trade Legislation 


Fair Trade continues to make news on Capitol 
Hill. 

The latest proposal is a “Quality Stabilization” 
bill. The bill would permit manufacturers to 
control resale prices under trademark laws. 

Basic difference between the proposed Na- 
tional Fair Trade Law and Quality Stabilization 
bill is the type of manufacturer control. 

The quality stabilization measure allows a 
manufacturer to revoke the rights of a reseller 
to use the product trademark if the set price is 
violated. 

The National Fair Trade bill would allow 
manufacturers to establish resale prices in all 
states which don’t actively reject resale price 
maintenance. 


outlook 


These bills stand little chance of passing this 
year despite the position of many congressmen. 
This is an election year. Politicians shy away 
from bills that may be opposed by consumer 
groups. However, watch for progress of any 
bills, and be ready to make known your position 
to your congressmen. 





IS THERE VALUE IN A NAME? 


We know there is! Your customers agree with us. Brand preference 
surveys* prove the pump most desired is Myers. That’s why so 
many leading pump dealers are selling Myers. 


Myers has stood for quality and dependability for over ninety years. 
Known and trusted by your customers, the name Myers on a pump 
makes selling easier. More profitable too! 


Why Not Team-Up With Myers Now? 


Your customers know you... know Myers. It’s an unbeatable 
combination. Get full details on how you can become an Authorized 


Myers Pump Dealer. Write us today or call the dependable Myers 
Wholesaler nearest you. 


|Myers| The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 








*Brand preference survey results available on request. 


Want more facts? Circle 105, p. 183 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Purchasing agents optimistic . . . 


The soaring 60’s opened on a pretty optimistic note. A survey by 
the National Assn. of Purchasing Agents reflects optimism that 
business will continue to improve. Buyers are committing them- 
selves further into the future. The survey shows purchasing agents 
in January buying for 90 days or more were 23 percent, against 
20 percent in December. Purchasing agents buying for 6 months 
to a year delivery were 11 percent, against 10 percent in December. 


Construction starts good... 


New building started in January indicates that some predictions 
for 1960 may be on the low side. New construction put in place 
was up 1 percent from January, 1959, according to the Commerce 
Dept. The value of this business was $3.7 billion. New private con- 
struction spending in January was $2.7 billion, up 6 percent from 
the same month a year ago. New public construction declined in 
January, but less than the normal seasonal change. This was $1 
billion, 12 percent less than in January, 1959. 


Two gift promotions ahead .. . 


Two special promotions coming up can boost sales as the lawn and 
garden pace slackens. These are the holidays honoring mothers 
and fathers. Mother’s Day, May 8, has a sales potential of $1 
billion, with about 50 million families spending an average of $20 
for gifts. Father’s Day, June 21, sales will be slightly less. Ap- 
proximately 50 million gifts will be bought for dad at an average 
of $18 each. The May 8 event opens up sales in housewares and 
giftwares. The June 21 promotion can be used to build sales in 
tool, lawn and garden and outdoor living equipment. 


Your customers can spend more... 


Your customers had more money to spend last year contributing 
to retail stores making more sales than ever before. At the end of 
1959, payrolls were $21 billion bigger than for the previous record 
year of 1958. Total personal income was $380 billion. Disposable 
income (available for spending and saving) amounted to $335 
billion, an increase of 6 percent from the year before. Prices were 
up 1 percent, so there was money for extra spending. 


.. .turn to page 236 for more news of How’s the Hardware Business 
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Yours At Cest—chcose from 2 compact Wood Finishes Centers with built-in Selector Guide of real wood somples that show your customers the results 
they’!l get with Weldwood Wood Finishes. The guide catches the customer's eye, helps him moke his own selection easily—soves your solesman’s time. 


NEW 58% PROFIT PACKAGE—DESIGNED FOR FAST TURNOVER! 


The convenient Weldwood® Wood Finishes Center is the first place 
that will catch people's eyes when they're looking for quality wood 
NEW WELDWOOD WOOD _ finishes. The centers come in two styles to meet your store’s needs. 
__ They put all the famous, fast-selling Weldwood Wood Finishes in one 
FINISHES CENTERS — GIVE - _ handy, self-service location. Don't overlook the wonderful introduc- 
_ tory deal Weldwood is offering you—with 58% profit! 
YOU A $111.26 PROFIT : Don't wait! Get in on this profit-building deal now. Contact your 
ON A $78.86 INITIAL jobber, Weldwood representative, or write: 


INVESTMENT IN MERCHANDISE. : WELDWOOD WOOD FINISHES 


Dept. HA 2-11-60, UNITED STATES PLYWOOD, 55 West 44th St., New York 36, N. Y. 
Firzite ® —Satinlac ® —Satinlac Lightener—Wood Preservative—Exterior Stains—Liquid Paste and Paste Waxes 


Want more facts? Circle 106, p. 183 
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MERCHANDISING 


CS 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Teenagers about to dominate the population. The first of the post- 
war babies now entering the teen age. Teenage ranks will be 
Swelled by 40 percent in 1960-61, versus a mere 4 percent overall 
population gain. If you want more new business, here's where to 
get it: Records and record players, sophisticated toys, portable 
radios, cameras, hobby goods, sporting goods, pet supplies, and 


wheel goods. Teen promotions will pay off. Teen credit will clinch 
Sales gains. 




















Many odds in your favor in next 90 days. There's good timing for promo- 
tions on key holidays, plus several bonus sale days. February has 24 
selling days, against 23 last year. Lincoln's Birthday is on a Friday 
(12th) ; Washington's Birthday on a Monday (22nd). There are 27 selling 
days in March, versus 26 in 1959. The first full day of Spring (2lst) 

is on a Monday. April has five Saturdays, one more than last year. April 
has Do-It-Yourself Week (16-23). April also is National Ladder Month, and 
Clean-Up, Paint-Up, Fix-Up Month. 




















Keep your eye on plastics. Tough new plastics are about ready 

in every hardgoods field. Notable examples: lawn feed and seed 
Spreaders that can be kicked=-baked-frozen without damage; food 
and beverage chests that are bouncy, light, geared to low budgets. 
Bugaboos of earlier plastics being licked with amazing speed. 
Heat, cold, impact worries now behind manufacturers. Rising costs 
Still a problem. Styling and complex molding on upgrade. No ques- 
tion about consumer acceptance. Watch national promotions, Hard- 
ware Age's Buying Check Lists, and salesmen's samples. Plastics 
are on the move, you'll profit by riding along. 
































Power mowers start 1960 strong. Winter dealer shows are showing healthy 
Sales increases generally, but power mowers are making the biggest gains. 
There was a 20 percent mower sales rise in 1959. Looks like 1960 will 

hold or top the pace. Mower sales expected to exceed 4% million units 

this year. Riding mowers and deluxe mowers with optional features strong 
in promotion and sales. Potential for mowers? About four homes of every 

10 are minus power mowers. Of the other six, many are getting along with 
worn equipment. All things considered, just about every other householder 
this year will be a prospect. 
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BRIGHT STAR STAR CREST PINE CONE 


DAZZLING NEW MIRROR-LIKE FINISH GUARANTEED TO PUT A 
GLOW IN YOUR SALES! See it in three of the fastest-selling, freshest-styled stainless 


lines: Hallmark! Stylist! Silverskill! You'll see the same fine quality Wallace graded stainless. The same 
superior Wallace craftsmanship that gives you perfect balance (never bowl-heavy}, perfect uniformity 
every time. All at the same familiar quick-sale price that trades-up your stainless flatware customers. 
See for yourself. Stock up on new Wallace with Deep-Glo today and watch them goooo0000000000! 


A DIVISION OF WALLACE SILVERSMITHS WALLACE VV Saas AT WALLINGFORD; CONN. SINCE 1835 


Want more facts? Circle 107, p. 183 
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1400 Coiors at the Push of a Plunger! 


Maestro Color 


Piviseurcd = Maceo 


—_ COLOR MIXING 
PALS MACHINE 





@ Requires only 12 colorants 
and 2 tint bases 


@ Needs no special training 
or skill to operate it 


e Gives practically trouble- 
free service for years 


e Pays for itself through 
increased sales 


Want more facts? Circle 108, p. 183 
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.. With Pittsburgh’s New Low-Priced 


Mixing Machine 


Super-accurate color 
dispenser serves customers 
more quickly and precisely 
...saves you time, money, 
materials and manpower 


e Pittsburgh now makes available this new, low- 
priced MaEsTRO CoLor Mixing Machine developed 
exclusively for dealers who sell Pittsburgh Paints. 
With this equipment more than 1400 colors can be 
custom-mixed precisely and quickly in nine popular 
interior and exterior finishes. 


e No special skill or training is needed to serve 
customers without delay in mixing, without fuss or 
mess. Dispensers are graduated to 1/48th of an ounce. 
One push of a plunger and you get the precise amount 
of colorant to match or duplicate desired colors exactly 
and in less than a minute. 


e Colorant inventory is simplified. You need only 
twelve machine colorants, packaged in quarts, and two 
MAEsTRO tint bases for each type of finish to satisfy 
the needs of even your most color-conscious customers. 
Performance and quality of these custom-mixed colors 
are comparable with standard ready-mixed 
Pittsburgh Paints. 


e Ruggedly built and with no complicated parts to 
get out of order and delay sales, this MAESTRO COLOR 
Mixing Machine gives practically trouble-free 
service for years. And you’l|l find it pays for it- 
self through increased sales. 


e If you are interested in serving today’s 
growing demand for colors with greater effi- 
ciency and at lower cost, turning over inven- 
tory more frequently and with greater profit, 
send this coupon for additional information. 


> 4 





PITTSBURGH’ PAINTS 


PR PAINTS « GLASS « CHEMICALS «+ BRUSHES + PLASTICS « FIBER GLASS 


~-------)---------- 


® IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED Cn ee ES ED GD ED SS GY GES GS ED GND GS ES GS GS GES GS GD ES Gm Gn nD Gene me 





MAESTRO COLOR CASCADE 
Makes Color Selection Easy 


e This attractive displayer is spe- 
cially designed to stimulate sales 
and help customers choose colors 
speedily. The entire range of hues is 
grouped on cards according to color 
families. 


e Included in this Cotor Cas- 
CADE is an ample supply of color 
cards to give customers to take home 
for further study. Dealers are also 
provided with a formula book con- 
taining simple mixing instructions 
for every color. 











Pittsburgh Plate Glass Company, 
Paint Division, Dept. HA-20, Pittsburgh 22, Pa. 


Please send me more information about your 
new low-priced Maestro Color Mixing Machine. 


NAME 





ADDRESS 





cry___ 








COUNTY 








Want more facts? Circle 108, p. 183 
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90,000 TIMESs 


Over and over, more than 50,000 
times, we opened and closed the cover 
of this new BeautyWare unit. At the 
end of this gruelling test—equivalent 
to 10 years of normal use in the home 
—the easy step-on mechanism worked 
as smoothly, silently and efficiently as 
at the very start. NO TWIST IN 
THE LID! NO WOBBLE IN THE 
WALLS! NO TINNY JANGLE 
ANYWHERE! More than 20 quart 


e Sturdily constructed of heavy gauge 
steel. ¢ Extra heavy duty wide re- 
cessed foot pedal. e Rubber bumper 
all around for silent closing. e Famous 


LINCOLN 


BeautyWare odor killing defumer. e 
New square shape, saves space—fits 
into corners. e Easy-to-clean—rust- 
proof aluminum inner pail plus many 
other quality BeautyWare extra fea- 
tures make this a volume seller! 
We heartily invite every critical buyer 
to see it and compare it. am 
ee 
* Guaranteed by @ 
NATIONALLY ADVERTISED \ Good Housekeeping 
wor ag 


eet 


capacity—not 15, not 17. LINCOLN METAL PRODUCTS CORP., 225 Forty-second St., Brooklyn 32, N.Y. 


New! 20-Quart Square Step-on Can 


Want more facts? Circle 109, p. 183 A Want more facts? Circle 110, p. 183 > 
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SA/¢- Lawn & Garden Line Featuring =“ 


SHRUB GRASS SHEAR 


THE 


+ NEW 





. —— 


ne 





FIRST 3-WAY POWER TOOL that Trims Grass, Edges Grass and Shape 





P. 


ap 





Snap out—it’s off 


fit over 5 Million Drills Now in Use! 


screwdrivers, wrenches, bolts, clamps, or small parts. 
It’s as simple as that—and THINK what a real 


a sales-making store demonstration that provides! 


dous. They fit all Skil 14” Model 503 Drills, Skil Model 
549 (type 5 and later), and also B & D Models U-1, 
U-3, U-15, U-100, and U-400! 


| Snap/Lock Shrub & Grass Shear 








(less drill) 








Only 3 Ibs. (less drill). 
/Snap/ Look Mig <0 Trimmer 





les Shrubs... 


A TOTALLY NEW CONCEPT in power tool 
design for the lawn and garden market. No other 


tool provides the versatility, convenience and extra 
safety of this deluxe SKIL Shear. 


EXCLUSIVE, MULTI-BLADE scissor-action 
cutting offers professional gardeners and home- 
owners a new and better method of trimming and 
edging grass, shaping shrubs, evergreens. 


EXTRA-WIDE, self-sharpening blades cut full 6” 
swath cleanly—even in tall grass or weeds. Won’t 
“‘tear’’ grass ends causing them to turn brown. 


COMPLETELY SAFE — unlike rotary blade 
tools, scissor-action blades can’t throw stones or 
dirt, and there’s no unguarded blade area to let it 
mar trees and fences. Slip clutch prevents tool dam- 
age if stones get caught in blades. Top handle ad- 
justs 90° right or left. Quiet-running—no irritating 
noise! Light, easy-to-use—only 4% lbs. 


ROLLER HANDLE (NO. 21247) 
(for Model 529 Shear) 


only $500 


Let's you trim and edge as fast as you 

can walk. No weight to hold—smooth-action 
roller fully supports shear. Adjustable for 
horizontal or vertical trimming. (Packed 
separately from Model 529 Shear). 











trims, shapes shrubs 


DELUXE HEDGE TRIMMER AT A 


NEW LOW PRICE! 
Model 513 
was $4450 


NOW 


$39°° 


The most powerful, fastest cutting hedge trimmer 

ever designed. Extra-long 14's" blade with 

foliage-gripping “scalloped” tooth design covers 

more area, cuts clean, fast. Wide spacing of teeth permits 

more and larger branches to be cut in one blade stroke. 
Handle adjustable a full 90° right or left, and lightweight gets under fences 

aluminum frame make this the easiest-to-u Je 

trimmer ever built— only 5 ibs, 
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lawn an 
garden 
# power tools 


with demonstrable 
selling features 








by the makers 
of famous Skil and Skilsaw products 


with power 
at the point-of-sale | 


to your customers with POST 
and LOOK ads 








of for high 


turnover, volume and profit 
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TO THESE 


new profit producers 
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CW. free! 
sex  §KIl Merchandisers! 


... to build snap/lock garden tool sales 


This colorful Skil self-demonstrating, permanent display 
is absolutely FREE to Skil dealers. It lets prospects 
snap a Skil |4” drill in or out of the Snap/Lock Shear 
in 3 seconds! A dramatic attention-getter, a convincing 
sales clincher. Here’s how to get it— 


Order Skil Master Pack No. 22520 for the 
Retail Price of $56.85 (less your regular discount) and 
you get— 
1 No. 22505 Grass & Shrub Shear with $3.95 Wall Holder Free 
1 No. 22504 Hedge Trimmer with $3.95 Wall Holder—Free 


1 No. 503 %” Drill 


Pius=— 
e Colorful Background Display Panel—Free 
e 25 Skil Lawn and Garden Line Folders—Free 
e 3 attention-getting Window Streamers—Free 


e Handy Business Reply Card for ordering Newspaper Ad 
Mats, Radio Spots and additional Folders and Streamers 








FREE Trimmer 
Wall Holder 





FREE Shear 
Wall Holder 


LOOK and POST ads to 
sell your customers 


Skil Power Tools for lawn, garden and home 
workshops are featured in sales-making national 
ads this spring—month after month. Here’s the 
schedule — 





to build shrub Issue on Sale Product 
& grass shear sales LooK(s/18) 3/1/60 Snap/Lock Line 


This customer-stopping FREE Skil display quickly 

















attaches to the Roller-Handle of a Model 529 : Loony) ye 536 Saw 

Shear. Off-the-floor design let’s you demonstrate wes 

the tool without interference. POST 4/26/60 rimmer, 
Colorfully printed on both sides in green, white, — 514 Jig Saw, 536 Saw 

and black, it shows four important uses of this | 

versatile new tool. Comes packed right in carton LOOK (5/24) 5/10/60 529 Grass Shear 

with No. 21247 Roller-Handle. So be sure to order 

a Roller-Handle with each Model 529 Skil Shear! LOOK (6/21) 6/7/60 529 Grass Shear 


SKIL CORPORATION 


5033 Elston Avenue, Chicago 30, Illinois 
3601 Dundas St., W., Toronto 9, Ontario 





Prices and specifications are subject to change without notice. All orders are subject to acceptance 
by factory in Chicago. Orders are billed at prices in effect at date of shipment. 


F-14661 Printed in U.S. 

















FROM 


U.S. METAL-PLASTICS 


LAUREL, MARYLAND 


THE 


GUILDEN LINE 


OF NATIONALLY ADVERTISED LAWN AND GARDEN PRODUCTS. 
AN ESTABLISHED REPUTATION MEANS CONTINUOUS PROFITS 
TO YOU. 


PLASTIC BONDED TO STEEL products. 
A COMPLETE LINE OF... 


. .. PLANT PROPS AND 
LAWN . . . WICKET FENCING PLANT LADDERS 


AND —FIVE STYLES, USING THE PLASTIC LOK- —A VARIETY OF SUPPORTS FOR ALL 
BEACH LINK, IN POINT-OF-SALE DISPLAY PACK- TYPES OF PLANTS, FLOWERS AND 
AGES. VEGETABLES. 


COASTERS ie , 8 


7 


—FOUR COLORS 
PACKAGED IN 
ATTRACTIVE 
DISPLAY CARTONS. 
HOLDS BOTTLES, 
GLASSES AND 
BEVERAGE CANS 




















“GET THE BEST — GET THE BONDED PROCESS” 


"lO me) tole) = ral] |) (ele) - 


FOR LAWN AND GARDEN CARE—THE GOLDEN LINE OF LABOR SAVING 
ITEMS. 





GRASS-CHEK 
WEED LAWN EDGING 
GUN — ALUMINUM — 


DESIGNED FOR ALL SIZES AND GAUGES. 
KILLING WEEDS SPECIAL PROMOTIONAL 
EASILY AND LINE AVAILABLE. 


SIMPLY. BROAD 
BASE PLUNGER 
DOES NOT 

SINK INTO GROUND 


uuu msinar ewmreere JOBBER AND 
DISPLAY CARTON ADVERTISING PROGRAM 





LAUREL, MARYLAND PARKWAY 5-3510 
SEE YOUR JOGBER FOR THE GOLDEN LINE 


Want more facts? Circle 111, p. 183 > 











wonderful way to mow... 


SPRINGFIELD 


RIDING LAWN MOWERS 











EBLE 


Springfield 25” deluxe riding mower. 
America’s top seller with 
full gear transmission. 


Springfield 22” walker... | Springfield balanced 
featuring Quick-Change action rotary tiller... 
height adjustment. . with optional reverse. 


Springfield 


POWERED LAWN AND 
GARDEN EQUIPMENT 


QUICK MANUFACTURING, INC., SPRINGFIELD, OHIO 


“THE HOUSE OF POWER” 


7 GREAT SPRINGFIELD MODELS. . The Profil Line fev 60 





This year build up, speed up 
with this 


2 GA L LC 


The new Du Pont Sprayer—the only one of its kind on the market 
today—does every garden-spraying job. Nozzles snap in, lock in 
position. There’s a handy shut-off vaive right on the Sprayer and 
the jar is shatter-proof. And to help build sales, Du Pont advertis- 
ing will feature combination offers of $2.00 off on the Sprayer when 
bought with a package of Du Pont Garden Chemicals. Order today 
and be ready to take advantage of this outstanding promotion! 


4 


---and you get these new 
Du Pont Sprayers — 


FREE when you buy... 


Want more facts? Circle 
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The new, free Du Pont Garden 
Clinic Guide helps gardeners 
spot their problems —tells them 
what chemical to apply and the 
proper Sprayer nozzle number 
to use. 


> 2. 
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GALLON 
NOZZLE 


S | 
= 
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f agile 
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see 


GALLON 
NOZZLE 
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Each nozzie is identified in 
easy-to-read die-cast numbers. 
Nozzles are quickly snapped 
and locked in position on the 
Sprayer. 


Every package of liquid or 
wettable powder in the Du Pont 
Garden Chemical line carries 
the number of the Du Pont 
Sprayer nozzie to use. 


10 cases of Du Pont Garden Chemicals— 3 Sprayers free 
y 40) — 6 i 
K fe) —12 
50 a 
(This offer for limited time only) | 


4a ‘a 
4a 


4a 4a 


113, p. 183 





your garden chemical sales 
new Du Pont program! 


Here’s something new and long needed in garden 
chemical sales. For 1960, Du Pont brings you a 
complete program aimed at helping your sales 
operation. How? By bringing easily followed 
“‘what- and how-to-do-it” information to gar- 
deners when it is needed —and by simplifying gar- 
den-chemical spraying to a 1-2-3 operation with 


the new Du Pont Sprayer. Read the details on 
the opposite page—then think what this com- 
pletely coordinated program can mean to you in 
boosting and speeding up sales at the height of 
the busy season. Read too about the “‘free goods” 
offer and the new promotion program —then 
write for complete details—today. 


New informative promotions to help your customers 
- garden easier and better—help your sales 





























N. I. Ceresan® 
Semesan Bel® 

Garden Insecticide 
Soluble Plant Food 


Chlordane 
(6% and 72%) 


Snail & Slug Pellets 
50% DDT 
Manzate® 

Arasan® 75 
Semesan® 


GARDEN CHEMICALS 


INDUSTRIAL & BIOCHEMICALS DEPARTMENT 
E. 1. DU PONT DE NEMOURS & CO. (INC.) 
WILMINGTON 98, DELAWARE 


Tree Wound 
Dressing 
Floral Dust 


Combination 
Garden Spray 


Rose Insecticide 


Tomato Dust 
Spreader-Sticker 
Chickweed Killer 
Lawn Weed Killer 
Ammate® Weed 
and Fungicide and Brush Killer 
Vegetable Garden Crabgrass Killer 
Dust Insect Repellent 


a a mig : 50% Methoxychlor 
orma pray i 
Fermate® 


wea mame Tersan® 75 


PRESSURIZED 
CANS 








SQUEEZE- 


CANISTERS |'F} DUSTERS 








REG. U. s&s. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


Want more facts? Circle 113, p. 183 
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All Lawn Edging 
is NOT Alike! 


You Get More in Quality, Weight, 
Value, Packaging, Sales Appeal with 





OZe) Koy am Ope Ke | 


IRIDESCENT GREEN ON 
GRASS SIDE 


oA 


Another CAR-MAC Winner 





Colorful, Dramatic 
Free Display Unit — 
A Real Sales-Builder! | ALUMINUM/-—green on grass side, 


shiny natural finish on other side. 











. es be Aluminum 
STEEL—creen on grass side, brown on | Trellises 


soil side—Vinyl-coated finish. Fully 

: , Sg Assembled 

Terrific features, plus C-O-L-O-R! Sturdy Super-Strip quality PRES WS ae 

with Soil-Grip finish that prevents inching out of ground. a eee AAttinkies 

small corrugations that provide more strength and make \ i of colors. No 

inserting easier — Safti-Edge that ends sharp rims — large Raed J | maintenance. 

diameter coils that shout “value!” 4”, 6”, 8” width coils. ae ee: ae nag oh - 

Standard lengths up to 100 ft. Se ie ae a aoe ines 
At garden supply and hardware wholesalers. \ ; oe ae yy 
For literature and prices, write to below: ae 


trellis supports 
CAREY-McFALL COMPANY / #500..." 





also available. 
Pa 


Nationally Advertised in Better Homes and Gardens — Garden Ideas Annual 
Want more facts? Circle 114, p. 183 
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\ ie Lawn and Garden 
HOSE REELS 


THREE POPULAR MODELS 
TO MEET EVERY NEED 
..for homes, parks, playgrounds, 
motels, schools, hospitals, parking 

lots, service stations, nurseries. 


Reel mounts on rungs of 
cort at convenient level 


Lengthens life of any hose... keeps it 
off the ground, safe from damage 
Hose is always ready to use... 


Cart is ideal for carrying just unreel to any length needed 


garboge and rubbish cons : 
No drag... free-reeling and 


unreeling while the water flows 
Super-rigid twin steel drum discs 
with deep-ribbed steel hose supports 
Tubular parts are rust resistant 


with attractive aqua and yellow 
baked enamel finish 


item No. 222 SIDE WINDER 

Cart-Type HOSE REEL 
Capacity 100 ft. %"' O.D. garden 
hose or 150 ft. ‘%*' O.D. hose. 
Easy-rolling on wide rubber-tired 


wheels that protect lawn. Com- ee 

plete with 3'2 ft. nylon reinforced Get oe ei | ge Pee 

flexible leader hose assembly. fa imi ) 

Reel lifts from stand which be- eR © — 

comes a sturdy hand truck. Packed 

one complete unit per carton. K.D. Precision-engineered ‘‘PresSURE” water seal, 
machined brass, zinc-plated, gives non-bind- 

ing, water-tight, leakproof performance. 


Ship. wt. 16% Ibs. 
$1595 


Retail Fair Trade Price... 


Easy assembly and operating 
instructions included 














Item No. 222 Cart with reel re- 
moved serves as sturdy hand 





truck for moving heavy articles. 


Detaches 
from connector arm 


Hangs on rungs of wall 
for storage 


frame, easily detached 











item No. 221 
WALL-MOUNTING 
HOSE REEL 








FREE Mats, Glossies, Electros 


available to tie in with 


Cal-Dak National Advertising 


Holds 100 ft. %“’ O.D. garden hose or 150 
ft. Y2‘' O.D. hese. Mounts at convenient 
height on frame affixed to wall, lifts off 
ensily for storage. 3% ft. nylon reinforced 
flexible leader hose assembly included. 
Packed 1 per carton. Shipping weight 9 Ibs. 

Retail Fair Trade Price... SOS 


Holds 100 ft. %“ O.D. garden hose or 150 
ft. 2" O.D. hose. Rigid pipe mount holds 
reel firmly on faucet. Easily detached from 


ag 


ALL PRICES SUBJECT TO CHANGE 


Manufacturers of Work-Saving Quality Housewares 


FACTORIES: LANCASTER, PA., LITTLE ROCK, ARK., COLTON; CALIF. 
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Wilson Plastics, Inc. 
P.O. Box 2037 
Sandusky, Ohio 


Gentlemen: 


| understand that, for a limited time, |! will receive 6 free SPIKIE 
SPRINKLERS ($474 Retail Value) with each 24 SPIKIE SPRINKLERS 1 
purchase. Your offer is too good to miss! 


My Distributor is__ 


[] Send me the name of the nearest SPIKIE Distributor. 
My Nome 

Company 

Address _ 

City. 








RETAIL 
PRICE 

















INDOOR-OUTDOOR HOME BELL 


Gleaming, polished oluminum bell, 
with sotin bieck ship's wheel bracket. 





THAT SELLI 


© A Complete Line SUMMER 
® A High Profit Line 


A Big Volume L ——_ i 
* ig Volume Line ——— etoil 
" BARBECUE BELL °4-95 


Good tuck horseshoe brocket, polished aluminum bell with a cleor, lasting fone. 


NOW... Bells that Sell in a complete price 
range! Beautiful gleaming bells that almost sell 
themselves . . . display packaged for a quick trip off your 


counter. And, a price to fit any customer's pocketbook. FALL 


These bells are perfect for Barbecue, Patio, Garden, 
Playroom, Bar, Tool Shed, or Porch. Ideal House 
Warming or “‘back to the country”’ gifts for 
friends. All year-round sellers . . . 
Fall, Christmas, Spring or Summer, 
anytime is “BELL TIME”. 


Suggested 
Retail 


$7.49 
PATIO-GARDEN BELL 


A beoutiful, fully polished brass bel! . . . o big seller 
everywhere, anytime. 


Bevin Bros. Mfg. Company 
105 Duane Street, New York 8, New York 


Please send me more information on Bevin Patio Bellis, Home Bells 
ond Barbecue Bells. 











rR EVIN BROS. 


MFG. COMPANY, East Hampton, Conn. 
Sales Representatives 


JOHN H. GRAHAM & CO. INC. . 
“= 105 Duane Street, New York 8, N. Y. 








a, — _— 


- Fe 





EE 


Ask your jobber about BEVIN BELLS THAT SELL! 


Want more facts? Circle 117, p. 183 
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New PIONEER 


Wardrobe 
of Gloves 
Display No. 9438 





Capone Pass Yeu. eee we ee eee 
ESO Saar 


; 
Sas Tie es 
Seeger HOE! EIOFES  eacacnaueagI 


3 Pita 


Everything You Need in Gloves 


Sheer Nimble Fingers (TM) 59¢ 
Serviceable Ebonettes® 79¢ 
Glamorous SUPER Ebonettes® 98¢ 
Extra Comfort Bluettes® $1.69 
Costs You 


Display Free 


Permanent Wire stand-up or hang-up 
display absolutely free with 3 doz. each 

of Pioneer’s 4 Wardrobe of Gloves Brands. 
1 dozen each size per brand; small, 
medium and large. 


EE ENE Sse, mange OX oa HEN ea . §$ 51.42 


: = See @bintehetetedh +4 
29 eee 








First Nationally Advertised Glove Department 


And they sell fast from the only complete Glove 
Department featuring four nationally advertised 
liquidproof glove brands. 





2242" 


in COLOR 
for the Fifth 
Consecutive 











Assortments For Every Size Store 


4 Brand Displays . . . your cost $94.38 or $31.45 ; 
2 Brand Displays . . . your cost $15.69 or $17.04 Order Today! For the Biggest 
Nimble Fingers Rack . . . your cost $13.59 Housecleaning Season Glove Sales Yet! 


Ask Your Wholesaler or Write Us for Details 
5 ION E E R 108 Tiffin Road, Willard, Ohio 


Want more facts? Circle 118, p. 183 











34 ¢ HARDWARE AGE, February 11, 1960 





STANDARD MODEL 


HEAVY CONSTRUCTION 
FOR MOWING YARDS 
PARKS 
CEMETERIES 
GOLF COURSES 


NO OTHER MOWER HAS ALL THESE FEATURES 


* Three forward gears plus one reverse Parts are standard which enables you 
with positive variable speeds. to purchase them in any town. 

* Heavy 10 gauge all-steel, electric welded Pneumatic tires. 
construction for hardest use. Powerful 7 hp. ABN Wisconsin engine. 

* Accelerator type clutch assures safety of Chain and belts are guarded for full 
operator. protection of operator. 

* Clutch pedal automatically releases when Height adjustment on platform enables 
operator leaves mower. cutting the tallest weeds or finest grass. 

* No wheel runs on uncut grass. Overall length ~ 68”. 

* 24” cut. * Overall width ~ 34”. 


THE DELUXE MODEL P 


The DELUXE Model Machine proves 
to be popular with buyers owing to 
the simplicity of starting and ease of 
operation. The starter switch is located 
within easy reach of the operator. The 
6 volt electrical system permits the 
installation. of lights if desired. 


TOMORROW'S MOWER TODAY 


Manufactured in and Distributed 
from the 


HEART OF THE NATION 


FRED A. HOPLEY SALES 


MACKSVILLE KANSAS PHONE Dlamond 8-2705 








Want more facts? Circle 119, p. 183 
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OW 
to make a 
roll of fence 


We do it by dipping each roll of fence into a vat of red paint. 
The fence comes out shouting “RED BRAND®”’ Everyone sees 
the top red wire; everyone knows it identifies RED BRAND. 


Any roll of fence woven with the skill of Keystone craftsmen 
has the urge to shout. It wants to tell users it’s made of the 
finest wire and Galvannealed® for longer service. 


No matter where you display or store RED BRAND, your 
customers know at a glance you sell the best. That’s because 
RED BRAND is the best advertised fence on the market. 
We’re constantly telling your customers why Keystone is the 
best: in leading farm magazines, on radio and television. The 
red top wire is their warranty. 


No wonder RED BRAND is preferred by more farmers in 
leading stock and grain raising counties than any other brand 
. .. in some cases it’s the favorite by more than 5 to 1. 


You'll find the same strong preference for the barbed wire 
with the bright red barbs. And the steel posts with the red at 
the top... RED TOP® 


Ask yourself the question. Why sell less when you can sell 
more of the best? One trial of RED BRAND will convince you. 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, ittlinois 


Red Brand Fence + Red Brand Barbed Wire « Red Top Steel Posts « Nails 
Baler Wire « Non-Climbable Fence « Keyline® Poultry Netting - Gates 


The only fence line that 
sells on sight 
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AITIES orrees v0 


A LOCK ON QUALITY- 
THE KEY 10 PROFITS!!! 
SPECIAL PRIGES UNLOCK POWERFUL SALES POTENTIAL 


ELECTRIC UTILITY CART 


Wheel a meal to anywhere you want to serve. Modern cart 
features a deluxe built-in double electrical safety outlet and 
heavy duty power supply cord. Chrome plated legs on easy- 
roll 3” casters. Enamel top and shelves. 
Colors: WHITE, YELLOW, RED. 

No. 45S Height 292” Wt. 20 Ibs. 


rec. $1495 $9.44 peater cost $6.60 


HDWE. WEEK SPECIAL 


Packed IND. 


Special Hardware Week Price 
will be withdrawn MARCH 15TH, 1960 


FINER PRODUCTS 
THRU HIGHER STANDARDS 


O. AMES CO. 


AMES LEAF RAKE 

A MUST ITEM FOR LAWN CARE. The flexible, spring steel 
teeth are shaped and dished for quick cleaning. Head 
attractively finished in baked blue enamel with 48” burnt- 
cote handle. An AMES quality buy at Hardware Week 
special price. 

No. AR18 Head width 17%" Wt.doz.20!bs. Pkg. 12 in carton 


$1.48 


HDWE. WEEK SPECIAL 


REG. $2.15 


peaer cost $1.1 1 


AMES ROTO-EDGER 


This Ames quality tool solves your trimming problems. Trims 
neatly along sidewalks, up against walls, around flower 
beds, up against fences. Quick, clean, easy to operate. 
Quick, clean, easy to sell. Another AMES quality item at 
special Hardware Week price. 
No. 20 Wt. per % doz. 34 Ibs. 


4.49 


HDWE. WEEK SPECIAL 


Packed 6 per carton 


peater cost $3.14 


REG. $5.95 


PARKERSBURG, WEST VIRGINIA 


Want more facts? Circle 121, p. 183 
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BOSTON 


VinNVa PLASTIC 


J caroen wose eS BOSTON VINYL HOSE The BOSTON brand gives you 
" ... gleaming transparent everything you need to do an all-out 
or double-extruded opaque selling job! You get the sales pull 


of a long-established, highly 
regarded name .. . the best-looking, 
BOSTON | most complete line . . . sparkling 


WYLOW BEIM FORCED 


Vinvt PLASTIC 


ep VINNL PLASTIC all modern self-sell packaging . . . pow- 
ean Sats ' erful new merchandising aids... 
BOSTON NYLON-REINFORCED HOSE ; 
an Mie a bad prompt service that builds your 
“takes care of itself” business and profits when the 
selling’s hot. 


BOSTON 
RUSEER GARDEN HOSE 


BOSTON TRIPLE-TUBE 
SPRINKLERS 


... every feature 
your customers want 


BOSTON RUBBER HOSE 


..- growing in demand 
year by year 


AMERICAN BILTRITE RUBBER COMPANY 


CHELSEA SO. MASSACHUSETTS 


Also makers of Biltrite Garden Hose and Sprinklers 
Want more facts? Circle 122, p. 183 
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BAG EXTRA PROFITS WITH 
THIS NEW TORO ROTARY 


Here's another new TORO exclusive that really packs a 

sales punch! Now you can profit from the growing trend to 

riding mowers with the only riding rotary on the market that e 

bags its clippings—The Toro Pony 25! This is the feature be f SPORTSMAN* tractor 
that made the Whirlwind “Wind Tunnel” rotaries the sales : oh with 32” triple-blade rotary 
sensation of 1959. Now, for the first time, this bagging feature . tae eh cect 959 
is built-in a riding mower—a rider that retails for $349.95 
complete with bagging attachment, seat-pressure controlled 

safety shut-off, hill-flattening 4.5 hp 4-cycle engine. Call or 

write your Toro distributor soon. He’ll give you all the facts 

on this and other Toro riding mowers that give you the right 

rider for every customer’s need! 


COLT" has 6-blade 25” reel 
for smooth scissor-cut on fine 
lawn. Convenient controls 
give maximum comfort. 


TORO MANUFACTURING CORPORATION 
3019 SNELLING AVENUE «¢ MINNEAPOLIS 6, MINNESOTA, U.S.A. “Registered trademarks of Toro Manufacturing Corp. 
Want more facts? Circle 123, p. 183 
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NON’ LAWN SPRINKLER THAT'S— 


) Yeon re mist ty eavy rain 


 t6 retod - o 


A fast-selling, big volume turbine-action sprinkler that 
does the work of an expensive, old-fashioned sprinkler. 


Just a simple twist of the adjuster head changes the spray 
from a fine mist for the newly-seeded lawn and delicate 
flowers, to a heavy rain for a fast, thorough soaking. 


HOW CAN YOU MISS 
WITH SALES APPEAL LIKE THIS: 


° Adjustable Fits any standard garden hose 


® Colorful — comes in 3 color combi- Completely assembled; no loose 


nations parts 
PACKING: 


® Attractive in design Instantly ready for use; simply push | individually 


© Lightweight but rugged spike into ground carded or 1 dozen 
to each brightly- 
® Never gets out of order; non-clog- © Also handy as a hand sprayer colored, selfsell- 


ging ® PRICED TO RETAIL AT ONLY A ing display 
° Never rusts DOLLAR! 


Order from your COMMONWEALTH A4azéoe conr 


write direct to: 





OVER A QUARTER CENTURY OF DEVELOPMENT IN PLASTICS LEOMINSTER 


° 
*T,M, Reg. *Pat. Pend, a MASSACHUSETTS 





Want more facts? Circle 124, p. 183 
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Last chance to get your EXTRA discounts 
on the COMPLETE ANTROL LINE 








Sales supported by 














_ SECTS 


local and national 


rosé} « tee 
advertising ay R: Ej 

¥ ma , ) 
throughout 1960 ¥ : , 
Quick-killing...long- <= For your whole garden— 


lasting action on G Perfect Dust—kills 66. contains Malathion and 
insects, mites and — insects, mites and - Captan in unbreakable 
diseases. : controls diseases. uy squeeze duster. 

















Artcan ole 


"OUSE PLAN. 
‘SECT BOM? 
Nabe iy 





Ee Ss Four Hose Sprays: tops dog and cat dam- 
Harmiess to plants | Specially made for Convenient, effective Garden Insect Killer, — 


i a pan? . 7} age ...protects shrubs, 
... gives “New Leaf a. house plants. Econom- <a ss control of ants. Chlordane Soil insect Al 
Shine.” = ical and safe to use. Mo Killer, Weed & Brush 7 flowers, trees, etc. Also 


| i — Indoor Ridz. 
Killer, Crabgrass Killer. @= available — Indoor Ri 








LSUSECTS ITES oe 
MAL oe ROSES FLOWERS 


CRGALEMS SHRUBS. TRECS 
MOUTS one VEGETABLES 





























bh: 


Contains 2,4-D and '*, Protective seal for Prevents germination ,/ : Kills insects, mites, Hose attachments— 

2,4,5-T and has squirt “= pruned or damaged ie of crabgrass seed. Fe scale...makes up to 16 Heavy spray for lawns 

top for spot application. =» trees. Prevents sapfiow. . 4 Kills lawn insects, ; * gallons of mixed spray and trees—light spray 
Se 88] for shrubs. 


ORDER TODAY. STOCK and DISPLAY the complete Antrol line. They’re your customers’ favorites! 
ANTROL® 
... fine high-profit 


proaucts trom | EP ay AZ e-Mid Way 





LOS ANGELES, CALIF.* BROOKLYN, N.Y.* CHICAGO, ILL. * CANTON. OHIO « CHAMBLEE, GA. * CRANFORD, N. J. * SEATTLE, WASH. * DALLAS, TEXAS 


Want more facts? Circle 125, p. 183 
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Every power mower needs GUMOUT— especially after months 
of winter storage. GUMOUT, added to the gas tank, cleans 
out the carburetor and fuel system. With a clean carburetor 
engines start faster, deliver full power. 


GUMOUT will be used in millions of power mowers this sum- 
mer. Will you get your share of this market? Act now! Order 
GUMOUT today. Reap a bundle of extra profit this summer. 


For power mowers and small engines, 
you’re always right when you recom- 


mend and sell No. 508 Power Mower Oil. 


Order GUMOUT 
from your wholesaler or write: 


GUMOUT DIVISION PENNSYLVANIA REFINING COMPANY + CLEVELAND 4, OHIO 
Want more facts? Circle 126, p. 183 
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BUILD 
BIG 


ZyOrdens: SPRING HOSE PROMOTION 


LEAP 
YEAR 


HERE’S HOW IT WORKS. All orders for Borden's Resinite 
Hose and Sprinklers placed thru your wholesaler during the 29 
days of February and up to March 4 with delayed delivery will 
be entitled to an extra profit discount of 5%. 


Heres a February 


Order early for your Spring selling season. Don’t miss those June 
and July sales because of inadequate stocks of Borden's Resinite 
Hose and Sprinklers. Make early delivery arrangements with your 
wholesaler while he has adequate stocks on hand. Be sure to take 
full advantage of this unprecedented 5% bonus offer! 


BUILD BIG 
PROFITS WITH 


hordens 
IN 1960 


se 


a 


Peak of the season-advertising in leading national magazines 
such .as LIFE;>~SATURDAY EVENING my BETTER HOMES & 
GARDENS, SUNSET, and the specialty gare ening magazines will 
continuously pre-sell Borden‘s Resini e | 2 Jen Hose to your cus- 
tomers. Remember, *Borden‘s:i#the only gorden hose marketed 
under a natidl ally recognized brand name. You are backed by 
Peersumer advertising program — take ad- 


id B 9 Sales with Borden’s ift,1260. 


BUILD m  Lordens 


{\ / Bic JES VINYL HOSE 
z™ WITH & itt 


S .~. ' 


THE BORDEN CHEMICAL COMPANY, A Division of the Borden Company 
350 Madison Avenue, New York 17, N. Y. P. O. Box 430, Compton (Los Angeles) California 


Want more facts? Circle 127, p. 183 
44 ¢ HARDWARE AGE, February 11, 1960 








RD-MAN PRODUCTS 


above competition in 


FEATURES 


\ 


X 


. » 
A 
. 
af % 
ie wee 
~*~ 
° 


' rit ' 
tif — 
rt] ' i ; + 


me Be 4 -4-., ‘ 
§ BM ann © % eee i - oy - t ' 








i 


~ 





Advantages of 
UNIQUE SAFETY CLUTCH AND V-BELT DRIVE... YARD-MAN 


are just two of the outstanding engineering developments that place dealer program 
YARD-MAN quality mowers head and shoulders above all competition . 
. sales features that attract and sell customers. @ BONUS PROFITS 


LIFE TIME GUARANTEE against engine crankshaft breaking or bending, Direct-to-dealer distribu- 
LIFE TIME GUARANTEED Bridge-type Housing, “INSTA-CONTROL” tion adds big extra profits 
HANDLE and famous YARD-MAN PRECISION are more “blue chip” for you, plus Early Order 
features that increase sales of this high profit, sensibly priced, quality Bonus. 

line of power mowers. Sales records of YARD-MAN Factory Dealers o EXCLUSIVE ORDER SYSTEM 


across the nation prove it. You receive Top Quantity 


Note the important Dealer Program features . . . then write for complete Discounts all season long, 
details today while you have a chance to become a YARD-MAN regardless of delivery 
date. No storage problems 


Franchised Dealer. -, . 
1402 W. GANSON ST. \WARD-MAN and no reason to tie up 


JACKSON, MICH INCORPORATED your cash before selling 
season starts. 


@ MONTHLY SALES PLANS 


Fully prepared, easy to 
use, these proven pro- 
grams create sales all 
season. 


SUCTION LIFT BLADE @ CONSUMER ADVERTISING 
: Timely national ads in the 
magazines your customers 

read and respect. 


e PLUS 


Free sales literature, 

point-of-sale material, co- 

V-BELT DRIVE INDEPENDENT BLADE SHAFT op advertising budget, 

: banners, newspaper ad 

kits and other special 
sales aids. 





UNIQUE SAFETY CLUTCH 


& 


Exciting, New 


“> Motorette 


TWO MODELS THREE MODELS FOUR MODELS THREE MODELS THREE MODELS 
16 and 18 inch 18 and 21 inch 18, 21 and 22 inch 21 and 22 inch 2 and 2% H. P. 


Want more facts? Circle 128, p. 183 
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“| get better than 
mA 4 turns a year on my 
~ \ Gates V-Belt stock” 


1 writes Chester H. Nelson, owner of 


Nelson Hardware, Livermore, —— 
California. a 


“Gates Truflex V-Belts are a way-above-average profit 
maker for me,” reports Mr. Nelson. “I sell about 100 belts 
a month...thanks to the fine Gates Merchandising Program. 

“T always have a complete range of sizes. My customers 
know this and come from all over the area for their belt 
requirements. 

“Having a dependable quality product available when 
a customer wants it really pays off. I get better than four 


Boost your profits, 100.. turns a year on my Gates Truflex V-Belt stock.” 
with Gates FREE merchandising program = 


a 
e4 
wr lS 
rr ee ee | 


Gates Dealers everywhere report that Gates merchandising pro- 
gram makes Truflex V-Belts one of their top profit items. 

As part of the Gates program, you receive attractive displays, 
posters, banners, folders and V-Belt merchandisers which turn waste 
space into profit centers. You benefit from advertising in such maga- 
zines as POPULAR MECHANICS. 

You are kept up-to-date on the most popular belt sizes to stock 
each season. Also, Gates up-to-the-minute V-Belt replacement guide 
quickly shows the V-Belts that fit your customers’ machines. 

Altogether, Gates complete merchandising program, with dealer- 
proved results, adds up to more turns... greater profits for you. 

You can easily change over to high-profit Gates Truflex V-Belts 
without losing a penny on your present stock. For details, simply con- 
tact your nearby Gates Truflex Wholesaler today. 


a zee é‘ 
that worn, sipping bel 


New Gates V-Belt 


Repiace 





Other Gates . | 
Hardware Products The Gates Rubber Co. Denver, Colorado 


2 ‘een ties Gates Rubber of Canada Ltd., srantford, Ontario 
Kleen-Ezy Door Mats World's Largest Maker of V-Belts 


comme Gates Truflex V-Belts 


Want more facts? Circle 129, p. 183 
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HOW TO RUSH HARDWARE. . . ANYWHERE 


Hardware retailers and manufacturers find Greyhound Package Express 
the perfect answer to their rush-order problems. Greyhound serves 
many areas other services do not reach...speeds hardware orders 
from supplier to receiver in a matter of hours: 


IT'S THERE IN HOURS Wg 





SAND COSTS YOU LESS! 


When getting it there in a hurry means business, you can 
count on Greyhound Package Express! Your packages go 
anywhere Greyhound goes, by dependable Greyhound buses 
on their regular runs. That means you get service seven days 


Want more facts? Circle 130, p. 183 


a week...24 hours a day... weekends and holidays! And 
you can send C.0.D., Collect, Prepaid—or open a charge 
account. For information, call any Greyhound bus station, 
or write Dept. 10B, 140 South Dearborn St., Chicago 3, Ill. 
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of sprinkler sales... 


SELL ALLENCO 
Medalist — Petailsa $750 
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Lawn owners go for it! They can see it’s an Allenco Oscillator. 

| They like the exclusive Allenco 4-click dial. They know that 

AND. PICK UP THE CHANGE WITH ALLENCO’S Alleneo quality means superior sprinkling service for many 

NEW “USE-OVER” NYLON HOSE COUPLING | years. And at that price they just can’t say no! Puts new 

™ iy money in your pocket! 

Sure! The Medalist for 1960 is NEW. In its individual box 

it keeps that factory-fresh sparkle all the way to your cus- 

tomer’s lawn. Since the price is really big headline news, 

shouldn’t you be putting in a good stock of nationally ad- 
vertised Medalists now? 


Get to your distributor .. . quick! ALLENCO 
Ask about the whole line— the Golf Green Line 
and the Special 1960 of Sprinklers and 
Bonus Profit Deals. Accessories 


W. D. ALLEN Manufacturing Co. 
650 S. 25th Ave., Bellwood, Illinois * New York Office and Warehouse: 66 Reade Street, New York City 7 


Want more facts? Circle 131, p. 183 
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new competitive test assures 


increased LAWN-BOY sales 


Now, for the first time, a leading mower manufacturer dares to invite competitive comparison on the dealer’s 
floor! This bold new 6-step test was developed by LAWN-BOY—for LAWN-BoyY dealers. Use it for the con- 
sumer as a standard to judge power mowers by—before he buys. Only LAWN-BOY, the quality-built mower, 
could dare invite such engine-deep, point-by-point comparison. Who will profit from this new 6-step test? 
LAWN-BOY dealers—through satisfied customers! It is time you signed up! Send the coupon below and get 
the facts on LAWN-BOY—top profit line in the industry. 


LAWN-BOY seils with this new 6-step test of a modern power mower 


TILT the mower, as you would to clean 

it or to mow along a hillside. Oil should not 
leak out or spill. A drip-free LAWN-BOY mower 
keeps oil where it belongs—in the engine, for 
full-time lubrication. 


LIFT the mower. It should be light, 

easy to push or turn. Not too big, not too 
heavy. LAWN-BOY is aluminum-light, nimble and 
easy to use. Even the handle fits you better. 


Add this Selling Feature to a year-round line... 
Mowers, Tillers, Edger-Trimmers and Snow-Removers.. . 
on a franchise basis at new competitive prices! 

CLIP AND MAIL COUPON TODAY 

FOR THE STORY ON LAWN-BOY 1960... 

NEW MODELS +« NEW SELLING HELPS « NEW PROFITS 


LAWN-BOY 


sap Missouri. Division of Outboard Marine Corporation. Makers of 
Johnsen, Evinrude, and Gale Ovtboard Motors. 
In Canada: LAWN-BOY, Peterborough, Ontario 


FLEX the blade. It should be pre- 

stressed, under tension. A long, whippy 
blade delivers a ragged cut, can cause crank- 
shaft damage. LAWN-BOY uses a short, hard 
shaft with bronze main bearings. 


START the engine. Several times. 
Starting should be easy, fast, sure. LAWN- 
BOY is famous for easy starting. Hottest spark on 
any mower delivers years of one-pull starting. 


TAF biade housing. It should be solid 

es a rock... yet lightweight. Thin steel 
stamped housings will vibrate, can spring out of 
shape. LAWN-BOY light, strong, durable aluminum 
housings never do. 


LISTEN to it. Does it roar? Or spit 
fumes a step ahead of you? It shouldn't. 
LAWN-BOY has the biggest mufflers of any power 
mower. And exhaust is underneath the mower. 





Name 


LAWN-BOY, Dept. HA-20, Lamar, Missouri 

CHECK ONE SQUARE 

O Send me full details on the new 1960 LAwN-noy line 
© Tell me how I can become a LAWN-BOY dealer 














City & Zone 
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9 FAST-SELLING SETS — also in bulk and on individual 
cards. 


Distinctively designed with unique, gleaming chrome 
die-cast SILVER STEED on each item. 


Richly styled with tapered BLACK HARDWOOD HAN- 
DLES and KNOTTED BLACK LEATHER THONGS. 


Superbly crafted in SPARKLING NON-TARNISHING 
CHROME with handsome protective CHROME SHIELD. 


So elegant...so masculine...so functional — yet 
MODERATELY PRICED! 


ps Bie De Seen eae NaS a 


ONLY EVEREDY GIVES YOU... 


x A BIG-VOLUME, POPULAR-PRICED LINE .. . finest value in 


the market. 


.. now selling bigger than ever! 


+ THE DRAMATIC NEW SILVER STEED LINE — a perfect step- 
up for bigger profits! 


Write today for full details on EVEREDY’S BARBECUE EQUIPMENT 


a 


EVEREDY’S VOLUME LINE of sparkling chrome barbecue tools with handsome 
hardwood handles in a light natural finish — available in sets and in bulk. 


THE HQI=~== COME FROM 
EVEREDY 


The Everedy Company, Frederick, Md. 
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KITCHEN BROOM WITH Soft--Siveep” BRISTLES 


Exclusive! Thousands of tiny bristle tips pick up fine dust, dirt. Handles, blocks, bristles in pink, yellow, turquoise. $3.98 retail. 


INDOOR BROOM 


Tampico bristles, for wooden floors and all smooth surfaces. Beige handle and block. $2.49 retail. 


QUTDOOR BROOM 


Practical broom for rough surfaces—sidewalk, driveway, patio. Palmyra bristles, orange block and handle. $2.49 retail. 





GOLD KEY VALUES 


ei iis M AKER Wardware 


EMPIRE BRUSHES, INC. HJ PORT CHESTER, NEW YORK 
Want more facts? Circle 134, p. 183 
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Midland’s New Vertical Tiller 
and New Self-Propelled Mower 


FOR MORE PROFIT IN 60 








N Ow P|" Cal f Propelle a Mow or flutter; contour compensator wheel assures an 


even cut, no scalping; flip-type handle for safer 
Feature for feature, the Model SPL is the top operation — plus a one-piece housing, twin- 


buy in the mower field: powered by a 24% HP chamber muffler to deaden noise, and simple 
Iron Horse engine; blade stabilizer prevents speed adjustment. 


FAST- MOVING, MODERN LINE... designed 


Fl 





é» 











Midland has everything 


— a quality line of outdoor power equipment 
built to meet the needs of any market — from 
backyard gardener to suburban dweller . . . from 
the farmer to the commercial operator. Each 
unit is designed with the proper horsepower 
to do the job quickly and efficiently, and 
sensibly priced to sell. 

Midland for ’60 offers you the biggest oppor- 
tunities for increased sales volume and new 
profits... whether you’re located in a rural, 
suburban, or metropolitan area. 

Join the many new dealers across the nation 
who are now selling the modern Midland line. 
It’s a respected name in outdoor power equip- 
ment, now making new progress as a subsidiary 
of Outboard Marine Corporation. Get your 
share of the expanding Midland business in 
1960 — by writing for dealership details...now! 


THE MIDLAND “PROFIT LINE” 


NEW Vertical Tiller 

NEW Snow Blower 

Model RT 3 HP Rotary Tiller 
Model TMS 4 HP Garden Tractor 
Model M70-B 7 HP Utility Tractor 
Model R71 7 HP Rider 


NEW Self-Propelled Rotary Mower 
and 5 Other Great Power Mowers! 


New Vertical Tiller 


Finally!—a low-cost tiller-cultivator for the small- 
space gardener. Outstanding features include: 
Dust protection from a handle-intake air cleaner, 
tines expandable from 10” to 17”, hi-lo handles, con- 
veniently-located off-on switch, and slicing, non- 
winding tines-walking discs that protect plants. 
Starting position is from behind the handles for 
extra safety. Perfectly balanced . . . powered by 
OMC’s Iron Horse engine. It’s the hottest unit in 
the industry! 


Select franchises are still available for qualified 
dealers. Use this coupon or write to find out if a 
Midland dealership is available in your territory. 


to bring you steady profits the year round! 


The Midiand Company 
Dept. MHA20 

400 Pershing Road 

Waukegan, Illinois 


Gentlemen: 


The 1960 Midland profit opportunity sounds 
interesting. Please send me more information. 


tS » SES eee 





LOOKS C000 
WORKS BETTER! 


THE NEW Og Ag HANDI-GRIP PUMP OILER 


Here’s the ideal pump oiler 

for every use! Introduced by Eagle 
Guaranteed 5 years! 

Strong, leakproof steel body. 

Powerful positive-acting pump to 

deliver oil in full stream or one drop. 

No pump leathers, no soldered connections 


to wear out. Handy to reach those New Eagle Handi-Grip Oilers come 


in 4 sizes: 34, 1, 114, 2 pints. Each 
difficult places. Stout bottom, steady : a ie ria ag mat m 
stance, won’t tip over! Easy to hold, 7%-inch flexible spout. 


easy to use, reasonably priced. ORDER FROM YOUR SUPPLIER 


Eagle products are also 
available in Canada 


FACTORY, 
HOME, 
GARAGE, 
WORKSHOP 


Write for latest 60 Catalog, 
just off press, showing the Complete Eagle Line. It’s FREE! 


MANUFACTURING CO. wetspurs, w. va. 


SERVING THE TRADE SINCE 1894 
Want more facts? Circle 136, p. 183 
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QUALITY 


ore ning Homaton Hems 


* TRAFFIC BUILDERS 
PRUNING; & LOW PRICE SPECIALS 


hoes EASY *« PROMOTIONAL AMMUNITION 
waLue ANVIL TYPE 


jog ay 
, SPECIAL PRUNING SHEARS 


; No. OS 
A real traffic building bargain in a Special 8” anvil 
type pruning shear with the quality of the other well 
only § known Seymour Smith pruners. Replaceable cutlery 
e steel blade assures easy cutting. Unbreakable pressed 


steel handles finished in baked enamel. Price only 
$1.69 list. 


Packed 12 to display carton, already 


set up for the dealer (as illustrated). 
Counter space required only 4” x 4”. 














Suggested List 





PROMOTION GRASS SHEARS 


Try this for a week-end special eo: ey erd 


. . @ promotional grass shear 


made with hardened steel Only 
blades and unbreakable 
pressed steel handles finished 


in baked enamel. Extremely 


easy action. Efficient, service- Suggested List 
able shear at a sale price. 


oe Seer ee Packed 12 shears to display carton, 
already to set up for the dealer (as 


illustrated). Counter space required only 
_ uw ot 


\\ 
) ‘ 
\ | c | | SEYMOUR SMITH & SON, INC., Oakville, Conn., U.S.A. 


Quality Tools Sales Representatives— JOHN H. GRAHAM & CO. INC. 105 Duane St., New York 8, N. Y. 
Since 1850 


SEYMOUR SMITH 
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\B.E.Goodrich} 


onsite 


Dealer's Guide to B.F.Goodrich 


garden hose for 1960 


Here is the 1960 line of B.F.Goodrich garden 
hose. Use this guide to order your stock from 
your B.F.Goodrich distributor now. 
B.F.Goodrich garden hose will be featured 
in the NRHA’s Hardware Week promotion in 
April. There are many other sales aids to help 


Ask your distributor salesman how, with only 
a modest inventory, you can serve a// of your 
garden hose customers. For name of your distrib- 
utor and free 8-page booklet giving complete 
specifications ate ie scribing free promotional 
materials available to you, write B.F. Goodrich 


you sell more hose. Industrial Products Co., Akron 18, Ohio. 


PROFESSIONAL 


GARDENER'S $4] 195 


Consumer price 


Saat am 


Consumer price 


ous. es 


Consumer price 


RSTAL, $795 
Consumer price 


GARDEN CLUB $675 GARDEN CLUB *A95 aa ct a 95 


" enema price Consumer price Consumer price 


Ridber 


ee 


¥y’’ green opaque 
Consumer price 


meen $9759 “ume $9995 set 
Consumer price Consumer price 


ary Ri 5 wane reas $ 139 5 


Consumer price 


B.EGoodrich garden hose 
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NEW! 











NEW! 


PET TEEPE TREE LEEEE 





Baaae 


NEW! 


PORLERGTRGGEEEEERER REE G RE teat ete teretrererr rrr rrrrres 
BUNA, 


Hull? @DuURA-CLAD 


VACUUM BOTTLE 


Aladdin introduces the world’s FIRST one-piece 
vacuum bottle jacket of chip-proof— peel-proof 





check these great selling features! 


rust-proof super-tough polypropylene, the @ EXCLUSIVE ONE-PIECE POLYPROPYLENE JACKET, COLLAR, AND 

modern wonder plastic that won't show wear. . . HANDLE .. . modern, — ribbed design. Unbelievably sturdy 

even after years of daily use! And, Aladdin's new withstands years of use and abuse! 

‘Pitcher-Pour” handle adds new sales appeal, @ FEATURING ALADDIN'S FAMOUS GOLDEN GUARANTEE. 

new utility and more functional styling to vacuum ee ee pais gh CUP. Locks on 

c : oO pads -ollec ' 

bottles! It’s the greatest—and most saleable ad- cratlinacmnnsetie(ictmype ys 590 2 tees bi 
sg ae Rr ag weg Si f REVOLUTIONARY LOX-ON* STOPPER. Positive seal, superior insula- 

vom o = — otties in a tong history © tion. Threadless . . . locks on with a twist—easiest to remove. Tough, 

Aladdin “firsts. sanitary plastic won’t absorb food odors . . . cleans easily. 


NON-DRIP POURING LIP. Drip-free pouring from any angle. 
ONE-PIECE COLLAR AND CASE. Collar can’t come off with cup! 
eres Pepresongen angus HANDLE. Easier, natural way to pour 
No. 2630 PINT “is ee lg hme e, nothing to come loose . . 
Fits Workman’s Lunch Kits. EXCLUSIVE VACTRONIC* TESTED SEAMLESS FILLER. 
Packed 12 to a carton. Ship- TIP PROTECTOR. Eliminates filler tip breakage. 
ping weight 13 lbs. 


SHOCK ABSORBING FILLER SUPPORT. Filler “floats” 
absorbing rubber cushion. 


No. 2650 QUART = .M. BOTTOM LOADING FILLER. Simplifies removal of filler for cleaning, 
; replacement. 


—releases with a twist 


. ever! Fits 


on shock 


3 nested plastic cup caps. 


Packed 6 to a carton. Shipping ai > <4 ; : F . 
weight 12 Ibs. progress through imagination and promotion 
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No. 2638—EMBOSSED BLACK WORKMAN'S LUNCH 
KIT with Dura-Clad pint vacuum bottle. 
White enamel lining. Overall size: 10%" long x 5” ass 
wide x 8%" deep. Packed 12 to a carton. Shipping Gees | Sisecesese: 2 5 = LI 
weight: 30 lbs. = : , 





RA-CLAD 
WORLDS 





No. 2637—DE LUXE RUST-PROOF ALUMINUM VIOST DURABLE 
WORKMAN'S LUNCH KIT with Dura-Clad pint ass ee 
vacuum bottle. F Guaseteet by . VACUUM BOTTLE 
More durable, more sanitary. Exclusive, raised jood Housekeeping 

“Waffle” design surface . . . won't show scratches! pe, <2 45 aoveanste WES JACKET! 
Overall size: 10” long x 5” wide x 8%” deep. rh 
Packed 12 to a carton. Shipping weight: 24 lbs. 











McCalls 
ALADDIN INDUSTRIES, INCORPORATED e NASHVILLE, TENNESSEE 


1485 Merchandise Mart, Chicago, Ill. e 2046 Graybar Building, New York, N. Y. 
105 E. Lexington Dr., Glendale, Cal. e In Canada: 1401 The Queensway, Toronto, Ont. 


% 


*T.M. 


Form No. DC-1442 At . . 
Printed in US.A. Laddin progress through imagination and promotion 


ECLIPSE gives you 
MORE STYLE to sell and MORE HELP to sell it! 


The folks at Eclipse have taken their cue make a full mark-up and furnish replace- 
from America’s automobile manufacturers; ment parts. 

they know that today’s buyer wants smart 
styling, good design, efficient operation. 1960 
Eclipse mowers are newly designed with new 
coordinated colors, new features, new sales 
appeal. Eclipse dealers offer a full range of 
sizes—17” to 26”—in rotaries, reel-type, and 
riding models. 


Eclipse does more—spends more—to help 
dealers advertise at the local level. Eclipse 
dealers are furnished recorded radio commer- 
cials, T'V films, newspaper ad mats, circulars, 
and store display materials. If you are un- 
happy with the half-hearted help and shrink- 
ing profit-margin of your present lawn mower 

For over 50 years Eclipse mowers have line, investigate Eclipse and see why we say, 
been recognized as the “Quality Line.” You “Eclipse gives you MORE STYLE to sell 
can sell Eclipse mowers with confidence, ...and MORE HELP to sell it.” 


Write today for the complete story on Eclipse mowers E C L : ~ * E 
. .. 13 models available, rotary, reel, and riding 
types. Sell Eclipse ...the full profit line. 


THE ECLIPSE LAWN MOWER CQO. Division of Buffalo-Eclipse Corporation 


1017-A Railroad St. ° Prophetstown, Illinois 
< Want more facts? Circle 139, p. 183 Want more facts? Circle 140, p. 183 A 
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J) ety Vai be teleleleonge)- a, 
OFFER FROM YOUR 


with 12 


PAY FOR 11 ... GET 1 FREE! 


This exclusive dealer offer on Universal's 
new Hose-end Sprayers means big 
profits for you in '60! 


Now! For a limited time only, with 
each order of one 12-pack case of 
any Hose-end model . . . 110, 506, or 
520, you get one Sprayer FREE! 
Here’s another big profit maker for 
you in ’60... and again, only from 
UNIVERSAL! Act now! Contact 
your distributor of Universal 
sprayers today! This special offer 
expires April 1! 


| 











MODEL 110 

SUGGESTED RETAIL $1.89 ge 
The “economy” model. Mixesand oe - MODELS 506 and 520 
Sprays up to 10 gailons of solu- : d, 4A4- SUGGESTED RETAIL $4.69 
tion from its 1 qt. jar. Made ; 

entirely of shatter-proof polyeth- 
elene. Positive mixture. Attaches 
easily to end of garden hose. 
Quick lock top. Easy to use. Easy 
to fill. Easy to clean. 


Handiest hose-end sprayer on the mar- 
ket, the model 506 ‘‘automatically’’ 
mixes and sprays up to 6 gallons of solu- 
tion .. . the model 520 up to 20 gallons. 
Fingertip shut off valve allows turn 
off at the sprayer. Light weight, shatter- 
proof polyethelene jar attaches easily to 
garden hose. 





Recommended for 


UN lV 7 “ CAL The largest selling complete line foetventonal 
of sprayers on the market! 
MR. DEALER: 


=” Do you know how the NEW 
Universal R.P.R. merchan- 


UNIVERSAL META L PRODUCTS co. dising plan can help you sell 
Division of AIR CONTROL PRODUCTS, Inc. more sprayers? Ask your 
jobber for complete details! 

Dept. 5060 Saranac, Michigan 


COPYRIGHT 1960 ACP, INC. 


Want more facts? Circle 141, p. 183 
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NEW>*225°™ GARDEN TOOLS 


Order a basic inventory and free display now! 


DISSTON DIVISION p 


V 


new DiISSTON GARDEN CUTTING TOOLS 


8” Hedge Shears 30-A 


Typical of the fine tool 
styling throughout the 
Disston-1960 line. .. 
styling and quality 
that turn an 

impulse into 

a sale! 


NRHA 
APPROVED 





Here’s your complete Disston garden tool ‘selling center” package 


Disston-1960 Garden Tools are styled by 
Raymond Loewy Associates to spark volume, 
self-service sales! Each tool has the genuine, 
Disston-quality cutting edge that cuts faster 
. stays sharp longer. 
Your NRHA-selected, display inventory 


includes: Hedge Shears, Grass Shears, Prun- 
ing Shears, Lopping Shears and Pruning 
Saws ... every popular type of gardening 
hand tool. Nominal retail value, $70.17. 


Dealer net, $46.69. YOUR PROFIT, $23.48. 


Here’s how Disston is supporting and promoting your display 


A new, authoritative “Pruning Guide” and 
unique “Pruning Calendar,” both written 
expressly for this promotion, are FREE to 
you, for FREE distribution through your 
store. You're also supported by advertising 
in BETTER HOMES and GARDENS, 
HOUSE and GARDEN, and SUNSET; 
“silent salesman” hang tags; 4-color cata- 
logs; literature; direct mail items and bright 
window banners. 

Send for complete details, now. 

Disston Division, H. K. Porter Company, Inc., 
Philadelphia 35,Pennsylvania. 


Send me the Disston-1960 Garden Tool 
Catalog, “Pruning Guide” including the 


Pruning Calendar, and Display order 
blank. 





ADDRESS 





CITY 





| 
| 
l 
| 
| 
| 
| STORE NAME 
| 
| 
| 
| 
| 
| 


ATTENTION, MR 





a 
[ 

[ 
L 


f H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION ; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC Division: 
PEERLESS ELECTRIC DIVISION; Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION: Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, 
VULCAN-KIDD STEEL DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, 
H. K. PORTER COMPANY de MEXICO S.A.; and in Canada, Refractories “Disston” Tools, “Federal” Wires and Cables. “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD 


Went more facts? Circle 142, p. 183 
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wholesalers on@ 
- selective basis 







el E22AW 
(Iilustrated) 
22” Housing 
21” Cutting Blade 
ENGINE: 4 Cycle 3 H.P. 
Briggs & Stratton, 
Choke-A-Matic control, 
Wind-A-Matic | starter; 
HOUSING: 14-gauge 
steel, staggered wheels; 
CLUTCH: Steel, non-slip; 
TRIMMING EDGE: 12”; 
WHEELS: Quick-A-Matic 
wheel adjustment — 7” 
diameter, diamond 
tread; HANDLE: Stor- 
Mower with Hi-Lo ad- 
justment; COLOR: De- 


luxe copper finish with € be 5. 
RE a Sold For You! 


Want more facts? Circle 143, p. 183 
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Jo Give You Fast Furngver with. . . 
POWER MOWERS FOR 196 


. - fo help you pre-sell your customers 


Millions and millions of consumers will see, hear and read about the 1960 
Atlas-Aire line via these powerful advertising media: 


LIFE MAGAZINE, LOOK MAGAZINE — A series of two-color ads will run in these powerful maga- 
zines during the peak buying months of 1960 ! |! ! SUNDAY NEWSPAPER ROTOGRAVURE SECTION — 
Large, tabloid-size ads will run in local newspapers throughout the country. TELEVISION 
ANNOUNCEMENTS — In designated areas in the country, the 1960 Atlas-Aire line will be demon- 
strated on TV .. . action-selling to boost your sales. RADIO $POTS — Hard-hitting, saturation 
schedules on key radio stations will run at prime listening times. OUTDOOR BILLBOARDS — Full 
color, eye-catching 24 sheet posters will be strategically located. 


in 
\, 





- WER 
ae ~ Re, HI-LO ADJUSTMENT 
~~ Handle adjusts up or down 
% full five inches, a comfort fea- 
& . ey ture for both men and women, 


Handle stands up- 
right for convenient 
out-of-way storage. 
*Patent Pending 


_ 


ae 
, 








= QUICK-A-MATIC WHEEL 

= ADJUSTMENT 

—_—- Spring-held lever can be easily 

— moved to any of three different 
height adjustment positions. 


WIND-A-MATIC STARTER BAFFLE BLADE & 
New spring Another 4 4 | ‘ ADAPTER 


action feature Atlas-Aire 
‘makes starting feature to help promotes easier 
easier than you boost your starting . .. 
ever before. sales. The baffle bolts provide 
Just wind the not only additional 
crank, release promotes safety ~ . safety. 
and the mower but also 7 
is ready for prevents 


on ee ee MAIL THIS COUPON TODAY 


upright for quicker, even cutting. We will rush complete free sales package. It gives 

all details, ordering information, costs, literature 

G@UALITY samples, sales aids, etc. Also merchandise samples 

The 1960 line of Atlas-Aire Rotary Power Mowers are built to out per- available Me jobbers, distributors and wholesalers 
form all others on the market. They do the job right! All models are er ete 

non-clogging, self-cleaning and provide easy discharge through the large ee ee at ae eee eee 

front-chute opening. | 


New adapter 


ATLAS TOOL & MANUFACTURING CO. 
5147 Natural Bridge Bivd., St. Lovis 15, Mo. 


Please rush complete sales package on 
Atlas-Aire Mowers! 


CE TON nk ds cc ccdccdectocctieeass 
Address... 


Position... 


Sn Ga ea GED nS GD GED aD GED Gon cD aD ED eS aD ee ee eee 
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\ 
NELSON 


W 


... now the most 


complete line ever offered 





The Nelson Dial-a-Rain® ... 


The first and best four position 
selector-dial controlled 
oscillator sprinkler. Has 

the exclusive Nelson ‘Jet 
Nozzles’ for top sprinkling 
performance. Covers areas 
up to 2400 sa. ft. A massive 
sprinkler, sturdily built and 
guaranteed for 5 years’ 
Nationally advertised. 


Exclusive Jet Nozzles... 
And it's the Jets that 
make the difference! 
Rifled jet nozzles propel 
water in steady, positive 
streams. Assure coverage 
even on breezy days. 











proven sales makers... 4 position dial 


It’s Nelson for... 


The Nelson Delta-Jet 
Brand new member of the 


Nelson line. Modern design 


and ruggedly built. Sturdy 


Armco Zinc-Grip steel base, 


Has the exclusive Nelson 
‘Jet Nozzles” for top 
performance, Covers areas 
up to 1950 sa. ft.! Nelson 
quality construction — 
guaranteed 11 year. 
Nationally advertised. 


The Nelson Capri® 


The hotcakes of the medium 
price sprinkler field. 
Outweighs and outperforms 
all others in its class. 
Exclusive Nelson © Jet 
Nozzles provide maximum 
coverage of areas up to 

2 000 sa. ft.! Modern in 
design and guaranteed 

1 year! 

Nationally advertised. 


CENTER 


« ee TRIGGER NOZZLES 


STATIONARY SPRINKLERS 
“PERFECT CLINCHING’ COUPLERS, MENDERS 


HOSE ACCESSORIES 


with 7A | Oscillator Lawn Sprinklers 


The Nelson Delta 


The most economical and 
efficient low cost oscillator 
on the market. Nelson's 
latest and newest sales 
making sprinkler. Covers 
areas up to 1800 sa. ft. — 

a real performer. Ruggedly 
built with Nelson quality 
throughout. 1 year guarantee! 
Nationally advertised. 


controlled 


WHIRLING SPRINKLERS 
SHUT-OFF COUPLINGS SPRAYS 


Rainmakers are profitmakers...order your stock today 


L. R. NELSON MFG. CO., INC. 


64 © HARDWARE ACE, February 11, 1960 
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The ROSS American-Made 
bicycle line outsells 
competition with quality, 


These ROSS features 
SELL FOR YOU! 


e Aerodynamic Styling 
(oy —4 Bar Frame Construction 


@ Lifetime Frame Guaranteed 
styling, price! No other 


bicycle line offers so 
many quality features at 
our prices. A proven 
success with leading 
retailers. Send for 
catalogue of fast-selling 
Ross models for every 
price requirement. 

Our new promotion kit 
helps you sell bicycles 
right off the floor. 


‘ — 
a id 
% 
4 
. hd 
--3 “ © Regulation American Bicycle Construction 


e Regulation American Drop Forged 
Crank Construction 


e Eye-catching Flamboyant Colors 
— permanent lustre finish. 


S30 e “Jet Wing” Rear Luggage Carrier 
co —- ; 


- 


UNMATCHED © 
FOR QUALITY... 


ROSS Mowers create 

sales volume... x 
fast turnover! 

Styled with every wanted 
consumer feature! 
Quality constructed for 
Trouble Free Customer 
Satisfaction! 

Dollar for dollar 
America’s Finest 

Mower Value! 


© Briggs and Stratton Engines—with New “impulse” starter 
e Easy “Adjusta-wheei” height control 

© Reinforced steel! wheel pads at all axle locations 

© Lifetime Guaranteed—sturdy 14 gauge stee! deck—with 
staggered wheel design to prevent scalping! 

e Completely baffled under carriage assures good grass ejection. 
e “Vacuumatic Action” — lifts reclining grass! 

e Exclusive “STA-SHARP”’ Cutting Blade! 

e Heavy duty Steel wheels—with new “Safety Tread” Tires! 
e Convenient 4 position remote throttle controls 

e FREE Leaf Mulcher with every mower! 


~A 


™_ Se 





Sales-Stimulating Dealer Promotion Kit 
includes Fact Cards, Window Streamers, Ad Mats, 
Counter Cards, Sales Training Hints. 


Jobber and Distributor 
inquiries invited. 
Exclusive territories available 











WRITE TODAY—-Catalogs 


and Illustrated Sheets 
a : BICYCLES 
wee LAWN MOWERS 
ys | | 8 
S, — bmerican Made lo High American Handards 
MANUFACTURED BY: CHAIN BIKE CORPORATION, 350 BEACH 79th STREET, ROCKAWAY BEACH, NEW YORK 


Want more facts? Circle 145, p. 183 
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MALATHION 
INSECTICIDES 
ARE ON 
BIG TIME TV! 


From April to July the “Today Show”’ 
with Dave Garroway will be telling 
your customers about malathion... 


...and every minute Dave talks, 4,000,000 people 





listen ... then go out to buy. Dave will talk mala- 


thion, show malathion. He’ll tell your customers ae Anrabicg ae =e 
why malathion is the Number 1 insecticide in the wien they 


country...how it’s packaged, how it’s applied, 


customers test knowledge of bugs 
...it hands out leaflets, has place 


where to buy it. He’ll demonstrate the new, 4-color for applicator and the brand of 


point-of-sale piece that’s made for you and ties you malathion you stock. 
in to this NBC-TV Program. Send for yours today 





and check your stock of malathion now. 


American Cyanamid Company, Agricultural Division, 30 Rockefeller Plaza, N. Y. 20, N.Y. 


Please rush point-of-sale piece and leaflets to: 





Address 





| 

| 

| 

| 

Name 7 
| 

| 

l 

4 
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MALATHION 


INSECTICIDES 











PRESENTING 
THE PROFITABLE 





MODEL 400 — ai-new 
lightweight, high-performance 
chain saw. Ideal for multiple farm, 
estate, sportsman uses, yet has 
power to spare for sustained pro- 
duction cutting. Packed with new 
features. Cutter bars, chains, 12 
to 20 inches. A money-maker! 


MODEL 60 0 — Rugged 
heavy-duty professional chain 
saw. New high power, new low 
weight, many new features. Cutter 
bars, chains, to 32 inches. Real 
high-volume seller! 


> 
-~ a4 t 
2 
pm : 
sbi ze. ‘ : 
Ws . S ‘ 
” : 4 a 
rf ; " : 
: . : 


move 600 

PLUNGE BOW SAW 

Teams all-new “600” with Pioneer 
plunge-cut bow, chain. Takes “stoop” 
out of felling and bucking! 








How would you like to sell the hottest ing displays, the kind of help you need to build 

high-profit line that ever wore the Pioneer = customer traffic and volume sales. All this plus 

brand! Real performance Champions in the most liberal service and warranty policy in 
the tradition of Outboard Marine Corporation! the industry! 

From here on in, you can cash in on rising Now, more than ever, it will pay you to talk 
Pioneer demand, sparked by heavy national ad- Pioneer, demonstrate Pioneer, se// Pioneer! If 
vertising in top-ranked farm and professional mag- —you’re not an authorized dealer, it’s high time you 
azines, and focused directly on your own prime looked into the profitable Pioneer story. Mail the 
prospects! A big local-support program, bold sell- | coupon. Get the facts by return mail! 


Send for the Pioneer Profit Story Today! 


y PIONEER 


CHAIN SAWS 


DIVISION OUTBOARD MARINE CORPORATION ® WAUKEGAN, ILLINOIS 
Makers of Johnson, Evinrude, Gale Outboard Motors * Lawn-Boy Power Mowers 
Midland Power Garden Tools ® Cushman Utility Vehicles City & Zone State 


Want more facts? Circle 147, p. 183 


PIONEER SAWS, Dept. PHA-20 
Waukegan, Illinois 
Division Outboard Marine Corporation 


Please rush me complete information on the profitable 
Pioneer franchise and the new Pioneer line for 1960. 


Name 





Address 
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14 good garden sellers to 


Buy direct 





Here’s the garden tools buy for the retailer with a 
sharp eye for net profits. Wood’s TRU BLU brand — 
increasingly advertised in national farm and garden 
magazines. The right quality to satisfy home gar- 
deners. Priced to make you competitive at a profit. 
If you have been wondering about a shrinking net 
profit, here’s your chance to do something 
constructive. 


woov 


12 


B22 
Brume Rake 


$2.22 Retail 


OOLS BY 


S2PW 
Weeding Hoe 


$1.68 Retail 


DF Long Handle 
Floral Shovel 


$3.56 Retail 


As many dealers bought racks 

last year, we have put all of the 

value of this assortment in the 

tools where it will make money 

for you. If you want a second 

rack, or are buying for the first 

time, please order rack extra at 

$25.00 net. 
Wood’s 114PR assortment is selected for proven 
sales, and in the proportions you will probably sell. 
Grades are varied for the price spread to keep you 
competitive. (No loading with a quality home gar- 
deners don’t need and won't pay for!) Order Wood’s 
114PR assortment today. Be sure to specify the 


hardware wholesaler you want to handle billing. 


Want more facts? Circle 148, p. 183 
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make you $132.65 profit 


from Wood. Drop shipped to your door. 
Billed through your regular wholesaler. 


woonD's 


‘fi 


12 


BR22 
Brume Rake 


$1.62 Retail 


ABC6'2 
Garden Hoe 


$2.10 Retail 


12 


05C2 
Long Handle 
Round Point 

Shovel 


$4.59 Retail 


GARDEN 


12 
Al4 Bow Rake 
$3.20 Retail 


AF6% 
Garden Hoe 


$2.64 Retail 


DF6 
Long Handle 
Floral Spade 


$3.92 


ALS14 
Level Head Rake 


$2.72 Retail 


/ AW4 
4-tine Cultivator 
$2.88 Retail 


6 
A40S 
Spading Fork 
$3.92 


TOOLS ASST. 


GES 
Rotary Edger 
& Trimmer 


$4.50 Retail 


y, DW36 
Dandelion Weeder 


$1.29 Retail 


GSGT 
Grass Trimmer 


$2.04 


Yj $ 


ORDER 114PR ASSORTMENT 


114 tools. Retail $327.05 


Zone 2 retail: $334.10 


You pay only $194.40 


(Zone 2 cost: $201.45 


You make $132.65 


ZONE 2 PRICES ap- 
ply to Montana, Wyo- 
ming, Colorado, New 


ee eee Monee, | af hdd 
| exas, and all states 
RACK EXTRA | West thereof. 
$25.00 NET. : 


é~ 


The Wood Shovel & Tool Co., 


& Be 
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No. 5600-G Grass No. 224-T Lopping 
Shears, $3.25 Shears, $6.95 


YW/ISS... Biggest name in 


Sold only through the best wholesalers in the business 


J. WiISS & SONS CO., NEWARK 7, N. J. 
World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Skallopine Shears, Metai Cutting Snips and Garden Shears 


Want more facts? Circle 149, p. 183 
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The best sellers in all categories... . 


HEDGE, GRASS and PRUNING SHEARS 
...come from Wiss! 


When you stock the complete Wiss line you've got _. .. more people buy Wiss than any other brand. 
the best selling garden tools on the market. There's Our national advertising will feature the Wiss 
no problem with lagging stock ... no lost display Pruning Guide and suggest customers call on their 
or storage space. It pays to stock the Wiss line. local dealers for it. Be ready with yours. For your 

You're ahead in sales from the beginning with supply of Wiss Pruning Guides, just fill out and 
Wiss because more people know and ask for Wiss mail the coupon below. 


Here are 9 better ways Wiss helps you sell more garden tools... easier! 
1 Wiss has the best sellers in all categories... hedge, 5 Full advertising support, plus publicity and pro- 


grass and pruning shears. motion. 


Best known name in the business . . . accepted as 
ZA complete line to meet all customer demands. the quality line. 


, Sold to the trade only through distributors. 

3 A wide choice of attractive, compact displays to : 

meet your specific needs. The complete line is pre-tested to insure you 
; against customer returns. 


4 Competitive pricing... top quality. 9 Wiss gives you quality selling features. 





No. 8-A Hedge No. 8'14-E Hedge No. 907-G Pruning No. 701 Grass No. 607-R Pruning 
Shears, $4.95 Shears, $5.95 Shears, $3.25 Shears, $2.75 Shears, $2.75 





J. WISS & SONS CO., Dept. HA-2 
33 Littleton Ave., Newark 7, N.J. 
FREE ...50 Wiss Pruning Guides! () ! have bought or plan to buy Wiss 
tools! Send —__ additional copies at $2 per 100: Retail value 10¢ each. 


. Name 





the business! 





City 








Wholesaler 





SD .. om a ee aD Raw ananan ans anana 


l 

| 

| Address 
| 

| 

L 
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UREFMASTER 


You Can See The Difference... Sell The Difference 


\" SELL QUALITY... 
TURFMASTER \ ‘ YOU’LL PROFIT MORE! 


BRINGS YOU A 
COMPLETE LINE! 





Here’s quality you can see... quality you can 
demonstrate ... quality you can sell with 
pride! The kind of quality that brings you more 
profit and more satisfied customers... 


the kind of quality Lawn Mower that 











Riding Mower | only Turfmaster can offer. 
Get the facts on Turf- 


master’s 1960 line... 





sell quality... 
you'll profit 


more! 











ee = | Nationally Advertised in 
Reel Mower -. 2 a i 5 Leading Home Magazines 














Mand Mower 


Rotery Mower = - Write for 
New 1960 
Catalog... 








‘The Werld’s Standard Mewer Since 1874” 


Want more facts? Circle 150, p. 183 
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THE ONLY GUNS THAT 
SPRAY BOTH FAR & WIDE! 


Bradson Garden Hose Spray Guns Can’t Clog or Break! 


CAN’T CLOG 


CAN’T BREAK 


| al j 


> Gay 
Ne Op OF LAWN CHEMICALS 
Ptsr corne FERTILIZERS 
* WEED KILLERS 


NEW GRASS GUN ..... $3.95 NEW PEST GUN....... $3.95 


Fertilizes lawns faster because it delivers Applies the chemical in an accurate, misty 
more spray per pound of water pressure fan-shaped spray that prevents chemical 
than other guns! Its wide, far-reaching waste. Won’t harm tender plants or 
spray will also drench a 20-foot tree in flowers. Yet it’s strong enough to spray the 
less than a minute! average-size fruit tree 


Your customers will be 
asking for “the gun that 
can’t clog or break!” 
Stock up now! 


THE BRADSON COMPANY + DEPT. HA-2 - 2165 KURTZ STREET - SAN DIEGO 1, CALIFORNIA 
Want more facts? Circle 151, p. 183 





oxco’s POUBLE 
GOLD KEY VALUE 


No. 990 


_— 
__ freer LEAN 


MOP 


REGULAR SUGGESTED 
RETAIL $2.49 





by iy 


‘ 

e ‘ 

al " 

, 7 - 

‘ , y 
‘i 


REGULAR SUGGESTED - 
RETAIL $2.98 al 


SPECIAL FOR 
HARDWARE 
WEEK ONLY 


i 
| 


| 


H 


é 
Ti 
e: 
Vi 
if 


MYT Te 


SPECIAL FOR 
HARDWARE WEEK 


“Y $1.98 


i 


' 
\ 


> 
me ‘hy 
1 AD 
be 


i 


Offer your customers a 20G re- 
duction on this popular house- 
hold mop. DuPont cellulose 
sponge yarn outlasts ordinary 
mops three to five times. Soaks 
up water fast, leaves floors 
nearly dry. Stays fresh and 
odorless. Head sealed in poly 
bag with sell copy. 48” lac- 
quered handle in kitchen colors, 


Increase your volume on the popular Ranch House 
with this attractive sale price. A sturdy outdoor 
broom designed for patios, garages, sidewalks, etc. 
Tough blended fibre filling gives years of service. 
Attractive protective sleeve and colored handle 
and block increase sales. 


PACKED 1 doz. heads and 
handles in shipping car- 
ton. Shipping weight per 


PACKED 6 brushes 
and 6 handles 
in shipping con- 


tainer. Shipping 
weight per doz. 
complete 32 Ibs. 


doz. complete 18 Ibs. 


Twice the sales, twice the profits, as Oxco offers not one, but 
two big values for Hardware Week. Two favorites, right 
off the top of the Oxco line, at savings up to 20% for your 
customers. Now’s the time to order. . 
to use your IRHA display material! 


. and remember 


See your Oxco jobber and ask for the special Hardware 
Week prices. Shipments at these prices begin February 15, 
1960. Regular prices apply after April 30, 1960. 

Want more facts? Circle 152, p. 183 


OX FIBRE BRUSH COMPANY, INC. 
lablished 


Fremericx £ /ES¢ MARYLAND 
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Sell ’em Swan in the Spring and watch 
your profits grow. More dealers sell Swan 
because MORE CUSTOMERS DEMAND SWAN! 


Call your distributor right now about these early-selling Swan flowers 
(left to right) Swan Sprinkler-Soaker, Swanseal Supreme, N yl-cord, Single 
Braid Green and Grass Stop. You can trust the products . .. made by Swan. 
Send for full-color 1960 catalog. Swan Rubber Company, Bucyrus, Ohio. 


Want more facts? Circle 153, p. 183 
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COMPLETE LINE OF 
CARL F.EDWARDS 


post traction \ 7 O 7 


OP REN BO 

alate esol LAWN MARKERS 
LA ATO 

| 8 3 Ao BLACK WROUGHT IRON 


Stake 36!/>” long : —_—- Day and Night. Stake 20” long 
With Name and Address 


ALL ITEMS ARE MADE OF HIGHEST GRADE MATERIALS, WELDED TOGETHER 
(NOT SPOT WELDED) AND FINISHED IN BEAUTIFUL BLACK MAGIC COLOR. 


— Handy Dandy — 
e Garbage Can Racks 


Stationary and Portable 














e Flower Pot Stands 
e Rural Mail Box Posts 


WRITE, WIRE OR CALL 


L. G. Lenzen Co. 


2315 GRAND AVENUE 
BOX 9095 TEL: HA 8-2043 
DALLAS, TEXAS 


Want more facts? Circle 154, p. 183 


! The Dragon No. 350 Hose Sprayer 
EW with all the features gardeners want! 


Here’s the kind of professional tool gardeners go for! It’s built of die cast 
aluminum—with brass or bronze at all vital points—to give years of trouble- 
free, efficient service. And it’s designed so any part can easily be replaced. 
Here are the features that mean sales: 

REAL SPRAY! The round, solid-cone spray is a real killer. And there’s an 
any angle spray nozzle that’s instantly adjustable for spraying up under plants 
and foliage. Removing the nozzle cap gives a straight jet spray that reaches 
far up into trees—at least 30 feet. 

HANDY EXTENSION! A full 24 inches for reaching under foliage and 
across wide flower beds . . . for spraying lawns and low-growing plants with- 
out stooping. 

POSITIVE SHUT-OFF! Thumb-controlled shut-off can’t “creep.” And it 
gives the gardener complete control over water flow at all times . . . eliminates 
running back to the faucet to shut off water. 


ACCURATE MIXING! Perfect “metering” guarantees most effective and 
economical use of garden chemicals . . . assures complete, scientific mixing of 
concentrate and water. Positive reverse-flow control valve. 


UNBREAKABLE JAR! Wide-mouth 32-ounce plastic jar is light, strong, safe. 
Clearly marked to assure accurate proportioning of concentrate and water. 
SUGGESTED RETAIL PRICE: ONLY $9.95! 


Plan now to meet the big demand for the Dragon No. 350 Hose Sprayer . 
the Hose Sprayer with all the features gardeners want. For complete infor- 
mation, write: 


PARCO PRODUCTS COMPANY, Pennsburg, Pennsylvania 


Want more facts? Circle 155, p. 183 
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Ask your jobber about these fast moving cordage 
items...they are all proven sellers, all pack- 
aged and priced to help you sell more this Spring. 


100% NYLON 
STARTER CORDS 


One of our biggest sellers. 
This market is terrific... 
power mowers and outboards 
need replacement Cords. Be 
sure you have them this 
Spring. 


KITE TWINE 


Don’t miss this business. Nice 
counter display. Cord is 
wound on red, white and blue 
tubes. Looks very sharp and 
really sells. 


BRAIDED 
MASON’S LINE 


This is another year ‘round 
item. Mason’s line, awning 
cord, balance cord, fish string- 
ers, venetian blind cord, dra- 
pery cord, drver cord, etc. Try 
it for Spring Sales. 


100% NYLON 
BRAIDED ROPE 
RACK 


Big sell in small space. This is 
the easy way to get into the 
Nylon Rope Business. Display 
rack is free with initial order 
for 4 or more spools. 





CHALK LINE 


This is a year ‘round seller... 
there’s always chalk line busi- 
ness. Spring helps, ‘cause 
folks need lay-out line, tie- 
back line, etc. Be sure you 
have this on your order. 


HANDY CLOTHS 


These are perfect for all the 
Spring clean up chores. Spread 
out and load it up with leaves, 
weeds, cuttings and the win- 
ter debris. Then drag it off to 
the back lot. 


GREEN GARDEN 
JUTE 


We do a big volume in this 
every year...it’s a natural for 
Spring and Summer Sales. 
Order now, bulk packed or in 
SNAP-SACKS. 


Ki 


107 DUANE STREET * NEW YORK 8, NEW YORK 


CORDAGE 





THE HARDWARE DEALERS MOST 
COMPLETE. BEST PACKAGED and 
MOST PROFITABLE CORDAGE LINE 


Want more facts? Circle 156, p. 183 
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Over 100 million to 
fertilizers containing 


Look at this powerful promotion of fertilizers containing 
"Uramite’”—"Reader’s Digest’, ‘‘The Du Pont Show of the 
Month”, national gardening magazines, leading news- 
papers in major marketing areas—starting right now! 


JReader’s Audionee 


Digest 
A full-page, four-color ad in the April, 


1960 issue of the ‘‘Reader’s Digest’’, a | “f : O O O 5 O O O 


the national magazine that reaches 
more homes than any other! 





A dramatic commercial on the Du Pont 2 S * a S O a O O O 


Show of the Month to a vast audi- 
ence reached by a national television 
network! 





GARDENING MAGAZINES 


Promotion rifled directly to your best 

customers—the hard core of hobby a ‘ 81 5 * 5 9 6 
gardeners—through ads on “‘Uramite’’ 

in national garden magazines from 

February through April, 1960. 





LEADING NEWSPAPERS 6GO,OO00,000 


Ads on “Uramite’’ pinpointed right 
in your own trading area—in lead- 


ing newspapers—building demand 0 TA Ll 
among the homeowners that you 7 


serve! i 126,105,599 








3 Want more facts? Circle 157, p. 183 
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see promotion of 
Du Pont URAMITE 


Cash in on this mighty, sales-boosting promotion! Be sure 
you stock plenty of fertilizers carrying this distinctive red 
tag— available from all these 
leading fertilizer manufacturers. 


For beautiful lawns, flowers and shrubs, nitrogen 
plant food is needed in a gradual, steady supply 
throughout the growing season. The major portion 
of the nitrogen in this bag is from the new long. 


feeding nitrogen material, “Uramite™ = 


CONTAINS 


DU PONT 


URAMITE 


Fertilizer Compound 


For years, leading golf courses and nurs- 
eries have depended on “‘Uramite’”’ to grow 
superior turf and plants. Now, many im- 
portant fertilizer manufacturers are offer- 
ing mixtures containing this high-quality, 
long-lasting nitrogen fertilizer compound 
to help your customers grow better lawns 
and gardens. 


pe eae 
A boca ay nig 2 


J. & L. Adikes, Inc. 
Jamaica, N. Y. 


Aiken Fertilizer Company 
Aiken, S. C. 


The Albuquerque Chemical Co., Inc. 


Albuquerque, N. M. 


American Agricultural Chemical Co. 


New York 7, New York 

Bandini Fertilizer Company 

Los Angeles, Calif. 

F. W. Bolgiano & Company 
Washington, D. C. 

Central Chemical Corporation 
Hagerstown, Maryland 
Chesmore Seed Company 

vt. Joseph, Mo. 

Consolidated Rendering Company 
Boston, Mass. 

Cooperative G.L.F. Exchange, Inc. 
Ithaca, New York 

Farm Chemical Company 
Longmont, Colorado 

Florida East Coast Fertilizer Co. 
Homestead, Florida 

Fowler Fertilizer Company 
Covington, Georgia 
Goldthwaite’s of Texas, Inc. 
Fort Worth 1, Texas 

Graco Fertilizer Company 

Cairo, Georgia 

Gro-Green Products, Inc. 

Div. of Buffalo Meat Products, Inc. 
Buffalo, New York 

High Point Mills, Inc. 

Henrietta, New York 

The Hubbard-Hall Chemical Co. 
Waterbury, Conn. 

Kilgore Seed Company 

Plant City, Florida 

N. S. Koos & Son Company 
Kenosha, Wisc. 
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La Plata Chemical Company 
La Plata, Missouri 


Lustre Lawn Fertilizer Company 
Walbridge, Ohio 

Magnolia Fertilizer Company 
Seattle, Washington 

Marico, Incorporated 

Ocala, Florida 

Miller Chemical Company, Inc. 
Omaha, Nebraska 

Miiler Chemical & Fertilizer Corp. 
Baltimore, Maryland 


Pennsylvania Farm Bureau Co-op Assn. 
Harrisburg, Pennsylvania 


Robert B. Peters Company 
Allentown, Pennsylvania 


Rath Packing Company 
Waterloo, lowa 


Silverside Supply Company 
Wilmington, Delaware 


South Agricultural Insecticides, Inc. 
Palmetto, Florida 


Vaughan's Seed Company 
Chicago, Illinois 


Virginia-Carolina Chemical Corp. 
Richmond, Virginia 

Western Golf Course Supply Co. 
Portland, Oregon 


Wilbur-Ellis Company 
Los Angeles, Calif. 


Andrew Wilson, Inc. 
Springfield. N. J. 


REG S PAT. Gr 


BETTER THINGS FOR BETTER LIVING 


. » THROUGH CHEMISTRY 
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Goulds puts all these explosive 
your finger tips! 


selling aids at 


Free Blockbuster Kit containing all 
these sure-fire selling tools goes to 
Goulds dealers in 1960. They get: 

® A brief, easy-to-read selling guide 
crammed with practical sales ideas. 
® An eye-catching poster that shouts 
Goulds dealers’ three sure-fire sales 
points in snappy Day-Glo color 


Local Service « Easy Terms 
Verified Features 


® A counter rack containing a supply 
of Goulds Water Systems folders. 


® A comparison folder that assists 
you to challenge any competitor to 
match Goulds Water Systems, fea- 
ture for feature. 


® A Goulds Cooperative Advertising 
and Finance Selling Folder which 
gives you the tools to put both of 
these plans to work for you... help 


GOULDS 6 PUMPS 
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you sell more pumps, and increase 
your profit. 


® A catalog of sales aids which will 
help you sell Goulds Water Systems 
—items made available to you on 
an easy-to-use order form. 


® A pressure-sensitive decal to let 
people know you’re a Goulds dealer 
handling a quality product on easy 
credit terms—and that you back 
your sales with service. If you haven't 
gotten your Blockbuster kit, fill out 
the coupon and send for it right away. 








i. 





COMPARE Goulds Water Systems—fea- 
ture for feature—with any other make! 

Ten important Goulds features have 
been verified by the United States Testing 
Company.* This is your PROOF of 
Goulds high quality. 

Goulds Water Systems are backed by fact. 
*Report No. 08981 dated November 4, 1959 


* ) 
now 7, me ix 
J ot Come & mae «CCS 


> =e 


: SERV ICE 
19 / CREDIT! | 


CREDIT HELPS YOU SELL! Your Goulds 
distributor can give you the facts about 
credit buying today—and how it will 
boost your business. He can help you 
arrange easy terms for your customers. 

He will also explain Goulds co-oper- 
ative advertising plan and will help you 
with an effective, low-cost, local adver- 
tising program. 
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GOULDS PUMPS, INC. 
Dept. HA-20 
Seneca Falls, New York 


I'd like the following: 
[] Goulds Blockbuster Kit 


[] Name of nearest Goulds 
distributor 


[] Goulds Water Systems 
Catalog 
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Everything you need — 


Reynolds 
1960 


Aluminum 


Kdging 
Promotion 


1 
Plenty of advertising 


Full page color ads in 
BETTER HOMES & GAR- 
DENS’ GARDEN IDEAS, 
HOUSE BEAUTIFUL’S 
PRACTICAL GARDENER, 
POPULAR GARDENING ... 
magazines with every reader 
an interested gardener... 
a prospective buyer! 





| REYNOLDS 
'~ ALEMINUM EDGING 
STORS 


PUT IN NOW... 


REYNOLDS %& ALUMINUM 











2 


Timed for the peak 
selling season 


Ads run from February 
through June. . . precisely 
the season when interest in 
gardening and gardening 
supplies is highest. Push 
your spring garden sales to 
higher levels by featuring 
high-margin Reynolds Alu- 
minum Edging. 





FEBRUARY 1960 
= Bee 8 
7° 9 On 2B 
14 15 16 17 18 19 


a” “7 “A sc als 


MARCH 1960 

Sa ees Bee 
Roe SON 
14 15 16 17 18 


“~s Aa“ “a* “— 4 aA > 


APRIL 1960 
MON TUE WED THU FRI 
. ° ° . 1 
4 Re eee 8 
3 .°d2 9 684. ES 











MAY 1960 
MON TUE WED THU FRI 
ee ee Se eee 
9 10 11 12 13 
16 17 18 19 20 


a7 “4 ain Ta = 


JUNE 1960 


MON TUE WED TH Fri 


. . l 2 3 
6 7 ee Ss , 
i3 14 158 16 17 
20 21 222 
27 28 29 30 














... and a top-quality product with a size for every need! 


e heavy gauge aluminum e 
shears e 


e 4inch in 20, 40 and 100 foot lengths e 
e 8inch in 40 and 100 foot lengths 


rolled edges for safety 
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cut with ordinary 


choice of 4, 6 or 8 inch girth depending on depth of root system 
6 inch in 40 and 100 foot lengths 





for a pleasing profit! 


3 
Free store material 


Colorful window poster and 
stack card repeat, at the 
point of sale, the advertising 
your customers have seen 

. demonstrate how alumi- 
num edging works, how easy 
it is for them to install on 
their own and how good it 
makes lawns look. 





Specials in ow. Garden Department 
REYNOLDS ALUMINUM EDGING 
0° sy 00 reer ‘000 row 
0” sy 100 reer 900 rou 











a x ar 





. 
Special ! 
0 00rr . 000n0u 
0 wv 100 rr ‘000 nou 











A 


Send for 


your free banners, 


stack card, 
folders 


Bete mboct- Ram rele: hm 


: 


a 
"Give-away” folders 


Free folders to include in 
monthly statements or to 
give away at your checkout 
counters. They do a double 
job .. . selling the use of 
Reynolds Aluminum Edging 
and showing your customers 
where to use it and how to 
install it. 


REYNOLDS 38 ALUMINUM F va 





LAWN 
EDGING 


Four-page folder measures 
3 inches by 5 inches in two 
colors. Plus space for you to 
imprint or stamp in your own 
store name. 


5 
Mats for ads or handbills 


They sell all of the advantages and 
benefits your customers can obtain 
from aluminum edging. Most im- 
portant to you, they establish your 
store as the place to get it. . . and 
all the other garden supplies you 
carry! Two sizes—2 columns and 1 
column—with plenty of space for 
setting in your store name. 





Reynolds a Aluminum 


LAWN ED = 


kee =—— 
lawn edges fi ee ecu 
neat 
without 
trimming 


Control grass and wees 
flower beds, trees, wall 
work and hours of trimg 
Edging is extra strong, 
rustfree aluminum las¢ 
makes it completely sq 
6, 8 inch widths—20, 4 











ways 

* Extra strong, durable. 
rust free alurmmmenum 

© Rolled eiges for complete 
safety 

¢ Saves work and hours of 
tnmmung 

Available in 4, 6, 8 inch 

widthe 20, 40, 100 ft 
rots 


(DEALER IMPRINT 
SPACE) 











Reynolds Metals Company, Richmond 18, Va. 
Please send the 1960 Reynolds Aluminum Edging kit to: 


Name 


Dept. HA 





Company 





Address... 





ea 


State 
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A BRAND NEW METAL THAT 


207, 


@ Long Lasting, Serviceae 
Silver-Brite Finish gfe 


@ Superior toes 


sf, *s 


SHERMAN | + ¢  Saeee.. Lf ‘60 
“LONG GRIP” ij a. sa, “SHOPPER STOPPER” 
CLINCHER COUPLING i eM = LOSE GOODS CARD 
0 1 \Nesi,e 


u" of " SHERMAN ody Sua Near 
‘Shem-alley Aye = v0 YT | aitey ree 8 MERCHANDISER 
BARS” featuring 
: exte 7a a - é t] 


COUPLING 











Youll do batter with nrg ag 


H. B. SHERMAN MANUFACTURING CO., Battle Creek, Michigan 
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If you were calling the shots on True 
Temper’s Hardware Week specials... 
would you pick slow sellers? Would you 
keep your regular prices? Would you 
make up special promotion tools for the 
occasion? Or would you take advantage 
of Hardware Week’s sales impact with 
a 6-tool line-up of best-selling standard 
stock items, specially-priced for extra 
traffic and great volume? We know 
you'd take the best-seller way-because 
it’s the surest way to profits. For biggest 
volume, biggest profit, you’d probably 
pick the same tools we did... ) 





Want more facts? Circle 161, p. 183 
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STOCK UP ON 


Regular stock, heavily 


advertised tools at special 
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$3349" 


Reg. $4.50 


With all the famous “Jer Rocker’”’ fea- 
tures: shock-absorbing tubular-steel 
handle; head that can’t loosen; comfort- 
able, nonslip cushion grip; True Temper 
precision balance and live power. 


Suggested dealer price $2.61, reg. $3.00 


IMPORTANT! 


[o)\\\\an ©) (eis re) ae eelicsie mm diaal-s 





JET ROCKET 


RO oe | —E 


No. BOH 


Reg. $5.80 


Another “Jet Rocket” at a sensational 
price. Ful! octagon bell and neck, extra- 
thin blade. Beveled nail slot. Shock- 
absorbing tubular-steel handle; cushion 
grip won't slip. Head can’t fly off. 


Suggested dealer price $3.36, reg. $3.87 








ROTARY 
EDGER 


No. RE2 


Just spin the wheels to show its amazingly 
easy shearing action in both directions. 
Show how blade adjusts automatically to 
proper shearing angle. 60 seconds makes 
the sale—and plenty have been made. 


Suggested dealer price $3.89, reg. $4.34 


You can stock up at your special Hardware Week prices unti! April 1. And we suggest 
you order substantial quantities, for True Temper’s Can’t Miss Six are regular stock 
items and can be sold after Hardware Week at regular prices for extra profit! 





















A great buy at its regular price, sensa- 
tional for Hardware Week. Hardened, 
tempered and polished forged-steel blades 
are shock tested. ““Dynamic” hinge nut 
and bolt adjust easily, won’t loosen. 


Suggested dealer price $2.97, reg. $3.30 


REDUCED FOR HARDWARE WEEK 





*99 9° 


Reg. $3.89 


A star sales performer . . . and it’s reduced 
for extra volume. Powerful, chrome- 
plated steel spring brace stiffens flex 
action—makes heaviest litter easy to 
handle without damaging grass roots. 


Suggested dealer price $2.24, reg. $2.53 


“DYNAMIC | HEAVY-DUTY 
| 

HEDGE SHEARS LAWN RAKE 

No TOD le SLO2 


*459° 


Reg. $7.98 








One of the best selling of all grass tools— 
marked down at the beginning of the 
season! It swings like a golf club; its ser- 
rated blade is designed to cut cleaner 
than any other. 


Suggested dealer price $1.18, reg. $1.32 


*Hardware Week special retail price 


IRUE TEMPE » --- your basic line...your money line 


1623 


EUCLID AVENUE, CLEVELAND 15, OHIO 
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While limited supply /asts... 


6-PACK ASSORTMENT OF FAMOUS VAUGHAN’S 
fea 2 Flower Seeds (retail value *15°) 
\ct to every retail customer 
buying one of the 


WESTCLOX 


featured electric clocks 


BACHELOR'S BUTION 25 


\ ae PUN 


HERE'S WHAT YOU GET IN THE WESTCLOX SPRING PROFIT-PAK: 4 TOP-SELLING 
WESTCLOX KITCHEN CLOCKS...EACH WITH A SIX-PACK SEED ASSORTMENT 
ALREADY ATTACHED TO CLOCK CARTON... BANNERS...POSTERS... 
DISPLAY MATERIALS... ALL SELF-CONTAINED 


oy 


WY 


\ 


BACKED BY NETWORK TV, NATIONAL ADS, LOCAL PROMOTION 
Seton Minette t2.ctnces ... Featured on “Special Tonight’ — Television's most popu- 
: : eluded) Mounts flush, front lar live spectacular series. See ‘Valley of Decision” starring 


O, Ww 
se Seergeer 





SUZ 


\’ 








hand-set, sweep second 2 
hand, 5%4° dial. Metal case. top stage and screen personalities, March 20, CBS network. 


Yell .. Retail $5.98. 
Frolic Electric Mounts or Semea.. Ranalt aa ee. 


stands. Front hand-set, 


... Full page color ads in top national magazines. 
sweep second hand, 6%” 


square. Plastic case. —— ...Full page all-color Sunday Newspaper coverage in 300 
Chrome... Retail $5.98, ID {| i? Bee 6 newspapers! 
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... Free 4-color point-of-sale material. 
... Tie-in newspaper mats for use in your own advertisements. 


Walltone Electric CONTENTS OF FLOWER PACK 


Mounts flush on wall 


Full numeral diol. Front Snapdragons, Marigolds, Portulacas, Zinnias, Petunias, 
hand-set, swee d ? 

hond, 5° high. Plostic Bachelor’s Buttons. 

case. Pinefrost Green 


Rida re ORDER YOUR WESTCLOX KITCHEN 
etsy Palmer, 


Westclox TV hostess 7, Wy out S8les/ CLOCKS PROFIT-PAKS TODAY! 
Fat Spring n 


BE SURE TO ORDER ASSORTMENT #8448 


WESTCLOX 


WORLD'S LARGEST MANUFACTURERS OF TIMEPIECES = /e "leg ric 


MAKERS OF BIG BEN « DIVISION OF GENERAL TIME CORPORATION + LASALLE-PERU, ILLINOIS 
Want more facts? Circle 162, p. 183 
88 © HARDWARE AGE, February 11, 1960 





cor f - Paes eto 
ie FF Da a ee? = 
HE ARR RRRRRE AY ATR RAE 
iota SO “4 2, xwt 





Arvin gives you the winning combination: a famous family of 
finer products, with complete lines to sell every price level! 


Today’s sales race leaves no room for struggling with single product 
merchandising. The secret of real sales volume is merchandising in 
depth. Arvin gives you this with a complete family of products, all 
bearing a single nationally-accepted brand name and merchandised 
together for tremendous sales impact. Each product helps sell all others 
in the Arvin line. Business-getting members of the 1960 Arvin family 
of finer products include six barbecue grills with spectacular functional 
styling and 39 models of leisure furniture with a host of sales-making 
exclusive features, such as FAsri-Lox that permanently binds the clips 
and Arvin’s new propylene webbing into an inseparable unit; SAFTI- 
Lox that prevents chairs from folding or pinching when occupied; 
and Lustra Cotor, the process discovery that bakes bright color on 
to stay. Get full information on the complete Arvin line by contacting 
Arvin or your Arvin Distributor today! 


— 


Grill 20628 


Want more facts? Circle 163, p. 183 


See the exciting new Arvin radio lines 
at Arvin's Permanent Display Centers: 
Chicago Furniture Mart, spaces 501-2, or 
in New York at 1150 Broadway, space 614. 


Arvin also manufactures phonographs, ironing 
tables, radios, portable electric heaters, electric 
heating systems, car heaters and car mufflers. 
WONDERFUL 
O F FINER 


WORLD 
PRODUCTS 
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Consumer Products Division 


ARVIN INDUSTRIES, INC. 


COLUMBUS, INDIANA 
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“Just Load and Sell!’’ 


“‘Here’s the rope rack that brought rope up from 
the basement—and not in big heavy coils either. 
It’s Plymouth’s SalesRak. It holds the sizes I get 
the most calls for— 4"’, *%"’ and 4%” diameters. It 
holds my rope inventory to a minimum—the com- 
pact refills take up a lot less room. What I really 
like about the SalesRak is the way it puts rope on 
display and keeps it out where it can be seen and 


sold. It comes the closest to making rope a self- 
service item of any rack I’ve seen. Does it sell 
rope? You bet!” 


Jim Moffat 

Moffat Brothers 

5240 Veterans Highway 
Metairie, Louisiana 


PLYMOUTH 11-SPOOL SALESRAK UNIT—a compact Plymouth SEE-AND-SELL 
rope merchandising unit for dispensing 14’’, 5/16’’, %%"’ diameter ropes in lengths up to 
300-feet and 14” ropes in lengths up to 200-feet. Plymouth’s Ship Brand Manila, Sisal and 
Puritan Ropes are available. Rack included free with order of 11-spool unit. For all the 
details, get in touch with your Plymouth Distributor right away! 


PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts 


Want more facts? Circle 164, p. 183 4 
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green thumb sells best at 98c 


Jutieps sell the rest p— 69c 


Millions of women who love Green Thumb gloves for gardening will 
also buy new Juleps for home utility. Millions more, who have been 
buying short-lived cotton gloves, will welcome popular priced Juleps 
for their much smarter styling and 3 times longer wear. 

Get all this profitable business with Edmont’s new space-saving 
“Dual Dozen” pack that pairs your two best sellers. 
GREEN THUMB: America’s favorite garden glove. Presold by years of 
national advertising. Chamois-soft yet outwears cotton gloves 5 to I. 
Guaranteed to outwear any other garden glove of similar price. Patented 
soil-proof package allows try-on for size without removing gloves. Both 
men’s and women’s styles retail at 98¢, pay $3.92 profit per dozen. 
guteps: New miracle fabric utility glove is light as linen; gives barehand 
freedom yet outwears cotton 3 to 1. At 69¢, pays $3.04 profit per doz. 


Order the “Dual Dozen” pack, as shown, from your wholesaler. 


NEW ‘‘DUAL DOZEN” pack sells the two gloves that 
cover the profitable part of the garden-home utility 
market. Low front, tilt-back gold foil display invites 
self-service. Informative tags sell impulse purchasers. 
Gloves can also be ordered separately for fill-in. 





THESE 4 COVER THE FIELD, 
ASSURE YOU TOP TURNOVER 


When it comes to coated work gloves, it’s easy to sim- 
plify your stock and still satisfy all customer needs. 
These four best sellers cover the full range of prices 
and types, give. you the benefit of years of Saturday 
Evening Post advertising, and sell at full profit. 


Thumbs up 


De NEOPRENE-COATED KNITWRIST: 
$1.29 — $1.39 range 


No. 908 THUMBS UP can retail for $1.29. It is the 
fastest-selling liquidproof glove because its reinforced 
neoprene coating gives best all-around protection 
against cutting, abrasion, oils, solvents, acids, caustics 
and heat. 


ae 
me © 


& 
a2: VINYL-COATED KNITWRIST: 
98¢ — $1.19 range 
No. 707 TURTLE, super-flexible, jersey-lined, can retail 
at 98¢. It is job-fitted for abrasion resistance and 
handling in oils, acids, caustics and many solvents. 
Or stock No. 303 Monkey Grip, which returns full 


profit at $1.19. Has tougher coating for longer wear. 
Edmont vinyl will not chip, crack or peel. 


SB e VINYL-IMPREGNATED SLIP-ON: 
$1.00 range 


No. 120 WERX returns full profit at 98¢. Made of a 
miracle fabric that outwears 8 oz. cotton 5 to |. Has 
positive non-slip grip, is 100% machine washable 
and job-fitted for general all-around use. 


4  FULLY-cOATED 12” GAUNTLET: 
$1.59 — $1.89 range 


No. 712 TURTLE, most comfortable and flexible, 
returns full profit at $1.59. 


Or stock the tougher plastic coated No. 312 Mon- 
key Grip, full profit at $1.79, or No. 912 neoprene 
coated Thumbs Up, full profit at $1.89. All are job- 
fitted for handling in oil, chemicals and solvents. 


Order your basic stock of coated work 
gloves from your Edmont wholesaler. 


JOB-FITTED WORK GLOVES 


EDMONT INC., COSHOCTON, OHIO 
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Lawn/Garden Supplies 


Outdoor needs are one of the fastest 


growing hardware markets, a dynamic 





market, always changing. Here’s how 


to get more profit from this market. 
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Lawn and Garden 


Merchandising Guide 


Lawn and garden supplies... 


A fast orowing profit source 


The lawn and garden market is growing fast. It is changing just as fast. 


To get your share of the market you need to change, too. Here is how to do it. 


by James M. Dixon, associate editor 


All business signs point to a sharp increase in sales of lawn and garden mer- 
chandise this year. The market is expanding in all directions. More people will 
be buying this year. More sales will be made per customer: they will buy higher 
priced and better profit merchandise. 

The lawn and garden market is a dynamic one. It grows in volume each year 
as customers pay more attention to their lawns and gardens, and learn to enjoy 
living out of doors. The market is just as restless as to the type of merchandise 
your customers want. The expansion of the market, and the subtle changes in 
demand, will go on all through the 1960s. 

The lawn and garden market is a natural market for hardware stores. It 
always has been. Many lines were introduced to the public years ago through 
hardware stores. Customers’ needs for the next five to six months are such that 
the lawn and garden sections pulls the biggest volume of store traffic from early 
spring into summer. 

How much of this market you get is up to you. How much volume, how much 
profit do you want out of lawn and garden this year? How much space and at- 
tention are you going to give it? If you stock about the same lines and numbers 
as last year, and give it about the same display space, and hope for about the 
Same volume, you are dropping back. You have to increase your sales about 3 
percent a year, the inflation factor, just to stay even. 

How much of an increase you can expect depends on the attention you give the 
section. Are you going to increase lawn and garden display space in your store? 
Are you going to set up, or expand, your outdoor display area? Are you going 
to carry more lines, more numbers, in greater depth this year? If you are, you’ve 
taken the first steps to more sales, more profits. 

This Lawn and Garden Merchandising Guide will help you push forward, in 
step with the sales opportunities ahead. The ideas in this Guide will help you 
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make more profit from lawn and garden lines, while boosting the stature of your 
store. The result? More sales from more customers. 

Here are some of the business signs that point to more lawn and garden sales 
and profits this year: 


The work week is growing shorter. Your customers, whether they work in 
a factory or office, have more time for fun in the sun right at home. 


The average family income is climbing. Your customers have fatter pay 
envelopes. They have more money to spend for fun in the sun merchandise. 


The home building boom is still on. You can see foundations for new homes 
going in on what are now mud flats of new housing developments around every 
city. Those foundations mean new customers, for garden tools, seeds, fertilizers, 
and all the other things needed to put in a new lawn. 


The job of developing lawns and gardens is never finished. Your customers 
are never through with replacing lawns, transplanting shrubs, bushes, and trees. 
It is an endless job and every home owner’s budget has an annual item for lawn 
and garden improvements. 

While the business signs point to a bigger and better market, don’t be lulled 
into a false sense of security about this market. Yes, there will be more customers 


The lawn and garden market at a glance... 


The lawn and garden market this year will be prosperous. Average 
family income is nearly $5500 a year. The economy will topple old records: 
Gross national product is estimated to reach the $500 billion mark this 
year. About 42 million gardeners, chaise-loungers, and party-giving folks 
will pump more than $3 billion into the market. More than |.2 million new 
homes will be started. Countless millions of homes will get major improve- 
ments. Hardware dealers will sell about $400 million worth of lawn and 
garden merchandise this spring and summer. 


buying higher priced, better profit, goods. The market now is more than $3 billion 
in retail sales. Yes, more manufacturers are offering goods to dealers. More 
merchandising aids are available from suppliers. 

There are two pitfalls in being lulled into a false sense of security about how 
you are going to get your share of the market. 

One pitfall is the competition. There has been a lot of competition for the 
lawn and garden market. There will be more, as the market grows. For instance, 
this year several grocery chains along the eastern seaboard offer customers a 
power mower at an attractive price, on a layaway plan. 

Another pitfall is in resisting change. Now change in a market is not always 
dramatic, or sudden. Many changes go on slowly. Each year there is a slight 
shift. These are the changes of which a dealer must be aware, alert to move 
with changes in products and with customers’ needs. 

What you did last year, the year before, and the year before that just is not 
enough to get your share of the 1960s market. Your staple lines of a year ago, 
and the year before that, may change, ever so slightly. If you cling to out-dated 
stock lists you can wind up the selling season with a lot of left-over merchandise. 
Meanwhile, your percentage of no-sales goes up. The amount of display space you 
gave lawn and garden last year may not be enough. This may be the year to meet 
the needs of your store’s market territory with a “Garden Shop” set up, with 
massed merchandise displays in a “Lawn and Garden Center” outdoors. 

There are plenty of aids around to help you grasp the changes taking place 
in your market. This Guide is one of them. The salesmen of suppliers who call 
on you can help you plan your lawn and garden promotion, and help you stock 
basic lines and numbers. 

You can gauge the change in your market. When you do, you have taken the 
first step to getting more sales and profits from your lawn and garden section. 
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How to reach your market 


There are four major types of customers for 


your lawn and garden center. Each has different, 


changing needs. Learn to specialize and sell more. 


Know your local market in detail. 

Before you consider stocking up on outdoor lines 
for spring, you should check your area’s characteris- 
tics to be certain that there is a market for what you 
are about to buy. Old basic stock lists are quickly 
obsoleted in these days of change. 

Except for apartment dwellers, virtually every 
adult in your trading area has an active interest in 
some phase of lawn and garden improvement. These 
interests are highly localized, hinging on types of 
homes and homesites, and constantly evolving new 
products and concepts. 

From a man who owns far-out acreage to the man 
who owns a small city lot, there is good sales 
potential for outdoor lines as spring rounds the 
corner each year. The range is from flower-box 
seeds to gang-type estate mowers. 
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How do you gage your market, and how it is 
changing? 

First, look at the four major markets that exist. 
These set the range of your stock selections and 
selling methods: 

(1) Country homes with acreage. 

(2) Single suburban homes. 

(3) Single city homes. 

(4) Twin homes. 

You are aware of the general type of customer 
you serve daily. But have you regularly toured the 
neighborhood to check the specific needs of the trade, 
and changing neighborhood characteristics which 
lead to different product demands? 

Stores at different ends of town will find their 
customers’ needs for outdoor living vary widely. 

Neighborhoods are different. Old neighborhoods 
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Everything depends on the current status of your 
neighborhood. Here are principle characteristics as 


a basis for your planning: 


change as new roads are built and re-zoning takes 


s are broken up into small plots. 


Old estate 
Old homes are converted into apartments. 


place. 


No market stands still. 


Of course, some products, like garden hose, are 
in universal demand. But will you stock 25 ft or 


50 ft lengths .. 


Country homes with acreage 


Will it be plain hose 


. or larger? 


Here is open ground, wide lawns, and plenty of 


or soaker hose? How big must sprinklers be? 
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How to reach your market for lawn and garden lines 


sunshine. But maintenance expense and water 
supply are big problems. 

Country customers want hardy plantings and 
quality lawn seeds that require minimum care and 
moisture. They want tools and mowers designed for 
long and frequent use. 

These far-out home owners are interested in de- 
vices that deliver and distribute water unfailingly, 
sparingly yet evenly. They want soil conditioners 
that will be economical through being specifically 
designed to compensate for soil weaknesses of a local 
nature. 

In short, this ex-urbanite is going to have to spend 
a lot of money in lawn care, no matter how simply 
he plans his landscaping. This man wants tools, 
seeds, and chemicals best suited to his local needs. 
He wants quality, for that is the cheapest buy in the 
long run. 

Sell the country customer tools that break down 
easily, mowers that need frequent service, weed- 
infested cheap seeds, or poor hose that he has to fix 
or replace next year, and you will bear the brunt of 
his dismay. 

It’s the repeat business that counts! 


Single suburban homes 


Here is the home owner whose lawn is his show- 
place. 

His lawn is manicured rather than trimmed. He 
always tries to outdo his neighbor in friendly com- 
petition, and spends a lot of money in the process. 

Expensive plantings, daily maintenance, high-style 
patio furnishings, and weekly cook-outs characterize 
suburbanites’ major outdoor expense. 

You'll find that certain types of plantings, and 
flower and garden seeds prevail in any given area. 
This also follows in patios-lighting-outdoor furnish- 
ings, in the keep-up-with-the-Joneses tradition. 

This is your key to what to stock and promote. 

Outdoor entertaining and play predominates in the 
well-kept average suburban homes of the newer 
type. Older suburban homes feature larger gardens, 
shade trees, and more sedate furnishings. 

The older home owner wants more feed than 
seed, and more pruning and transplanting tools. The 
newer home owner is a bigger customer for shovels 
and other basic gardening equipment. 


Both types are important trade, and both are very 
different. 


Single city homes 


By their very nature, large single city homes are 
of an older type. And they are rapidly vanishing 
from the scene. 

Large city homes and lots are too expensive to 
maintain and pay taxes on for the modern American. 

In brief, this means that when you’re dealing with 
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(Continued ) 


single city home owners you are probably catering 
to a well-to-do trade whose main considerations are 
quality and comfort, as opposed to outdoing the 
Joneses on a budget. 

Older homes usually have plantings and forma! 
gardens well established. Your basic sales will be 
replacements for equipment and plantings, and 
newer maintenance devices. 

The newer things, such as modern lighting and 
furniture, and effective chemicals will interest the 
city dweller. Quality remains a prime object. 


Twin homes 


The twin home owner is a man who has com- 
promised. He wants more privacy and luxury than 
an apartment affords, yet he has saved on the big 
price difference of a single home. 

What does he buy? 

The twin home with a front lawn, slim side lawn, 
and large back area offers a challenge to the 
imagination of its owner. He wants his home to be 
as different as possible, to look large and more dis- 
tinctive than his neighbors’. 

This man will go for wide variety in plantings, 
furniture and trims. 

The twin home owner’s expense in any one cate- 
gory is much less than for a single home. He can 
afford to buy and replace outdoor needs often. He 
will experiment from year to year with new plant- 
ings, lighting, and furnishings. He won’t need the 
biggest barbecue or power mower. 

In fact, he may not need a power mower at all, but 
he’ll buy one if his neighbor does. 

Show this customer wide variety at medium prices. 
Show him new products and new ideas for chang- 
ing his outdoor appearance, and he will buy. Stock 
medium sizes in feeds, seeds, tools, etc. 

Row homes are part of the lawn and garden mar- 
ket in some cities. Owners have only a small front 
and rear lawn, but they do buy some outdoor lines. 
A small front yard and a slim backyard of varying 
length seems to present a minimum sales future for 
dealers who have this trade. But this can be mis- 
leading. 

The average row home owner is even more zealous 
than the twin home occupant to make his place look 
bigger and vastly different than his neighbors’. In 
a single row of average homes you'll see yards 
crammed with evergreens, roses, mixtures, or plain 
grass squares. You’ll need seeds and feeds in small 
sizes, short lengths of hose, and smaller tools. You’ll 
need big variety in lines such as trellises, fencing, 
lighting fixtures, and barbecues. 

After you’ve gaged your prime market, you have 
to be on constant alert for signals of changing de- 
mand. These are often triggered by new product 
development. 
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Build your garden center NOW 


Don’t wait for a market to develop as spring 


draws nearer. The trade is ready to buy now! 


The sooner you start, the sooner you'll sell. 


Is it snowing, blowing, cold outside? 

No matter, build your lawn and garden center and 
window displays now. 

If you wait until the snow has thawed and the 
thermometer’s shooting up, you will have missed a 
big chunk of lawn and garden profits. 

By the end of March every discounter and most 
drug stores will be selling garden supplies. 

Here is why it is important to have an early ad- 
vantage. 

A Pennsylvania dealer sells about 100 power mow- 
ers in mid-February, regardless of how deep the snow 
may be. 

An Oregon dealer always sells more seed and fer- 
tilizer in early-March than in any of the warmer 
spring months that follow. 

A New Jersey dealer opens his big lawn and garden 
center on Feb. 15, in a lean-to behind the store, in 
spite of low temperatures. 

Such case histories of successful early promotions 
are plentiful. Why? 

The reasons why are simple. They are based on 
human frailty. 

By this time each year, your customers are thor- 
oughly fed up with winter. Everyone’s ready for 
spring and itching to get out of doors. The alert 
hardware dealer appeals to this urge with ads and dis- 
plays. 

Customers will buy merchandise that may not be 
needed, or used, for a month or more because it gives 
them a lift, a feeling that spring is almost here. 

Sears’ and Ward’s mid-winter sale catalogs feature 


dozens of pages of outdoor spring items such as power 
mowers, lightweight lawn furniture, and general 
lawn and garden lines. The sales clincher in most 
winter catalogs is “Buy now, pay in May.” The urge 
to buy is satisfied, payment comes later. 

Department store sales on mowers and outdoor 
furniture are now starting to trickle into Sunday 
newspaper supplements. National promotions of 
branded outdoor lines have been underway for months, 
building up a buying desire in the minds of your trade. 

Now, it’s up to you to trigger spring sales before 
spring is actually here. 

It isn’t hard to do, in view of the wonderful profit 
potential for dealers who start early. And the right 
merchandise selections guarantee success. 

There are four steps for you to take to get started 
early this year. These steps ought to be taken at 
once: 


(1) Review stock on hand and orders due in soon. 
Own enough stock, or have enough en-route, to cover 
early needs. 

What is enough? It is what you would normally 
consider ample in mid-March. 


(2) Build a fair-sized lawn and garden center dis- 
play near the front of your store. Let it be seen 
through the windows, and exposed to all store traffic. 

Hang up signs and layaway pennants for all to see. 
Plant the idea of an early start now. 


(3) Arrange a window display along the same lines 
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Build your garden center NOW 


{ 


as your interior setup. Passersby are longing for a 
hint of spring. Give it to ’em and watch sales react 
at once. 


(4) Send out your first mailer, circular, postcard, 
or bill enclosure earlier than usual. Remind your 
trade that you are spring headquarters, and open right 
now. 

Just about every dealer has some spring merchan- 
dise in storage, 1959 leftovers. Wholesalers have big 


inventories right now, mostly new stock. Maway whole- 
salers loaded up earlier than in vears past because 
they feared the effects of the steel strike. 

Between what you now own and wuat you can have 
delivered at once from suppliers, you could open a 
lawn and garden center in a few days. 

How about it? Roll up vour sleeves and pitch in. 
Draw a sketch of your gaiden center. Figure out how 
many square feet of floor space you'll need for bulk 
items. How about shelves for smaller items? 

Condense present assortments of slow lines to make 
the room you need. With Christmas and inventory 
behind you, space should present no real problem. 

All you really need is the urge to start early. You 
will never regret it, and you will probably repeat the 
idea each year. 

Hand letter your own pennants and signs if they 
aren’t otherwise available. Go all out to build a de- 
partment that tells your trade, “It’s almost spring— 
buy now and get started on the first good day.” 

Display tools of all types, trash burners, lawn seed, 


Ignore the weather outside, start your lawn and garden selling now with a full time, full line display such as this. 
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REGULAR 
PRICE 


*For a limited time only 


HARDWARE AGE FORM NO. 15 — 


To help your displays .. . 
_.. Use these signs in your store 


These Hardware Age-designed sale signs help you make early sales by lending an air 
of excitement to your displays. The green color reminds the trade of spring. Shown 
here in full size and true color, you can cut out the sample to use at once. You can 
order a quantity, to brighten all of your spring displays. As a service to dealers, 
Hardware Age has a supply of these cards printed on signboard in a 5!/5x7 in. size 
to fit standard holders. They cost 2 for 25¢ or 9 for $1, postpaid. Send cash or 
money order to Reader Service Dept., Hardware Age, Chestnut & 56th Sts., Phila- 
delphia 39. Please specify Form No. 15. You fill in the name of the product with 
crayon or pencil in the upper white space, then add your sale price below the 
regular price for the item. Use these cards wherever you offer a special price. 


fertilizers, mowers, edgers, gloves, ladders, hose, big-ticket items. They will be interested in services 


sprinklers, patio furniture. 

As the season develops you broaden displays to in- 
clude flower and vegetable seeds, barbecues, enter- 
taining needs, play devices, trellises, fencing, lighting, 
lawn sweepers, etc. 

Getting started early has more value than just 
increasing early sales and profit. 

You’ll find more traffic and profit throughout the 
outdoor season, because customers who come to you 
early will keep finding their way back. 

Early customeers will need credit or layaway to buy 


such as mower repairs and rentals of all types. 

Early customers will have a keen interest in compe- 
tent advice on early planting and lawn care. 

If you can win over pre-season shoppers, they’ll be 
yours for the rest of the year. 

Dealers who pitch in early with displays, credit or 
layaway, and know their products will find old and 
new customers beating a path through winter’s slush 
to their doors. 

The cream of the 1960 lawn and garden customer 
crop is waiting. Don’t you settle for leftovers. 
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Stock control 


shows you what’s moving 


An easy-to-use seasonal control for inventory 


keeps turnover high. You reinvest in only the 


best sellers. You catch lows before they become 


outs. You have records to guide you next spring. 


You need some form of stock control to know what 
is selling and what is not. This is especially true of a 
highly seasonal line such as lawn and garden mer- 
chandise. 

Without a stock control plan, you’re losing money, 
whether your volume is big or little. 

Hit-or-miss reorders, heavy lows and outs, and lack 
of data for spring futures-orders next year... each 
of these takes a big bite out of profits. 

“But I don’t have the time or manpower to spare 
for a regular stock control plan,” you say? 

More than likely this is true, but only if you are 
thinking of a formal, full time stock control plan. 

Now, as a service to dealers, HARDWARE AGE, offers 
a Seasonal Profit Planner to help overcome the prob- 
lem, accurately yet with a minimum investment in 
bookkeeping and stock counting time. 

These Seasonal Profit Planners, termed SPP, are 
available at once, or you may write for a sample so 
your printer can duplicate the form. 

The SPP is based on the barest minimum of needed 
details. SPP uses the maximum-minimum stock theory 
as a basis for calculations. This is the simplest stock 
control plan known, where time and accuracy are at 
a premium. 

A staple stock of several hundred items can be 
counted, entered, and reordered in half the time of 
more formal stock control plans. 

The secret of any effective stock control plan is to 
concentrate only on the basic staple items. This does 
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not mean that you ignore tie-in items or impulse 
goods. It means that your major effort is narrowed 
to the bread and butter staples that usually account 
for upwards of 80 percent of your sales and profit. 

Only you can decide which items are to be such 
staples. Staples vary widely in stores only a few miles 
apart. A steel rake may top your staples’ list, yet a 
competitor at the other end of town may be certain 
that bamboo rakes are tops. 

If your average stock of lawn and garden lines 
amounts to approximately 300 items chances are that 
somewhat less than half of the items are basic staples. 


What is a basic staple? 


It is any item that a customer can reasonably ex- 
pect to find on your shelves every day of the year, or 
season. Carpet tacks and fuses are universal staples. 
So are grass seed and garden hose. 


If your 300 lawn and garden items boil down to 150 
or fewer basic staples, then about 150 listings on 
SPP sheets will give you immediate profit and turn- 
over control where it counts. 

Each SPP sheet has space for 15 item listings. Each 
sheet is complete of itself. Each SPP holds supplier 
and product data, plus stock, and order entries. 

Each sheet holds enough data for a full season. You 
would need 10 SPP sheets for control of 150 lawn and 
garden staples. 


Once you make up your SPP sheets, listing only five 
(Continued on page 104) 





Seasonal Profit Planners are easy to use 
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Here is a budget-priced stock control system for 
seasonal items. It is less time consuming than full- 
time stock control plans, yet certain to minimize 


lows, outs, and surpluses. 


Here is how you enter the information about your 
merchandise, the letters below refer to the letters 
on the illustration above: 


A—List the name of the item. 

B—Fill in maximum and minimum quantity stock 
figures based on your experience. 

C—List sizes, colors, or stock numbers. 

D—Enter wholesaler’s name. 

E—List unit selling price. 

F—List unit cost price. 

G—Figure here (below slant line) lists the dif- 
ference between stock on hand and the maximum 
figure shown in M-M block in the left. In this sam- 
ple, stock on hand is 5 units, so the figure your 
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The one-page (two-sided) form shown above is 
the Hardware Age Seasonal Profit Planner. 
You list 15 items on each sheet. Each sheet is 


printed on both sides, giving room for 20 full 
stock counts over the season. 


stock counter lists is “7” or the difference between 
5 and the M-M figure of 12. If you wish to order 
more or less than 7 units, enter this quantity above 
the slanted line. The order is 6 in this sample. If 
you will order the same amount as the figure your 
counter has entered, use a dash in the upper space. 
If you do not order when it is clearly shown that 
you need to, you’ll destroy the value of SPP. 
H-Date on which stock is counted. 


To order, send cash or money order to Reader Ser- 
vice Dept., Hardware Age, Chestnut & 56th Sts., Phil- 
adelphia 39. Price postpaid: 50 sheets, enough for 
750 item entries, $1; 200 sheets, enough for 3000 
items, $3.50. Please specify form No. 6. 
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Stock control . .. shows you what’s moving 
(Continued ) 


facts about each item, you can count your 150 basic 
items weekly, bi-weekly, or monthly in a couple of 
hours at most. 

Such an accounting gives you these advantages you 
did not have before on a spot-check or memory basis: 


@ Lows and outs stand out. 
Result? You get fewer walkouts and a big boost in 
turnover, if you act at once. 


@ Overstocks and slow sellers stand out. 
Result? You may be able to swap for better items. 
At the least, you won’t reorder any more by chance. 


@ Price and style trends stand out. 

Result? You know what price ranges and types 
of goods to choose from in the new offerings you’ll 
see later in the season. 


@ Overall sales records gradually build into a 
valuable file. 


That will guide your buying of spring futures for 
1961. This is advantageous for you, your suppliers, 
and manufacturers. 

The few hours you devote to pinpointing your 
stocks needs with the Seasonal Profit Planner sys- 
tem are an investment. 

You will be in control of your stock for the first 
time. You will find there is a big extra profit factor 
in being always in stock of key staples. 

Remember, outs make walkouts, and some of them 
never come back. 

Sheets fit standard three-ring binders for easy 
storing and reference. 





Aerosols ... 


A single counter top or some improvised 
shelving as shown gives you room for a 
group display of garden aerosols. Such 
grouping assures a natural tie-in sales fac- 
tor that will give your profit in outdoor 
lines an extra boost. 
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A growing lawn, garden profitmaker 


The retail market for aerosol, pressure-packed prod- 
ucts is about $500 million a year. That’s for non-food 
products, ranging all the way from fire lighters to 
insect and plant control chemicals. 

Dealers like to sell aerosols. The profit is good, 
turnover fast, tie-ins are easy to sell, and there are 
many repeat sales. 

Figures on aerosol sales indicate a trend in the size 
of containers. The trend is significant in the size 
of containers you may want to carry in good inven- 
tory. Here are some figures for 1957 and 1958 that 
point up this trend: 


What size aerosol containers sell best* 
Container size 1957 1958 
Insect repellents 


6 oz, under 2,972,269 1,227,449 
6-12 oz 3,713,756 4,947,028 
12-16 oz 1,154,589 4,026,318 

Total 7,840,614 10,200,795 


Plant chemicals 


6 oz, under 183,027 381,005 
6-12 oz 1,105,130 1,392,563 
12-16 oz 657 ,642 3,112,673 

Total 1,945,799 4,886,241 


Me gai by Chemical Specialties Manufacturers, . New 
ork. 





A Hardware Age 
Dealer Service 


February, 1960 


A directory of lawn and garden 


Co-operative ad programs 


2nd annual edition 


This directory lists manufacturers who have co-op ad monies for dealer use in various media. 
This information was supplied to Hardware Age by the manufacturers and, while every effort 
has been made to assure accuracy, HA is not responsible for errors or omissions. Undoubtedly 
there are manufacturers not listed here who also offer co-op money to dealers. HA would 
welcome learning of these firms for inclusion in future editions. 


Directory of Co-Operative Ad Programs 


Co-operative funds available for 


Manufacturer Newspaper Radio Other Policy: 


Aaero Manufacturing Co. Yes Yes (TV- 75¢ per unit allowed on Burner Caddy 
Other ) yard carts. 


Agricultural Chemical Div., "es (TV) 10¢ per case on Vigoro, 50¢ per case on 

Swift & Co. End-O-Pest, or will split cost of ads. 
Trade can choose its plan. Where costs 
are split, dealer amount is limited to 20 
percent of purchases. 


Ariens Co. 50 percent of dealers’ local ad costs on 
all product lines. 


(Continued on next page) 
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Directory of Co-Operative Ad Programs 


Manufacturer Co-operative funds available for 


Newspaper’ Radio Other 


Arvin Industries Inc. Yes Yes (TV) 


Asgrow Seed Co. 


Bolens Products Division 


Clinton Engine Corp. (TV- 


Other ) 


Eclipse Lawn Mower Co. 


E. I. du Pont de Nemours & Co. 


Green Colonial Inc. 


Hahn Ine. 


Lawn Boy Div., 
Outboard Marine Corp. 


(TV- 
Outdoor ) 


Masterline Products Co. (TV- 


Other ) 


Policy: 


50 percent factory co-op allowance with 
balance to be carried by distributor or 
dealer. All co-op ads must have prior 
factory authorization. 


50 percent of ad placement cost, but only 
when manufacturer’s ad mats are used. 


3 percent of net amount of invoices is 
allowed to pay 50 percent of dealers’ ad 
invoices on tractors, tillers, mowers, 
chain saws. 


For ads on chain saws only, dealer pays 
$1 and gets $6 per unit bought on this 
participation schedule: Service distribu- 
tor, $2; central distributor, $2; manufac- 
turer, $2. 


50 percent of dealer’s ad cost on power 
lawn mowers, Wasp Chain Saws. No for- 
mal limit on ad size or repeats, but this 
cost is expected to be within reason of 
season’s purchases. 


100 percent co-op allowance up to 7% 
percent of purchases, figured at published 
dealer price list. Covers full line of gar- 
den chemicals. 


Company pays for alternate ads if its 
copy is used in specified size ads, one ad 
per week, Feb. 1 to Dec. 1 each year. 


50/50 co-up allowance up to 3 percent 
of total purchases. Distributor credits 
dealers for ads, factory credits distribu- 
tor in turn. 


Predetermined by agreement between 
company and each distributor. Size and 
repeat ads up to dealer as long as total 
budget not exceeded. 


A discount of 10 percent of the retail 
price on purchases for advertising of: 
Edge-Master trimmers and edgers, Hula- 
Ho weeders. 





Note to dealers: 


Most manufacturers who don’t offer co-op funds have numerous other promo- 
tional aids such as ad mats, electros, displays, etc. Don’t hesitate to ask for 


assistance when planning a promotion. 
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Co-operative funds available for 


Manufacturer Newspaper Radio Other 


Melnor Industries Inc. Yes 


P. B. R. Manufacturing Co. 


Pennsylvania Power Mower Div. 
American Chain & Cable Co. Inc. 


Propulsion Products Co. 


Ross Daniels Inc. 


Seymour Smith & Son Inc. 


Southland Mower Co Inc. 


True Temper Corp. 


(TV- 
Other ) 


Western Tool & Stamping 


Wheel Horse Products Inc. (TV) 


Wrightway Engineering Co. 


Yard Man Inc. 


Yazoo Sales Co. Inc. 


Yuba Power Products Inc. 





Policy: 


Pays 50 percent of cost of up to six ads 
during any one season, with maximum 
factory ad cost of $20 for any one ad. 


Allowance on steel folding tables, 50¢ 
each; $1 each on aluminum models. Ad 
size fixed by dollars dealers accrue 
through purchases, limited to 45 days 
after ad so that dealers can take advan- 
tage of reorders. 


Ad allowances are alloted to wholesalers 
for disbursement to dealers. 


Policy varies in accordance with the in- 
dividual policy of distributors. 


Cumulative ad voucher coupons: $1.50 
each case of 6 Ross Root Feeders; 90¢ 
each case of 12 Specialized Plant Food 
Cartridges. 


Dealers buying No. 974 Merchandiser are 
listed at no charge in company’s news- 
paper display ads. 


50¢ per mower on Dixie and Garden Pride 
power mowers. 


50 percent of dealers’ local rate, avail- 
able only through N.R.H.A.’s centralized 
program, not on a direct basis. 


A 50 percent ad allowance, controlled by 
distributor. 


50 percent of dealer ad cost. No limit on 
size of ad or number of repeats. 


50 percent allowance, no restriction as to 
total. Percent is based on dealer cost, 
based on media contract. 


50 percent co-op allowance to 2 percent 
of gross sales on lawn mowers, driveway 
cars. 


50 percent allowance up to 2% percent 
of paid purchases on Master Mowers, 
Dragsters, ISO Scooters, and Trucksters. 
Claims made through distributors. 


50 percent of ad cost up to limit of deal- 
er’s reserve fund, earned at rate of 2 per- 
cent of purchases. Special allowances 
may be made in seasonal merchandising 
programs, 





Note to dealers: 


Avoid confusion: Be sure to check with wholesalers or manufacturers when 
planning to use co-op funds. Co-op programs of manufacturers frequently change. 
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Rentals... 


Bring you more traffic and profit 


Customers need tools they can’t afford to buy for every 


spring project. Satisfy this need with rentals; watch traffic and profits grow. 


Tool rentals have become a thriving business in 
many hardware stores. The spring of the year sees 
rentals at their peak. 

Make tool rentals for special lawn and garden 
projects a basic part of your spring planning. Rentals 
will bring you customers you would not otherwise get. 

There are many tools and other types of equipment 
your trade needs for large or unusual home projects 
this spring. Most customers are reluctant to buy 
these specialized tools, even when they can afford 
them. 

Customers who need a tool for one-time use will 
shop around, or check the yellow pages of the tele- 
phone book until they locate a dealer who will rent 
them the things they need. 

There are numerous advantages to rentals, mainly: 


Bonus traffic. Customers who rent tools come to 
your store at least twice—to pick up, then return 
rentals. This exposes new traffic to outdoor lines and 
other parts of your store. 


Bonus goodwill. Customers quickly learn that it is 
the exceptional dealer who caters to rental needs. 
They are usually grateful for the service. 


Bonus profit. Rentals quickly return the cost of 
the tools involved. Then, there is real profit to be 


made from that point on. Finally, worn items are 
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sold cheaply, and part of initial cost is recovered. 
Often a rental tool gives customers the urge to buy 
one of their own, whereas they might not otherwise 
have ever reached this point. 


Bonus sales. Rent a spreader for seed and you are 
bound to sell seed and fertilizer. Often many small 
tools are needed to finish a job started by a larger 
rental tool. The tie-in sales that hinge on rentals 
are nearly endless. 


Want the full rental story? 


The full details of starting and main- 
taining a rental section in your store are 
covered in a special HARDWARE AGE reprint 
called “Rentals.” Basic rental lists, prices, 
and operating policies are explained. Sam- 
ple rental record forms are also available. 
If you want a Rental reprint, send 25¢ to 
Reader Service Dept., HARDWARE AGE, 
Chestnut and 56th Sts., Philadelphia 39. 


You can get into the rental business in a small 
way, then grow as demand increases. Hand pick the 
basic items from the list opposite. 








C Post hole auger 
C) Concrete breaker 

C) Weed burner 

CT Rotor cultivates 

©) Pips cutter 

OC Soil pips cutter 

CT Power Post hole digger 
CO) Caulking gun 

C) Roof jock 

C) ledder jocks {poir) 
OC) Extension ladde, (25 #) 
CD Extension ladder (49 ft) 
C) Step ladder 

E} Concrete mixer 

C) Power Mower (electric) 
CO Power mower (gasoline ) 
OD Paint pesler (electric) 
CO) Extension plont 

O Car polishe, 


NT Fence Puller 


Rate 
range 


50¢-75¢ 
$12.50 
$1.50 

$8 

25¢-$/ 
$1.50 
$7.50-$12 
25¢-50¢ 
75¢ 

50¢-$) 
$1.25-$1 59 
$2-$2.50 
50¢-$/ 
$4.50-$8 
$2-$2.50 
$3-$6 

$! 

$1 
$1.50-$1.75 
$2 


©) Chain sow (electric) 


“4 Chain sow (gasoline) 


0D Large Sprayer 

CD Small SPrayer 

C) Tenk sprayer 

C) Power Sprayer 

‘al Spreader 

ET Lawn Sweeper 

ET Power lawn Sweeper 
eT Dirt tamper 


C) Blow torch 


eT Troctor ond roller 


oa Smal Gorden tractor 

Si Hedge trimmer 

ET Long handle tree trimmer 
O Wheelborrow 

C) Electric deity {%-in.) 


C) Electric drill ( %a-in.} 


range 
75¢-$1.50 
$8-$12 
$15-$20 
$6-$7.50 
$2.50-$5 
$1 

$5 


$o 

50¢ 

75¢-$1 

$10 

$6-$10 
$2.50-$4 
50¢ 
$1-$1.25 
$1-$2 
$1.50-$2 50 


How to get started with rentals for lawn and garden customers 





Here is a list of tools in popular demand. Items checked are especially popular 


for spring lawn and garden care. You can use this list to set up your rental section, 


or to expand a going department. 


keeping form that covers these details. These forms 


are in use in hundreds of store. They are available 


immediately at a small price. 


Make up a list of users’ names, addresses, rental 
dates, and a record of income from rentals. Or, you 


can write to HARDWARE AGE for a sample record 
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K.xtra service 
Producer of better margins of profit 


The good will created by extra services leads to 


word of mouth advertising that is the clincher 


for more traffic for lawn and garden promotions. 


Service has a price tag, though customers seldom 
think of it that way. 

When a customer buys gasoline at a discount sta- 
tion, he doesn’t expect the attendant to check the 
tires and clean the windshield. 

When the same customer buys hardware at a dis- 
count house, he doesn’t expect much in the way of 
service. 

Yet these days there are many full price service 
stations that won’t clean windshields except on re- 
quest. There are some hardware dealers charging list 
prices on branded goods, yet not giving any extra 
service which would justify their charging higher 
prices than a discounter. 

The point is, it is good business practice to build 
good will by including extra customer services. Ser- 
vices justify a hardware dealer’s prices, when those 
prices are higher than at a discount house. 

If you have a choice of service stations whose gaso- 
line prices are identical, won’t you buy from the sta- 
tion where free service is best? 

Conversely, when you are willing to pay 1 or 2¢ 
more per gallon for fuel, don’t you expect to have oil 
and water checked, windows washed? 

The gasoline station, or hardware store, which gets 
a reputation for courteous free service will find: 

@ The reputation spreads quickly, volume rises. 

@ New customers become repeat customers. 

@ Old customers remain loyal. 

@ Service becomes as important as cut prices, and 
margins can be held to reasonable levels. 

A good definition of service is “value added to mer- 
chandise by the dealer.” 
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What values do you add to merchandise on your 
shelves ? 

A wholesaler adds value by stocking peat moss by 
the carload, supplying your smallest orders, and giving 
you time to pay the bill. The wholesaler’s salesmen 
service accounts personally, and are helpful in many, 
many ways. 

You add value to merchandise in much the same 
way when you deliver orders, repair or service mow- 
ers, extend credit, and can wisely advise customers 
because you’ve been schooled in product knowledge. 

Customers don’t look for this kind of value-added 
from discounters. But they want it, and are entitled 
to it, from you. 

The kinds of services dealers offer vary greatly in 
lawn and garden lines. These services range from 
product knowledge to a full-time mower repair shop. 
From hand truck delivery to customers’ cars, to home 
delivery service. 

Each dealer must adapt his service to the local 
trade and local competition. To measure this demand 
fully, each dealer ought to allow himself a few hours 
occasionally to visit nearby chain stores and other 
competitors. There is no other way of knowing 
whether your services are competitive. 

Service is a courteous smile, a knowledge of how to 
use what you sell, a demonstration, an adjustment or 
repair. Service is, in short, value added to the items 
you sell. 

Services that can build you a bigger trade for lawn 
and garden lines are more often a state of mind than 
an expense proposition. 

It costs nothing to open a large bag of fertilizer, 
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A barbecue is only a piece of cold steel! until you build a fire, then watch the crowd develop. Sales develop, too. 


This hand truck cost $6, but it has 
bought the dealer $1000 in irre- 
placeable good will. Few custom- 
ers are willing or able to toss 80 
pounds of peat moss into the car 
trunk. 
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Extra services boost spring sales 


(Continued ) 


so that you can sell small amounts to city dwellers 
who need no more. Yet many dealers won’t go to the 
trouble to accommodate this trade. 

It costs nothing to demonstrate an electric sander, 
to show a new do-it-yourselfer how to refinish old 
porch furniture. 

It costs nothing to put a power mower or barbecue 
into a layaway account for a new resident who has no 
credit standing. 

It costs nothing to show a customer how to refuel 
and adjust a power mower. 

Each of these small services is representative of 
many others. And, certainly, each means a little time 
and trouble. This time and trouble is an investment 
in better business later. 

Each little extra service carries a guarantee of re- 
peat business, and a vote of confidence for you each 
time your store becomes part of the customer’s con- 
versation. 

If you want cheap “gas,” and nothing more, go to 
a cheap gasoline station and that’s all you will get. 
Your trade knows this is true... of gasoline stations, 
of clothing stores, and of hardware stores. 

Fortunately, the majority of consumers still want, 
and will seek out, something better. 


The first 100 mower blades you sharpen pay for the ma- 
chine, while building you a loyal customer following. 
From then on it's clear profit, with more customers than 
ever. 


Maybe this customer would save $9 by going to a discounter, but dealer Boyd Martin gives the prospect $9 worth of 


advice that will keep him coming back for more. A satisfied customer thinks kindiy of your store long after the price 
is forgotten. 


|“ ° 
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Mail orders: - - 


an extra spring profit booster 


If you plan to push merchandise by advertising this 


spring, take an extru step. Be as competitive as the 


big chains. Request mail and telephone orders on sale items. 


The mail and telephone order business is booming. 

Sales by mail this past Christmas season reached 
new highs for the mail order division of just about 
every chain and catalog house. Here is some of the 
evidence: 

“Exceptional sales,” Sears & Roebuck. 

“Sales rose 38 percent,” Spiegel Inc. 

“Sales rose 33 percent,’ Aldens Inc. 

“Sales set a record,” Montgomery Ward. 

Why the steady increase in order-at-home busi- 
ness? 

There are several reasons, and most of them make 
good sense for any dealer seeking a big sales gain 
this spring: 

(1) Customers like the leisure of shopping at home. 

(2) Customers like free delivery. 

(3) Customers don’t like crowding, parking prob- 
lems, and hours of lost time. 

(4) Customers are willing to buy from mailers 
because there is a general feeling that catalog prices 
are somewhat lower than over-the-counter prices. 

Many dealers who advertise regularly through 
newspapers or direct mail are not making fullest use 
of their investments. These dealers don’t encourage 
mail and telephone ordering at home. This is an added 
step that costs you next to nothing, yet can pay off 
handsomely in extra sales. 

Besides extra sales produced, at-home ordering gives 
you an early indication of best sellers. The trade that 
shops at home is conditioned to shopping early to 
allow time for delivery. 

What kinds of promotions lend themselves to re- 


questing at-home delivery via mail or ’phone? 

Any kind of printed advertising from display news- 
paper ads to post cards, to thick catalogs can carry 
an order coupon, plus telephone numbers. 

Most of the business you get from order coupons 
will be plus-business. 

Your cost for this extra business? Only the space 
taken up by the coupon. 

Usually, your advertisements and mailers are filled 
with seasonal basic items, tie-in items, and bargain 
goods. Dealers hope such promotions will jar custom- 
ers out of their comfortable homes for trip downtown 
to shop. A successful promotion does just that. It 
builds extra traffic and sales, and eventually pays for 
itself. 

Such promotion can be made more successful with 
the addition of this suggestion: 

“If you can’t shop in person, write or cal] us for 
the items you want.” 

Besides the trade that would rather stay home, this 
plea has a built-in appeal to older folks, those who are 
ill, and anyone whose car is in a repair garage. 

Your coupon and ‘phone information takes up very 
little advertising space, as little as 4 sq in. Sample 
coupons on these pages show you what information 
goes into a coupon. 

If your direct mail brochures, broadsides, or cata- 
logs are pre-printed without a coupon, it is an easy 
job to hand-insert a mimeograph form coupon before 
mailing. 

A few extra sales will quickly cover the cost of 
coupons. More than likely, though, you will be pleas- 
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Mail orders 
(Continued ) 


antly surprised by the number of customers who pre- 
fer to buy at home. 

Of course, mail and telephone ordering hinges on 
the fact that you will deliver merchandise. Credit is 
helpful in cutting down on C.O.D. problems. 

There are certain rules you must make to be printed 
as part of your coupon, otherwise you'll be delivering 
50¢ items half-way across the state. 

Here are some average coupon restrictions: 

@ Free delivery up to (10, 15, 20, ?) miles for all 
orders of a minimum of ($3, $5, $10, $?) or more. 

© Handling charge of (35¢, 50¢ ?¢) for all orders 
under the dollar minimum set above. 


FREE DELIVERY UF UP TO 0 MILES, 








ONE STOP IS ALL YOU NEED ! 
samen ros > 
Siti eos GSO 
maa Re 


SPRAYS AND 
INSECTICIDES 






















































































POWER AND 
HAND MOWERS 


























BARBECUE GRILLES 
AND SUPPLIES -- 























ALSO FLOOD LIGHTS + INSECTLAMPS AND REPELLENTS 
ORNAMENTAL FENCING * OUTDOOR GAMES. 


WRITE OR PHONE -IMMEDIATE DELIVERY 





ADDRESS 
CITY 
PLEASE DELIVER 




















© FREE DELIVERY UP To 10 MILES 
® MINIMUM ORDER $4 


10% AND MAIN ST. ® PHONE ORDERS: MAIN S-i0o00 





@ If order is C.0O.D., have customers specify what 
day they will be home to receive order. 

Generally speaking, hardware dealers who deliver 
goods bought through mail or ’phone channels follow 
the policies of local department stores and mail order 
houses. That is, the same average free delivery radius, 
minimum order amounts, and handling charges are 
quoted. 

Why not give coupons a test try? 

If you have never used coupons as part of your 
spring promotions, you have lost business to those 
who have. 

You’ll be adding to goodwill with a needed extra 
service. You’ll surely add to sales and profit. And 
you will have a new way to show old and new custom- 
ers that you have a progressive store that changes 
with the times. 


CALL 
TODAY 
DELIVERY 


Live Outdoors 


EE DELIVERY UP TO 10 MILES! 


ENJOY LEISURE LIVING AT HOME / 








cen LAWN AND GARDEN V/V TOOLS 
SEEDS 42 la, 
== SSS <— 
= —— S 


Shovel $5 75 —— Rake $329 — Cart $)) 95 
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SPRAYS..AND BA (rtd | 


LAWN INSECTICIDES | GAS $ MOWER 


FURNITURE 
‘N COLORS a 
= 


une W 
49¢ non BY 








CLIPPERS 


SPRINKLERS 
.. EDGERS ———————— 


212 F228 | 4579 4041345 








$29 95 
BUY NOW ON OUR EASY LAYAWAY PLAN ! 





WRITE OR PHONE- IMMEDIATE DELIVERY 


in 

C] CHARGE 
— O cneck enc.! 
ADDRESS CO c.0.b. 
ciTY 


PLEASE DELIVER 




















—_—_— —7—aSe area = = =| 


@ FREE DELIVERY UPTO !0 MILES 
@ MINIMUM ORDER $4 


1o%* AND MAIN 6T. © PHONE ORDERS: MAIN §-1000 











Here are two ad themes: One-stop shopping and leisure living. Each will bring extra traffic and sales if timed right 
for seasonal buying. The effect of each ad is increased when you encourage shop-at-home ordering with a coupon. 
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How to build up your 


garden center profits 





Here's an average customer, toting basic 
hand tools worth some $20. He'll be your 
customer if you follow the ideas on these 
pages. 


Your checkout counter is a natural place to make impulse sales. Keep displays neat, competively priced. 





to boost garden center profits 
(Continued ) 


Empty out those stockrooms. 
Get merchandise out to be 
seen. Customers are impressed 
by massive displays. 


Mass displays impre: 


oe 


& 


have to duplicate some items 
to do so. Make every tool ac- 
cessible. 


Keep the racks full, even if you 4 , 
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Mass displays can be built outdoors 


The set back on this store front pro- 
vides ample room out front for mass 
displays of many lawn and garden 
items in the spring and summer. 


The angled front of a city hardware 
store makes possible a mass outdoor 
display of lawn and garden items. 
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How to boost garden center profits 
(Continued ) 


Good windows lure traffic e« e 


A theme is necessary for every window, 
if you want to build up store traffic. 
This can be done, even ina 4x 5 ft 
window like this .. . 


. . « Or you can invest more heavily in 
a king-size window with growing plants 
and mannequins. It's not the size of 
window that counts, but related sales 
for fuller use of leisure hours. 














Open fronts lure traffic 


Lawn and garden merchandise get up front floor space in both these hardware stores which have open fronts, 
making store interiors entirely visible from the sidewalk. 
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How to boost garden center profits 
(Continued ) 


Demonstrations help make sales 


There's a big fix-up market for out- 
door furnishings involving many 
hand and power tool operations. 
Tie-in paint, sundries, and electrical 
supplies. 


Customers expect demonstrations of 
power equipment. Here's where 
product knowledge pays off in sales. 
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Spring layaway... 


It primes your sales pump 


Now’s the time to get customers coming to your sture 
for big-ticket spring purchases. Give them painless 


credit. Layaway encourages bigger sales tickets. 


You can give your lawn and gar- 
den sales volume an immediate jolt 
by starting a layaway program 
right away. 

Most dealers are aware of lay- 
away as a Christmas-sales pro- 
ducer. Those dealers who have tried 
layaway for outdoor lines find it 
works equally well, if started early 
enough. 

While it may be months before 
customers start cutting grass with 
power mowers or building barbecue 
fires, now is the time to get them 
signed up for major purchases. 

The best way is through layaway. 

The majority of customers can’t 
afford to plunk down $100 or more 
in hard cash for a power mower or 
deluxe barbecue. Many of these 
customers won’t have, or won’t 
want to use, credit as a means to 
buy when the season rolls around. 


eee kde area tei 


This typical pre-season layaway ad 
on power mowers, Wolff & Son Herd. 
ware, Meadville, Pa., sold $4600 
worth of mowers from this layaway 


ad. 
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Spring layaways, your primer for more sales 
(Continued ) 


Your alternative is to offer these customers painless 
credit with a layaway plan suited to their budgets. 

There’s time for plenty of extra sales volume in 
layaway, if you start now. Customers who give you 
a $5 or $10 deposit, then make regular payday pay- 
ments will have their mower or barbecue more than 
half paid for by the end of April. 

Customers prefer the flexibility of layaway to many 
credit and time-pay plans. 
we _ 409 - It is the customer who decides how much the down 

final ponent payment will be, and how much and how often follow- 
up payments will be. 

Customers like the no-interest consideration too. 
This represents a saving of maybe 10 percent. 

Dealers get many benefits from layaway. 

Layaway helps pay off big spring-goods invoices 
early in the season. 

Dealers who promote layaway find out early in the 

season which items have stronger sales appeal. This 

ARE yoy SHORT OF CAsH> is a big advantage in planning reorders. 

Then H3 As a service to dealers who want to start this 

Cn ask abour Our spring’s sales on the right foot, HARDWARE AGE offers 
Ay. A. a complete layaway kit for immediate delivery. 

The layaway kit proved to be a hit among dealers 
who used it to boost Christmas sales in the 1959 sea- 
son. Now the newest part of the kit, a giant 5 x 18 in. 
window pennant, has been reprinted in bright green 
for spring. 

Layaway posters, spinners, three-part tags, and 
giant pennants provide all you need in the way of 
decorating aids and bookkeeping. The parts of the 




















*™. 


US melt) 


FOAL Here is your spring layaway kit 


As a service to dealers, Hardware Age has revised its 
i a. : layaway kit to meet spring needs. You will note that the 
: big window pennant, a sure traffic stopper, is now printed 
in bright green. | 
There are 113 pieces to your layaway kit. Your cost: 
PLAN — $2.50 per kit, postpaid. This represents a $3.03 value over 
the price of the pieces when bought separately. 
Here is what your kit contains: 


® 3 green and white 5 x 18 in. window or doorway pen- 
nants worth 38¢ when ordered separately. (Form No. 16) 
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layaway kit are available separately or, at less cost, 
as a complete unit. 

With the HA kit on hand, you need only a few bins 
for storage, to start the ball rolling for more sales. 

If you prefer to make up your own layaway aids, 
use the samples shown on these pages as design 
guides. You can have your local printer duplicate 
them or improve on them. 

What items will you push on layaway terms? 

Most dealers feel that about $20 is a good minimum 
purchase figure. Therefore consider power mowers, 
lawn sweepers, barbecues, and the like as good lay- 
away prospects. 

Never discount smaller items for layaway sales- 
makers. A combination purchase of a spreader, rake, 
hose, and small hand tools quickly mounts up to more 
than $20. A _ sprinkler, soil soaker, fertilizer, and 
lawn seed can easily tally $25 or more. 

Getting customers started early through layaway 
has many values other than the profit on the initial 
sale. 

There is repeat traffic to consider, each time a cus- 
tomer comes back to your store to make a payment. 
There are later tie-in purchases to complement the 
original item. 

Also, there is generally less price resistance in lay- 
away sales than in cash or charge purchases. Finally, 
there is a strong tendency for the layaway buyer to 
want better quality and more accessories than his 
cash budget would permit. 

Layaway? You can’t do anything but gain by it. 





® 100 three-part, serially numbered tags costing $1.65 
when ordered separately. These take care of package 
labeling and all bookkeeping. (Form No. 7) 

® 5 round red spinners, 6 in. wide, printed on both sides 
to be seen when a breeze twirls them. Spinners cost 50¢ 
when ordered alone. (Form No. 9) 

® 5 posters to tell the trade how layaway works. Mount 
in window or on cash register to convert lookers into buy- 
ers, 50¢ a set separately. (Form No. 8) 

For your kit or individual item, send cash or money order 
to Hardware Age Reader Service Dept., Chestnut and 
56th Sts., Philadelphia 39. All prices postpaid. 


Use our 


LAY-A-WAY PLAN 
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Lawn and carden sales patterns 


A study of lawn and garden sales pat- 
terns was recently completed by HARDWARE 
AGE. It shows that outdoor lines account 
for 15.3 percent ($19,199) of total store 
volume in a store with total annual retail 
sales of $50,000 or more. 


The HARDWARE AGE study measured sales 
volume in selected outdoor items. It is em- 
phasized that the items in this study were 
selected on the basis of general interest. 


Major dealers get more sales 


The selected list shown here is made up 
of items carried by 70 percent or more 
dealers with yearly sales of $50,000 or more 
in all lines. Other lines not listed may also 
be carried by more than 70 percent of 
dealers. 


The major dealers in the study account 
for 81.6 percent of outdoor lines’ sales in 
hardware stores. The total sales figure 
for lawn and garden lines amounts to 
$356,602,250. The study shows that 88.1 
percent of all major dealers sell lawn and 
garden lines. 


This study is one of a series of product 
surveys sponsored by HARDWARE AGE to 
continue developing useful information on 
the hardware market. This study was made 
by National Analysts’, Inc., Philadelphia, 
a leading market research organization. 


. » - seen in new market study 
of dealers’ sales experiences 


Percentage of dealers* handling 
certain selected items 


Garden hose 


Steel goods (shovels, spades, rakes) 


Grass clipping shears 


Lawn sprinklers 


Hand 


pruners 


Hand trowels 


Sprayers, insecticides 


Fertilizers, lawn and garden 


Insect screening 


Power lawn and gasoline mowers 


Weed killers 


Seeds 


Poultry netting 


Hand 


lawn mowers 


lines is more than $50,000 annually. 


97.4%, 
96.8%, 


93.8%, 
93.8%, 
93.6%, 
92.9°/, 
92.6%, 
90.2%, 
90.0%, 
86.4%, 
86.1°, 
85.4°/, 
75.9%, 


71.9%, 


*Major dealers whose sales volume in all product 
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ON Ville GAME 


TV has made Melnor a household word 
among homeowners! And this year Melnor 
is back in TV bigger than ever...more time, 
more markets, more customers for you. 


Two new sprinklers to widen your garden 
market! The new Pulsator throws a power- 
ful spray a long way, to cover circles up 

to 90 feet in diameter or wedges of any 
size you dial. The economical new Square 
is the ideal sprinkler for the smaller 
rectangular lawn. These are new members of 
the Melnor family, joining the successful 
revolving sprinkler line and the famous 
Melinor Swingin’ Spray Wave Sprinklers. 
All this, plus the bigger-than-ever Melinor 
accessory line in the ‘‘See 'n Sell’’ 
skin-pack display cards. 


WHAT'S STILL MISSING? 








Nothing! Because on the back 
of this foldout you'll find 
Mel/nor’s best-ever Early Bird 
Free Goods Promotions! 
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FREE BONUS SPRINKLERS IN OUR 


TWO “EARLY BIRD” SPECIALS | 


assortment these Free Bonus of Four Revolving Sprinklers! 
of these: free! (2) #525 SWINGIN’ SPRAYS @ 5.95 each 11.90 
a (3) #550 SWINGIN’ SPRAYS @ 7.95 each 23.85 
Pg (3) #700 SWINGIN’ SPRAYS @ 9.95 each 29.85 
— (2) #1000 SWINGIN’ SPRAYS @ 12.95 each 25.90 
FREE BONUS . 
(1) #650 SQUARE SPRINKLER @ 2.49 each 2.49 
(1) #800 REVOLVING SPRINKLER @ 1.95 ea. 1.95 
(1) #860 REVOLVING SPRINKLER @ 3.49 ea. 3.49 
(1) #910 REVOLVING SPRINKLER @ 5.95 ea: 5.95 
TOTAL RETAIL VALUE: 105.38 DEALER COST: 54.90 


DEALER PROFIT: 50.48 
48% DEALER PROFIT! 






















No. 88 Assortment of Revolving Sprinklers 
with Free Bunus of New Square Sprinkler! 


(1) #650 SQUARE SPRINKLER @ 2.49 ea... 2.49 
(2) #800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 
(2) #860 REVOLVING SPRINKLERS @ 3.49 ea. 6.98 
(1) #910 REVOLVING SPRINKLER @ 5.95 ea. 5.95 
FREE BONUS 
(1) #650 SQUARE SPRINKLER @ 2.49 ea... 2.49 
TOTAL RETAIL VALUE: 21.81 DEALER COST: 11.59 


47% DEALER PROFIT! 






‘ 


\ | 5 
. «a 
Get this free! yi 


NS 


TWO FREE BONUS ASSORTMENTS OF 


SEE ’N SELL ACCESSORIES! 
ba 


eal 











Each of these famous seals is well known to millions 


.each has powerful promotional 
value. And “' Town & Country’’ has both-#the only 


of consumers . 


SERVICE ao 


PARENTS’ 


or oe, 
Good HouseLeplng 


Nite as Abveanist® >, 


bathroom seat with the two top seals of quality!" © 


BACKED BY NATIONAL ADVERTISING 
“Town & Country's” two-top-seal campaign pre- 
sells your customers in Good Housekeeping and 
Parents as well as. other leading national publica- 
tions. This coverage... plus “Town & Country’s” 
exclusive endorsement be the two top testing labor- 
atories is a sales-building plus you can’t afford to 


miss. It's full-line product backing that makes a BIG 
difference in sales—and a BIG difference in profits! 
Cash in on this strong promotional backing—get 
the full facts on the Leadership Line in bathroom 
seats. There's a full range of models in consumer- 
tested decorator colors. Ask your “Town & Country” 
representative or write for details. 


ADVERTISED IN To bring the two-top- seal quality story to as many of 
your customers as possible—to back up your selling 


efforts to the hilt—“Town & Country” will be in 
LIFE in 1960. This aggressive selling campaign is 
carried right to your selling floor with display and 


product identification. 


COLUMBUS, MISSISSIPPI 


< Want more facts? Circle 166, p. 183 


Want more facts? Circle 167, p. 183 A 
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Here’s how to build 
sales and profits with the 
complete TOASTMASTER 
Quality Line 


*Manufacturer’s suggested list price 


BA 0S? 22h Oe 


TOASTMAST== QUALITY APPLIA) 


4 


ld more profits into your electric 

jousewares department by selling the com- 
plete Toastmaster line. There may be one 
or two popular products in any complete 
line which are too competitively priced in 
your area for adequate profit. By handling 
the complete Toastmaster line you can 
SELL UP .. . or suggest other Toastmaster 
appliances not so competitively priced ... 
with greater profit for you. This strategy is 
not new. It’s been used for years in major 
appliances, automobiles, etc. It works. It 
will work for you! 

Remind your customers— ‘Toastmaster 
quality is remembered long after the price 
tag is. forgotten.’’ Toastmaster appliances 
STAY SOLD. Sell the complete Toast- 
master line. Build your profit! Call your 
distributor now! 


Want more facts? Circle 168, p. 183 
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The TOASTMASTER 2-Slice Powermatic Toaster 


OUR P 
3 ee Co 





THE ONLY TOASTER IN THE WORLD WITH EY 

™ AN ELECTRIC MOTOR THAT AUTOMATICALLY . 

|, LOWERS THE BREAD, STARTS IT TOASTING 2 
AND SERVES IT UP FAST! 
Know the features that make the sales . . . and you'll close more sales 
at better profit! Let’s look at the way this beautiful Toastmaster 


Powermatic toaster is made! It’s loaded with exclusive features, 
convenience features, quality features... all helping you sell! 





Ope PRO” 


NO LEVER TO PUSH t “Breed ad lowers 
automatically. Pops up high when 
done... perfect toast every time. 


2-Slice Powermatic Toaster es for 
Model 1B16......$29.95* roe el on 
3-Slice 

Powermatic Toaster . 


CON- 
Model 1C4. ..$34.95* 


SUVER SWITCH 
TACTS. Give longer 


een Ne bn bure aoeghangin 





NON.-STRIPING BREAD 
GUIDES. Provide uni- 
without 


Tt 


LT] 
LL 


toasting 
streaks. An original 
Toastmaster patent. - 


**PROCESS-WOUND" 
ELEMENTS. Mica ele- 


ments wound with 


_ | “TORTURE -restep~ 
ELECTRIC MOTOR 





life, more efficient 
operation. 


HEAT-ENGINEERED 
OVEN. Uniform heat 


distribution in oven, 
combined with scien- 
tific positioning of 

» @sevres even 


SELF-ADJUSTING 


a Eee 
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distribution. Process 
patented by Toast- 4 
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v/ 








a} 
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pete See 


DURABLE 9 - 
TRIPLE-PLATED Be . Yip f° 
FINISH i 4 a ran mee TT 





v 


TOAST CONTROL DIAL. 
Permits exact selection of 
shade you want. Toasting ac- 
tion stops at any time by 
pressing dial button. A Toast- 
master exclusivel — 


MR. HARDWARE DEALER: Use this ad to train your salespeople. 


Toastmaster quality appliances give you more value to sell! For extra copies, write direct to Dept. HA-20 
They give your customers more value to buy! Why? Because TO pa | STM pe | $T f= R° 
they’re durable and trouble-free. They’re engineered and built 

that way today—as they have been for over 34 years. Stock Sint tn Elaliic Homes 


the complete Toastmaster line. Use Toastmaster Quality Fea- 
tures to sell up to quality... not down to price. You'll up- a a ae sper yee ody oy gy gh omeeamee 


grade your electric housewares profits—and serve your cus- WORE WE 
TOASTMASTER DIVISION revi 


tomers better, too! McGRAW-EDISON COMPANY EOSON ee 
Want more facts? Circle 168, p. 183 
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SUREST 
PROFITS 
YOU 


Fully guaranteed sale plus 
full ad allowance on 
Boontonware ‘Factory Run” Promotion 


Boontonware’s biggest yearly factory run promotion 
is back with a big, big difference ... with both a 
full ad allowance, and a fully guaranteed sale. Any 
size store can’t help but profit more. You get greater 
sales volume through full advertising support. You 
get extra sales by offering a complete selection of 
sale merchandise (what you can’t sell you send 
back) — all for truly maximum profits. Add to this 
a Service Piece Special that gives you regular 40% 
plus an extra profit bonus. Place your order now. 


finest of all melamine dinnerware 
BOONTON MOLDING CO., BOONTON, N. J. 


Want more facts? Circle 169, p. 183 
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ONSUMERS 
DEMAND 
QUALITY 


and get it with every 
GERING Brand ! 


edcnviee In GERING Brands quality shows, quality pays 
off! Record high ’59 sales prove once again 
that wide consumer acceptance of GERING 
Brands brings highest sales, greatest profits and 
builds satisfied customers for the future! There’s 
strong sales ahead for you, too—just stock the 
GERING Brands. You’ll be re-ordering soon! 


“STAY-FRESH" PACKAGING 


LPA BOOSTER INGREDIENT 


GUARANTEE SPELLED OUT 


is 


Spoke 


red 


HO BS Pe PR Se 
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division of Studebaker-Packard Corp., Kenilworth, N.J. 


A brand for every need...a hose for every pocketbook. Write for full particulars on the line for 1960! 


Want more facts? Circle 170, p. 183 
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STANDARD CAN OPENER 
from $2.49 





MAGNETIC CAN OPENER 
from $3.49 

WALL TABLE 
ICE CRUSHER ICE CRUSHER 
from $7.95 from $9.95 


ELECTRIC! 


and so are the results 


AUTOMATIC -ELECTRIC CAN 


| Pee a OPENER $24.95 


AUTOMATIC , a 
CAN OPENER — | BUDGET 
= CAN OPENER from $1.98 








from $4.98 


PORTABLE KNIFE — iibicl Vuileaitial like mell2. 12. 
PORTABLE CAN QPENER from $1.98 SHARPENER $1.98 KNIFE SHARPENER $27.95 


« One year guarantee on electric models 


COMPARE quality e For features, for dedicated craftsmanship, for everything that makes 
a product good — Swing-A-Way stands out from all the other brands. And, to top it all, 
Swing-A-Way has been rated first in quality and value by America’s foremost independent 
testing laboratory. COMPARE style e One glance tells you that the Swing-A-Way line 
looks good. You'll notice immediately the pleasing rightness of form in every product. Every 
part is engineered and designed to work perfectly with every other part, and everything 
(even the styling) serves a useful purpose. Swing-A-Way’s fresh style assures sales success. 
COMPARE price e Swing-A-Way with its fresh beauty and fine workmanship is the worth- 
more product that costs less. Check and you'll find Swing-A-Way prices are substantially 
lower than comparable models of the other brands. Sales prove... Swing-A-Way is the 
smartest buy! COMPARE guarantee e Swing-A-Way builds-in the kind of quality and 
performance that makes it First in its field, and First in ratings by America’s foremost 
testing laboratory and publisher. As proof of our confidence, Swing-A-Way products* are 
backed by a specific 5-YEAR free service GUARANTEE! Among the leading brands, 
Swing-A-Way has the ONLY 5-YEAR guarantee you can get! Swing-A-Way Manufacturing 
Company, 4100 Beck Ave., St. Louis 16, Mo. In Canada: Fox Agencies, Port Credit, Ont. 


You can sell more, make more with 

















Want more facts? Circle 171, p. 183 
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INTERNATIONAL SET 
will please her... 
bring profit for you 


The three different sets in Libbey’s colorful new 
International Set pattern will catch your cus- 
tomers’ eyes . . . will build profits for you. 


Take the exciting new Continental goblet. Each 
Hostess Set contains eight footed glasses, perfect 
for on-the-rocks drinks, for desserts, and a variety 
of other uses. 


Or the 12%-ounce Beverage. Every hostess will 
love to have a set of these glasses, for everyday 
use or for party serving. 


The 13-ounce Double Old Fashioned is the 
third member of this handsome pattern . . . perfect 
for gift giving, ideal for home use. 


For full information on the International Set, 
and other Libbey patterns, all backed by the 
famous Libbey guarantee: “A new glass if the rim 
of a Libbey ‘Safedge’ Glass ever chips,” see your 
Libbey Distributor or write to Libbey Glass, Divi- 
sion of Owens-Illinois, Toledo 1, Ohio. 








INTERNATIONAL SET. Libbey’s new Continental goblet. 
Each glass symbolizes a different foreign city and is gaily deco- 
rated with brilliant colors. Each beautifully gift-boxed set of 
eight is priced to retail at about $7.00. These Hostess Sets are 


also available in 12¥2-ounce Beverage or 13-ounce Double Old 
Fashioned. 
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LIBBEY SAFEDGE GLASSWARE Owens-ILLINOIS 


AN (I) PRODUCT GENERAL OFFICES - TOLEDO 1, OHIO 


Want more facts? Circle 172, p. 183 
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Combination Cooker/Fry Pan 

Give a 7” fry pan free with 2% at. 

combination cooker at regular price. 

Choice of copper color or turquoise 

cover. Fits both utensils. Packed as 

set. Regular combined value $15.40. = 
Both Only $10.95. (in far West $16.85 value for $11.95.) 
Cat. No. 3791 (Copper); No. 2331 (Turquoise) 

Ship. Unit 1; Unit Weight 5 Ibs. 


Tea Kettle/Sauce Pan 


Free 1% qt. sauce pan with 2% at. tea kettle at regular price. Choice of 
copper cojor or turquoise cover. Fits both utensils. Packed as set. 
Regular combined value $14.15. 

Both Only $9.95. (in far West $15.60 value for $10.95.) 


Cat. No. 3792 (Copper); No. 2332 (Turquoise) 
Ship. Unit 1; Unit Weight 4 Ibs. 








ER aN a a Se 
iz es % 





6-cup Muffin Pan 

Cat. No. 2784 

Ship. Unit 6; Unit Weight 2.0 
Now only 88¢ 























6-inch Fry Pan _ 9-inch Cake Pan _ 10-inch Juice Saver Pie Pan 
Cat. No. 2506 Cat. No. 2715 Cat. No. 2865 

Ship. Unit 6; Unit Weight 2.5 Ship. Unit 6; Unit Weight 2.5 Ship. Unit 6; Unit Weight 2.3 
Now only 88¢ Now only 88¢ Now only 88¢ 


Want more facts? Circle 173, p. 183 
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Fry Pan/Sauce Pan 


Now, team up a new 10” heavy-duty warp-free fry pan 
with a smart Bakelite-handied 1% qt. sauce pan—for the 
regular price of the fry pan alone. Packed as set. 
Regular combined vaiue $5.18. 


Both Only $3.89. (in far West $5.68 value for $4.29.) 
Cat. No. 2137; Ship. Unit 4; Unit Weight 10 Ibs. 


7-inch Bacon Grid 14 x 9 Cookie Sheet 
Cat. No. 2777 Cat. No. 2814 
Ship. Unit 6; Unit Weight 2.0 Ship. Unit 6; Unit Weight 4.0 


Now only 88¢ Now only 88¢ 


Sale Dates: January 1 to April 24 


Oneler Joa lay: weal-ever 





ALUMINUM 








a from your Wear-Ever supplier 
ee, game WEAR-EVER ALUMINUM, INC., NEW KENSINGTON. PA. 





Want more facts? Circle 173, p. 183 
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more to sell in a General Electric clock 


Wi 


THE DECORATOR LOOK 
AT A LOW, LOW *5.98" 


Here’s a brand new way to put your kitchen clock sales on GENERAL ELECTRIC CLOCKS TO BE WIDELY ADVERTISED! 


the sunny side. It’s General Electric’s new Decorator model 
—a wall clock destined to bring the decorator look into the 
kitchen. It’s fashioned in the sunburst manner for style 
appeal, made in a practical way for kitchen duty, and priced 
at a low $5.98* for volume selling. 

The Decorator will be a “hot number” on other counts, 
too. It’s color-styled for everyone: red and white, yellow 
and white, and aqua and white. Size? It’s 614” across, fits 
in any nook or cranny. The all-new Decorator is just one 
more example that you get more to sell in a General Electric 
clock. Order plenty of these Model 2H117 clocks now! 


Snooz-Alarm is a registered trademark of General Electric Company to identify its brand 
of repeat alarm clocks. * Manufacturer's suggested retail price plus applicable taxes 


Progress ls Our Most Important Product 





GENERAL @@ ELECTRIC 


Clock and Timer Dept., Genera! Electric Company, Ashland, Mass. 
Want more facts? Circle 174, p. 183 
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Big Sunday magazine spreads 
will help sell Decorator dur- 
ing the height of the Spring 
selling season. The spreads 
(in This Week, Parade, Family 
Weekly and the First Three 
Markets Group) are in addition 
to big-space advertising in 296 
newspapers coast to coast. 
Together, they'll reach over 
33 million families. 











Weekly TV commercials will 
sell millions of viewers on 
miniature alarms, Snooz- 
Alarm® clocks, lighted dial 
clocks, other General Electric 
clocks. Tune in Sundays at 
5:30 P.M., EST and PCT (4:30 
P.M., CST)...see the G-E COL- 
LEGE BOWL on the CBS Tele- 
vision Network. It’s-one more 
way General Electric backs you. 














for all the BISSEl 


home care products 


...and she finds them in this new 


BIiSSEll 3-WAY DISPLAY »°.5:2 


Use it against 
wall for maximum 
display area. 


/ a s 
JUST A FRIENDLY REMINDER To SUGGEST SCOTCH : 
BRANO MASKING TAPE WITH EVERY PAINT SALE, FILBERT! 


causa) wiser 
— rs —_, 


2 





“SCOTCH ond the plaid design ore registered trademarks of 3M Co., St. Paw! 6 Yann. 


: ) P. 
Miiwwesora [inine ano )ffanuractunine company ES St, , 
v 
+++ WHERE RESEARCH 15 THE KEY TO TOMORROW &, } a 


ig Profit...Big Repeat | Wf 2a 


PIPETITE-Stik 


Change it to 
form enciosed 
Bissell selling center. 


Foids to a triangle 
for limited space. 


: 
GET YOUR 3-WAY DISPLAY WITH 
ONE OF THESE BIG PROFIT DEALS 


fE 


LA-CO 


SRAAN O 


Contains No Lead 


Best seller for years, now 
dressed up to go faster than 
ever. PIPETITE-Stik is finest 
quality pipe thread com- 
pound in its handiest form. 
No mess, no waste—just rub 
across pipe threads. For metal 
and plastic threads 
positive seal for water, steam, 
gas, refrigerants, oil, acids, 
etc. . . . pressures to 10,000 
psi., temperatures to 750° F. 
Sells on sight to home 
owners, industry and artisan 
trade. Underwriters Labora- 
tories approved. 


PIPETITE Stik is packed in | 
dozen and 3 dozen hand- 
some self - display counter 
boxes. Write for complete 
information. 


Nationally advertised and promoted. 


LAKE CHEMICAL CO. 


3058 W. Carroll Ave., Chicago 12, Ill. 


ASSORTMENT 520 
1 Grand Rapids Speedmaster Cleaner 
1 Capri Speedmaster Cleaner 
1 Flight Speedmaster Cleaner 
1 Reliance Speedmaster Cleaner 
6 Fiex Master (Magneion) Dusit Mops 
4 Sponge Master Mops 
12 Sponge Master Refills 
1 Rug and Uphoistery Cleaning Kit 


1 3-Way Display ($25 vaive, 
your cost $10 


1 Automatic Shampoo Master (FREE) 
TOTAL RETAIL $135.98 
YOUR COST 86.50 


Your Profit #4948 


SOSSHEHESSEOSESSSESSESH SESH ESSE EHE EEE EES* 


ASSORTMENT 630 


1 Grand Rapids Speedmaster Cleaner 
1 Capri Speedmaster Cleaner 
1 Flight Speedmaster Cleaner 
1 Reliance Speedmaster Cleaner 
6 +455 Flex Master (Magneion) Mops 
6 «465 Flex Master (Magneion) Mops 
6 ea. Sponge Master Mops 
12 ea. Sponge Master Mop Refills 
2 ea. #239 Rug and Uphoistery Cleaning Kits 
12 ea. Upholstery Kits 
12 ea. 4300 22 oz. Rug Shampoo 
6 ea. 4350 % gal. Rug Shampoo 
4 ea. #355 1 gal. Rug Shampoo 
1 Automatic Shampoo Master 
1 3-Way Display ($25 value, your cost $10) 
TOTAL RETAIL $283.61 
YOUR COST 182.00 


Your Profit *101S* 


she looks to Bissell 


to keep her home BISSEll clean 





BISSE], inc. Grand Rapids, Michigan 


more facts? Circle 176, p. 183 
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EUGENE C. HALL. 
General Manager of 
The Paine Company. 


THE PAINE COMPANY, quality manufacturer of 
metal specialties for the building industry. 


“Our National System has cut our 
office payroll in half and greatly re- 
duced our kkeeping time,” writes 
Eugene C. Hall, General Manager of 
The Paine Company. “Thanks to the 
many time-saving features our Na- 
tionals provide, sales analysis records 
which are very important to our busi- 
date. can be kept efficiently and up-to- 

ate 

“Under our old method, each invoice 
had to be posted separately to the cus- 
tomer’s statement, the ledger and sales- 
man’s commission record. Our National 
System permits this to be done in one 
simultaneous operation. Our Nationals 
are also helpful in keeping us supplied 


A NATIONAL “31” MACHINE maintains a current, accu- 
rate sales picture for this midwestern manufacturer. 


“Our C@lalional Accounting System 


saves us /,800 a year... 


returns us 108% annually on our investment!”’ 


—The Paine Company, Addison. Ill. 


with current business information. Be- 
cause of this, we are able to efficiently 
produce monthly and quarterly anal- 
vsis records reflecting sales by customer 
for each product line. 

“We advise any manager seeking to 
improve the efficiency of his business. 
to carefully check the advantages of 
National. Our National System saves 
us $7800 a year... returns 108% to us 
annually on our investment.” 


| eee) 


General Manager, The Paine Company 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular yearly 
profit. National’s world-wide service 
organization will protect this profit. 
Ask us about the National Maintenance 
Plan. See the yellow pages of goeT® 
your * phone book. 


*yraDe | MARK REG. U.S. PAT. OFF. 





DON'T TAKE CHANCES WITH 
“JOHNNY COME LATELY’ FINISHES 
2O)]- me 2010) 09m 3 mele) -i-e 


‘“bowling-alley” finish for home floors... 
consumer-proven for 12 years in 
millions of American homes. 


FABULON 


THE 


FLOOR FINISH 


never needs waxing 


oe 











“CAAA AAA 


or scrubbing 








Backed by consistent national advertising, publicity 
Tale Mm oia*lsslelilelsbum..- i. Mal -iiel Mucr lleld Sal etel lel mm lellel-1a_m 
window banners, demonstration 

For full details, write 


PIERCE &a&STEVENS CHEMICAL CORP. 
710 Ohio St., Buffalo 3, N.Y 


in Canada — LE PAGE'S, Tor. 18, Ont 


panetis, etc 


Want more facts? Circle 178, p. 183 








Here's Why This Aasorws 
2) KEY-BAK - 


Key Reel 


COUNTER CARD 


6 0 4 MAKES EASY MONEY |, ' 


eye < foun BELT 7T FOR 


KEY-BAK Key Reel is HIGHLY ADVER- 
TIZED in such magazines as POPULAR 


MECHANICS, TRUE MAGAZINE, etc. : RETAIL 
KEY-BAK advertising is seen by over pa $995 


5,000,000 people EACH MONTH. You 


make money from KEY-BAK advertis- / 
| rs ORDER IT 
; NOW! 


ing when you prominently display the 
famous self-selling KEY-BAK Counter 
Display Card in your store. We'll tell 
them ... then, you sell them! Get ay 
KEY-BAK now from your jobber i 
or write direct. 


OVER TWO MILLION 
KEY-BAKS NOW IN USE! 


Key-Bak is pocket-watch size, highly-polished chrome finish. 


worn on the belt by millions of men who carry keys. Swedish clock 
spring reels in the 24” long STAINLESS STEEL chain; keeps keys 


always sa‘e and handy at wearer's side. LIFETIME GUARANTEE 


West of Mississippi East of Mississipg 


LUMMIS MFG. COMPANY 


2242 E. Foothill Blvd 
Pasadena, Calif 


Want more facts? Circle 179, p. 183 


CTL COMPANY 


710 W. Stewart Av 
Wausau, Wisconsin 








for new : BISSE!l 
FLEX] |MASTER 
DUST 


e first in pick-up power 


e first in shake-out 
performance 








ut 
Ty 
4 in 


. £F 


d, 


e first in no-shrink, 
no-fade washability 


Aah! (104) PF "i 
silly. 


e first with all-metal 
sectional handles 


e first with swivel-head 
steering control 








first mops made 
packaging | with Magnelon* 
developed by 


e first in easy-carry 








FLEX MASTER MOPS WITH MAGNELON *3°**,,.794% reicil 
Plus a tuli tine in nylon, rayon, cotton and woo! with ail Fiex Master features *Z°* ,, 949° retail 


she looks to Bissell 


to keep her home BISSEll clean 


BISSEIl, inc. Grana Rapids, Michigan 
Want more facts? Circle 176, p. 183 
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High Fidelity Heat 























roamc/ Sart 
site: e ; - : ; ‘> 
=) 3 


AW 


To completeness of line and Continental Console Styling, 
Martin now adds a third dimension for volume sales — High- 
Fidelity Heat. High-Fidelity Heat means more economical, 
more effective heat — heat that blankets a given area with 
welcomed warmth. It is the result of 55 years of Martin 
engineering and experimentation in the field of gas 
combustion. It gives you a sales plus that will move more 


Martin Gas Heaters now...and bring back more customers 
NEW DUO-VENT . 
THRU-THE-WALL HEATER in the months to come. 


Available in 2 models, with 25,000 and For more details on Martin Gas Heaters and High-Fidelity 
35,000 BTU input. Saves up to 70% on 


installation. Vents outside, draws com- Heat, ask your Martin distributor or write direct. 
bustion air from outside. No flues or 


chimneys required. 


STAMPING & STOVE COMPANY 
HUNTSVILLE, ALABAMA 


AMERICA'S MOST COMPLETE HEATING LINE 


Want more facts? Circle 180, p. 183 
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Ve Cand Chambion — 


jes, Feat Pheewu fe 


Here's a little work-horse that does everything in the book—out 
performs, out maneuvers rider mowers costing more than twice 
as much. 
Customers find it hard to believe that such 
an amazingly simple machine can do so much 
—and they have nothing but gratitude for the 
dealer who sold them their Whiz-Mow. That's 
the kind of selling that gives you real satis- 
faction and builds a solid business for the 
ure. 
Why is the Whiz-Mow so superior? It's basic- 
ally the revolutionary motivation principal. 
And it's 2 mowers in |! (the sulky is easily 
removed to give you a conventional mower 
for trimming). 


Write today for complete information. 


WHIZ-MOW, 


HAMILTON 7 


INC. 


ILLINOTS 


Want more facts? Circle 181, p. 183 
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Lots of competition in 1899, too. The 
winner? Why, the dealer with Heyer 
Picnic Table and Bench Steel Frames, of 
course. Because they are a complete line 
... full price range ... exclusive K- 
Brace for 30-second KD and re-assembly 
. . . and old-fashioned quality standards. 
Ask your wholesaler, or write us. 








4 +-<S S44 <1 S44 1-4 
TT I a 





Want more facts? Circle 182, p. 183 








for the 


BISSEl| 
SPONGE 


MASTER 
MOP 





Completely new idea that takes 
the mess out of mopping 





Push-Pull squeezing —keeps 
hands dry, keeps excess 
water in the bucket 


Diamond shaped sponge with 
two cleaning surfaces Bissell Sponge Master Mop 
retail “39S 
Best cleaning in corners— shipped in 6 unit self display carton 


works on windows and walls 


Easiest spin-on...spin-off 
sponge changing method — 
no parts to lose 


Sponge Refilis 


Handy waxer attachment— 
snaps on over sponge head 





she looks to Bissell 


to keep her home BISSEll clean 


BISSE!l, inc. Grana Rapids, Michigan 


Want more facts? Circle 176, p. 183 
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ont ot omens EXCLUSIVE HOMKO 
22” gives full 


Model 1227 
... at 5 different 
"SPIN-START walking speeds 
7 and neutral! 


2 The most flexible mower op- 
eration ever devised. Super 
range drive enables you to 
pace mower to meet any cut- 
ting need. Nothing—abso- 
lutely no other drive—like it! 


% Most foolproof of all drives, too... 


Now. - «the famous HOMKO FLEXOR BLADE 


UNCONDITIONALLY GUARANTEED | ie a mamais 


to eliminate crankshaft damage! FE esting bent and ctr fine 


Unlike ordinary one-piece — mr." : 4 





blades, the Flexor has ex- PRICE APPEAL PLUS! 


NEW low-cost single speed 


22” 


clusive flexible tips that 
swing back after striking 
a solid object, absorbing 


impact and protecting Model 1935 


No other rider of comparable 
at the price. satis 


crankshaft against dam- 
age. It's unconditionally 


4 
ad 


guaranteed! 


REEL-TYPE MOWERS 
with new 6-biade reel 

for super-smooth mowing! — 
18” ane 
Model 1105 


2” 
Model 1115 


lifetime coverage on every gis ne 


1960 Homko rotary mower rupXor ; > —— Mode! 1209 
featuring the Flexor Blade ) 





World's most luxurious 


RIVE 42 rotary rider! 

PLANITOR D SS o. 

cutting power an series 
ses al 


a | (\ ae.’ NEW INSTANT 
...at riding speeds __&\ — - jj SPIN-START 


from a crawl 


to 412 M.P.H.! 


> Blade speed independent of 
mower speed. You get full 
cutting power even if you slow 
to a crawl. Makes hill mowing, 
weed cutting and trimming 
as easy as ordinary lawn care. 


e « » no gears to shift or strip! 


| "| 
‘ 
i, ali wai ~ 
7 a 
ee el 


America’s BOUILT-TO-OO LINE of power lawn mowers 


TOP-FLIGHT TRIO OF 
FREE-WHEELING ROTARIES 


.-./n cutting widths for everyone! 


22" | 20” 
pe, Motte! 1225 | Model 1215 


| 18” 
Model 1205 


~~ s 





FOLD-AWAY LAWN SWEEPERS 
20” 
as jj Model 5415 
SWEEPER eS 28” WESTERN TOOL & STAMPING CO., Dept. 4 
Model 5365 @ = fF Model 5455 2725 Second Avenue Des Moines 13, lowa 


Gentlemen: 
Please send me full information on the new 1960 Homko line of power 


TY 4 21” SELF-PROPELLED 9” EDGER-TRIMMER J eae | am also interested in learning about the TOP deal Homko has 
or me. 
ROTARY THLLER =| Model 5399 / 


Model 5300 ty Name $$$ si nasa 


Firm Name — sanitgiitet ated ; ee. £9 











CEE aT ae 
City State 














i am a Dealer | am a Distributor__ EE 





Manufactured ty WESTERN TOOL AND STAMPING COMPANY 


2725 Second Avenue, Des Moines 13, lowa 












Now. » e the famous HOMKO FLEXOR BLADE 


UNCONDITIONALLY GUARANTEED 


to eliminate crankshaft damage! 


Unlike ordinary one-piece 












blades, the Flexor has ex- 
clusive flexible tips that 
swing back after striking 
a solid object, absorbing 
impact and protecting 
crankshaft against dam- 





- ix Romana ah 
Bi re Sd 






age. It's unconditionally oe i 
guaranteed! ~e — eee ee 
\ BACK BYPOPULARDEMAND | 
lifetime coverage on every paige ae . 
1960 Homko rotary mower Model 1209 ! — mowing! 
featuring the Flexor Blade Neath . Model 1105 
Want more facts? Circle 18 extra | 9” 
a Model 1115 


SELL MORE 





Speedy Nor whee 





e@/ow price! 
*high profit! 
© top quality! 
© national/y 
advertised! 


ADVERTISED 


Post 





New 1/4 H.P. at Popular Price! 
Ideal outfit for the do-it-yourself and 
shop mechanic! All-purpose, profes- ONLY | 
sional outfit, with No. 112 quart size 00 | 
Spray Gun. Develops 25 lbs. pressure $32 be 
with any 4% h.p. motor with 2" shaft. | q 


. 
a See, PS oe ee See as.mlc( <i LL OOF hCUCU MF]. Ce Oe 





TOP-FLIGHT TRIO OF _ 
FREE-WHEELING ROTARIES 


...dn cutting widths for everyone! 
22” 
Model 1225 





FOLD-AWAY LAWN SWEEPERS 


20” 
_ —- At A ES ER GG ec 


Model 5415 


28” | WESTERN TOOL & STAMPING co., Dept. 4 
Model 5455 } 2725 Second Avenue e Des Moines 13, lowa 


Gentlemen: 


Please send me full information on the new 1960 Homko line of power 


ae | am also interested in learning about the TOP deal Homko has 
or me. 


—— A AF AF SS KS SF A AS AF | A A a a 
= 


9” EDGER-TRIMMER 
Model 5399 


Name 








Firm Name — . a 
Address 
City— State 
| am a Dealer 1 am a Distributor 


Manufactured ty WESTERN TOOL AND STAMPING COMPANY 


2725 Second Avenue, Des Moines 13, lowa 























Just try to find O’BRIEN’s equal in 
] DD 7.8 Op D8 5 e~) OF ad ol ©) 2 Be 


The more support a manufacturer gives his dealers, the more those 
dealers profit. Are you getting a maximum share of the top-quality 
paint business in your community? You can, with O’Brien. 


O’Brien sells only to independent retailers...and 
our success is based on helping you to prosper. 


You know, and your customers know, that O’Brien means 
unexcelled quality. This reputation attracts quality business, repeat 
business, loyal business...the kind of business that builds profits. 


Every O’Brien retailer is backed to the hilt with sales-getting 
helps of every description...from color albums and loose chip 
displays to point-of-purchase material and co-op advertising. 

A truly “personalized” service that pays off plenty. 4 





7 5 ee edd = 


Speedy Nor wih 


e/ow price! 
*high profit! 
¢ top quality! 
° nationally 
advertised/ 


ADVERTISED 


Post 





New 1/4 H.P. at Popular Price! 


Ideal outfit for the do-it-yourself and 
shop mechanic! All-purpose, profes- ONLY 


sional outfit, with No. 112 quart size 00 | 
Spray Gun. Develops 25 lbs. pressure $32 
with any 4% h.p. motor with ¥2” shaft. 

RETAIL 


Factory sealed bearings. No. 780 Outfit 
—air hose, tire chuck, gun, less motor. 


... to enable you to obtain the credit you need—when 
you need it. When you send your financial statement 
to Dun & Bradstreet promptly each year— 


@ You save time and effort—by having information 
: , regarding your business readily available to suppli- 

”.. ds ers, thus stimulating their confidence in you and 
No. 890 1/3 hp Sprayer No. 544 Mobile Twin _ good will toward you 


Proved favorite since No job too big for this ’ 
1921! Delivers 30-40 Ibs. Tileckd Seaer Tein | @ You increase the value of the D&B reporter’s call 


pressure, 2 cu. ft. clean, Sprayer. Wheels easily | ON yOu—Since he has been able to study your state- 
oil-free air per min. Never On semi-pneumatic tires. | . 

needs oiling. Outht with [ij Delivers 4 cu. ft. air, 40 | ment in advance 

eae ot, Eom wheels, No. 131Gunetc., | @ YOu keep the essential flow of necessary supplies 


909 Mobile Kit adds mobility to less motor only $88.00 open and uninterru pted 
890 Sprayer, extra $7.50 


mane rao YOUR wnosrsaite ...and you maintain your CREDIT—the vital tool for 
Or Write for Complete line Catalog expanding today’s markets. 


W. RR. BROWN CORP. 





Dun & Bradstreet, Inc. 


99 Church Street, New York 8, N. Y. 
Want more facts? Circle 185, p. 183 Want more facts? Circle 186, p. 183 
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SPECIALISTS IN PAINT SPRAYERS SINCE.1921 








Just try to find O’BRIEN’s equal in 
DEALER SUPPORT! 


The more support a manufacturer gives his dealers, the more those 
dealers profit. Are you getting a maximum share of the top-quality 
paint business in your community? You can, with O’Brien. 


O’Brien sells only to independent retailers. ..and 
our success is based on helping you to prosper. 


(<== You know, and your customers know, that O’Brien means 
> | unexcelled quality. This reputation attracts quality business, repeat 


business, loyal business...the kind of business that builds profits. 


Every O’Brien retailer is backed to the hilt with sales-getting 
helps of every description...from color albums and loose chip 
displays to point-of-purchase material and co-op advertising. 

A truly “personalized” service that pays off plenty. 


No other paint manufacturer ae Full-line O’Brien dealers are 
can match the range and depth = . . Winning the battle of cut-price 
of beauty offered in O’Brien’s ; competition. We can help you, too, 
“Symphonic Colors.” in fighting this serious problem. 


If you’re not in the O’ Brien family, 
find out about O’ Brien’s “‘one for all and all for one’’ policy. 
This coupon will turn the trick! 


The O’Brien Corporation, South Bend 21, Ind., Dept. HA 


[ ] Please send information on O’BRIEN’S independent 
dealer franchise plan. 


[ ] Please send booklet on “A Solution to The Problem of 
Cut-Price Competition.” 


NAME 





ADDRESS 





THE O'BRIEN CORPORATION, SOUTH BEND 21, INDIANA 
Baltimore « Oklahoma City « San Francisco « Los Angeles 








Fe wre eeeeaeeweacaeaeeneeeree= 
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Redwood Tub Stands 


Beautiful four-legged stands 
in gleaming brass plate. Five 


popular sizes available. 


PLANTER COASTER 


Made of gleaming brass 
plate. Plastic water pan in- 
cluded. Swivel ball bearing 
casters. Four sizes. 





GARD 'N GUIDE 


Popular hose holder and 
guide in self-selling display 
carton. 














GIANT | |!!!! 
FOLDING FENCE 


Sturdy 32” waist high Fold- 
ing Fence. Durable plastic 
coating. 10-foot long, inter- 
locking. 





Original 


FOLDING FENCE 


America's number one seller! 
10-foot long sections plastic 
coated. 


a 

~~—4A— —~ - — —_ 
-- aa le 
3] ~ teiainy tence 


Junior 


FOLDING FENCE 


Eight inches high and 10 feet 
long. Interlocking sections. 
Plastic coated. 

















Four Footer 


FOLDING FENCE 


Each a four-foot tong section. 
Plastic cocted. Makes an ideal 
gvard for saplings. 








FOLDING TRELLIS 


Seven foot section in an at- 
tractive package. Comes com- 
plete with two anchor stakes. 








TTT /PEONY 
PROPS 


dtp 
& Fold fiat 











GARD 'N PROPS 


Plant stakes in six sizes. No- 
rust finish. 








for storage. « 








PLASTIC PLANTERS 


Just added to the line. 
Come in two popular sizes. 
Stands of gleaming brass 
plate. 























Ask Your Jobber for GAY-MAID PRODUCTS 


OHIO WIRE 


products company inc. 


1025 E. 5th Ave., Columbus 3, Ohio a 


Want more facts? Circle 188, p. 183 
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This man is suffering from “‘Squeak- 
itis’’ a universal affliction caused 
by door, window and drawer 
squeaks and rattles, sticking locks 
and other simple, but annoying, 
lubricating problems. Help him! 
Don’t sell him a pair of ear muffs 
—sell him one or more of these 
AGS home and car lubricants. 


LUBRICATING 
COMPOUND 
with SILICONE 


PREVENTS 


FREEZING, STICKING 
UMIMATES squEAKS | 


LOCK-EASE © Graphited Lock Fluid 


Perfect rust-proof, frost-free protection for auto, 
household locks and padlocks. Nationally advertised 
4-oz. “drop or stream” can 49c. 


AMERICAN DRIPLESS OIL 


Penetrates fast—deep—-where ordinary oils can’t 
reach. Provides superior lubrication and rust pro- 
tection for appliances, tools, guns, etc. Nationally 
advertised “drop or stream” 4-oz. can 39c. 


DOOR-EASE © STICK LUBRICANT 


Prevents sticking and squeaking of doors, win- 
dows, drawers, etc. Clean and easy to use—like a 
crayon. Large size, 49c packed 6 to a display box; 
Universal, 19c size in counter display of 12. 


SIL-GLYDE © lubricating compound with Silicone 


A super-film strength, longer lasting, multi-use, 
miracle lubricant for auto, home and sports uses. 
Weatherproof—won’t freeze, gum or melt. Effective 
from 20° below zero to 400° F. above. In handy aero- 
sol can to easily lubricate hard-to-reach areas such 
as sticking metal and wood window channels and 
casement windows; eliminates squeaks on friction 
surfaces on cars, bicycles, skates, toys, tools; water- 
proofs boat and car ignition systems. Safe on rubber, 
metal, wood, plastic. 6-oz. aerosol in display of 12— 
$1.49 each. Also in 144-0z. bubble-packed tube—89c. 


See your supplier or write 
AMERICAN GREASE STICK COMPANY, 
MUSKEGON, MICHIGAN ee 
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N 0 W- seit your customers the finest 
Vinyl hose made... 


CASH IN on M-D’s quality-product rep- 
madi utation! Sell with pride—and greatest 
macmseeuend-sunican OD PROFITS—this Nationally Advertised 
Vinyl M-D Garden Hose that is 
of All!” You'll not only meet... you 
beat all competition when it comes to 
quality! 


10 YEAR GUARANTEE BACKED BY THE FAMOUS 
MACKLANBURG-DUNCAN NAME! 














= Extruded of finest 
quality pure virgin Vinyl! 


Fully tested to meet 
Gov’t. Specs. CS 209-57! 


WY solic brass full flow 
couplings! 


We avaitaie in %” and 
52” diameters .. . 25 ft., 50 ft., 
73 ft., and 100 ft. lengths. 


Order now! Take full advantage of quantity discounts 
with Spring Dating! Send for complete details today! 


——E———~ ~_ 


ie MACKLANBURG-DUNCAN CO.. BOX 1197, OKLAHOMA CITY, OKLA. 
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4. reasons why... 


YOULL SELL MORE GENERAL 





A revolutionary new fan! 


e Glides out to ventilate. Glides in to circulate— 
—or glides to any point for desired mixture of out- 
door and indoor air e Exclusive low silhouette— 
only 10% inches high. Permits complete privacy! 
e Three speeds! Installs with a screwdriver. 
Mounting equipment included. 


Powerful Local promotion 
program helps you sell! 


e Operation Hot-Spot—hard-hitting newspaper 
ads in your area when customers are hot for fans 
e Operation Tie-In—100 line dealer ads and radio 
spots with space and time for your price promo- 
tions e Big Merchandising Program e A Galaxy 
of Sales Promotion Material « Traffic-stopping 
displays for in-store and windows. 


AND ...a powerful sales clincher—the General 
Electric written warranty. 

Ask your distributor how YOU can get in on 
this powerful promotional program. 





The General Electric Trimline 
Ventoglide Filter Fan! 


PLUS—a truly efficient full inch-thick filter 
which removes all visible impurities including 
dirt, dust and pollen. And, best of all, this rugged 
General Electric filter is completely washable for 
years of use. No other window fan filter can 


match it. Model LW-1. $64.95* 





It’s a new complete line of FANS 


There’s an excitingly new, freshly styled General 
Electric fan for every cooling job—and every 
pocket, too (from $18.95 to $74.95.) 

They’ll turn over fast for bigger profits because 
they’re styled for sales and loaded with extras— 
and because your customers know and trust, 
General Electric’s quality and dependability. 


SEE YOUR DISTRIBUTOR FOR DETAILS! 














General Electric Company, Automatic Blanket & Fan Department, Bridgeport 2, Connecticut. 
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ELECTRIC FANS IN 1960! 








: 
4 
’ | 
; 
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New General Electric Custom 
Automatic 20" Filter Fan—W-15 


e Cools up to 5 rooms e Automatic ther- 
mostat, timer and signal light e Variable 
speed control and electrically reversible « 
Portable « Glass fiber filter « Adjustable 
Mounting Panel e« New Trimline styling. 
New Spruce Blue Color . $74.95* 


PLUS ... the New 


TRIMLINE PORTABLE AIR COOLER 


Pre-tested for a full year! In General Electric laboratories and in 
consumers’ homes. Your customers are assured of getting the 
tops in rugged, trouble-free evaporative cooling. Big water ca- 
pacity — Automatic thermostat— Pushbutton controls « 3-speed 
blower « Front view water level indicator e It’s a powerful fan 
—with a flick of the switch. Lovely fine furniture styling fits any 
decor. Spruce Blue. Model E1—$49.95*. E2 (shown) $59.95* 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


New 20-inch Portable Trimline Fan 
New Trimline styling! 
Exciting new colors! 


General Electric’s exciting new Trimline 
fans are styled crisp and modern—fit hap- 
pily into any decor. And, consumers will 
really go for the new Cool-as-Springtime 
color combination—Spruce Blue with con- 
trasting white grills. Model W-12 $39.95* 
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No. 21 ROUND NOSE CRESTOLOY PLIER ; 


CRESTOLOY MINIATURE PLIERS 
with precision-fitted 
BOX JOINTS* 


No. 22 SHORT CHAIN NOSE 
CRESTOLOY PLIER 


No. 622 LIGHT CHAIN NOSE, 
SIDE CUTTING CRESTOLOY 
PLIER 


ACTUAL SIZE 


No. 942 DIAGONAL: CUTTING 
CRESTOLOY PLIER 


Forged from CRESTOLOY Steel, these fine pliers 


e ie *Crescent has pioneered the de- 
have precision-fitted box joints that assure perfect jaw 


velopment of Box Joint Pliers in 
alignment and smooth operation under long, hard the United States. 


usage. Excellent balance, combined with broader 
handles reduces worker fatigue. All are electron- 
ically hardened. Cutting pliers have tested edges. 
Finished with polished heads and gun metal 
handles. — 





Sign of lhe Cfrlisan 
Syn of Excdllence 
Sold by hardware ~ 
dealers and indus- 
trial distributors 
everywhere. 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 
CRESCENT TOQOL COMPANY, JAMESTOWN, NEW YOR K 
Want more facts? Circle 192, p. 183 
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Dependable they're All Yours 


Turnover when you 
STOCK and SELL the 


SIMONDS Quality LINE 


The Simonds Hardware Line, well-known for 
years to Jobbers and Retailers for its high quality 
and ready customer acceptance, offers even greater 
value and profit opportunities now with the recent 
addition of popular price Chrome Plated Si-Clone 
Circular Saws (the most complete line on the market) 
and the special design Rotary Mower and Garden 
Tool File.. Both of these items have popular appeal, 
a tremendous market potential (over 13 million 
rotary mowers alone are now in use), and are offered 
to you at the full hardware discount. 





Get the complete story on all items in 
Simonds high quality Hardware Line 
from the Branch Office and Warehouse 
nearest you. 





a “RED END” HACKSAWS ROTARY MOWER 
CHROME-PLATE SI-CLONE SAWS | & GARDEN TOOL FILES 











BUCKSAW BLADES “RED CIRCLE” SHANKS 


“CROSS-CUT” SAWS AND | “BLUE-TIP"’ BITS & 


§ 


— LP 





i —_ 





“RED TANG” 


oan r SIMONDS” 


Factory Branches in Boston, Chicago, Shreveport, la., San Francisco and Portland, Oregon | SAW AN D STEEL C O. | 
Canadian Factory in Montreol, Que., Simonds Divisions: Simonds Steel Mill, Lockport, N.Y. —— —— 
Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvide, Que., Canada 


FITCHBURG, MASS 
Want more facts? Circle 193, p. 183 
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[UF KIN \eats the 


SPECIAL 
VALUE! 














| ; .| 
Li AR RRA | 


And these REGULAR X46 RED END® RULE MEZURMATIC® 
TAPE RULE W7210 


UWE KIN values ~~ — . 7 | Automatic rewind 
AZZ rules carry the name fas brings back the 

% Z RED END — proved if y blade at any de- 

by millions of users. © Mh »/ sired speed. Blade 
Select hardwood sec- * aa us stops instantly 
will be featured in tions; rustproof, triple-lock joints; solid when button is released, never 
brass strike plates; bold plastic-coated creeps. It’s on your Turnover 

markings. It’s on your Turnover Target. Target. Fill in for Hardware 

the POST ad spectacular: X46 extension rule, featured in POST ad. Week. W7210 4%” x 10’ White 
Clad®, featured in POST ad. 


at regular price 
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way for Hardware Week | 


exclusive POST ad spectacular 


LUFKIN is the only rule company among 
Hardware Week’s Basic 12 advertisers. 
These three Lufkin values will be adver- 
tised to The Saturday Evening Post’s mil- 
lions of readers during Hardware Week, 
the only measuring tools featured in the 
irha Hardware Week spectacular. 


with EXTRA advertising push 


You'll get that extra profit push from Lufkin’s 
supplementary Gold Key Value ads in BOTH 
Popular Mechanics and Mechanix Illustrated. Two 
full-page ads to break at the height of your 
Hardware Week promotion. 


with the TURNOVER TARGET 


Hardware Week is the industry’s all-time best 
business getter — a timely, sales-getting promo- 
tion backed by the leading names in hardware. 

Make sure the millions who see these Gold Key 
Values advertised in the POST find them on your 
Lufkin Turnover Target. If you haven’t heard 
from your wholesaler, DON’T WAIT... you 
can’t afford to miss these extra Hardware Week 
profits because you're not stocked up. The Lufkin 
Rule Company, Saginaw, Michigan. 


GET ON TARGET. CALL YOUR 
WHOLESALER TODAY AND STOCK UP 
WITH GOLD KEY VALUES 
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A SALE IS | 
THE MAKIN 


N 
G 


Every time one of your customers 


‘““‘hefts’’ a CHANNELLOCK 


No. 420, 


a sale is in the making. He'll like its pipe- 


wrench grip... its obvious all 


‘round use- 


fulness. And the odds are he'll tell you 
to wrap it up. Hundreds of thousands 
of hardware store customers do just 


that every year. 


Cash in on Channellock’s 


growing sales. Put these 
handy pliers out front where 
your customers can eye ’em 
and buy ’em. You'll like the 


extra profits. Let us send you 


- Our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 
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EASIER TO 
STOCK JUST ONE 
LINE OF PLIERS 
T'S PROFIT-WISE 
TO STOCK 
IMCL TE eee LINE 
® 


~~ 
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in 1960... WORTHINGTON OFFERS YO 
MORE WHOLESALER SERVICE! 


As a hardware retailer, you have the right to expect 
your wholesaler to help you sell more merchandise at 
greater profit. 


The Worthington dealer service program gives you 
today’s most efficient hardware merchandising assist- 
ance. It is administered by 143 salesmen, each averag- 
ing more than 20 years Worthington experience. 


HERE ARE SOME OF THE IMPORTANT SERVICES 
WORTHINGTON WILL GIVE YOU IN 1960! 
a 


The dest new products first. 


2. What you want when you want it. 
Prompt shipments. ‘‘Outs’’ reduced to a new minimum. 


. Careful packaging reduces your handling expense. 


. The industry’s most complete TURNOVER HANDBOOK. 
Basic NRHA recommendations are supplemented by Worthington records 
covering sales of over 5,000 retailers. 


. Liberal “‘dating”’ program. 

. Aid in training your sales staff. 

. Help on special promotions and displays . . . Hardware Week. 
. Advertising assistance. 

. Modern store layouts, stock arrangement and floor plans. 


. Merchandise shows . . . toy and gift exhibits at which you can select fast- 
selling items from a vast assortment of fine products. 
. . . plus friendly cooperation in the solution of any problem, large or small. 


If you are a Worthington cus- 

; f tomer, not fully using all of these 

ruRNOVER | | } services, ask your Worthington 
ee ae salesman about them — right 
away. Or, if you are not presently 

dealing with Worthington, we 

will be happy to outline how we 

can help you sell more at greater 

profit. Just write or phone W. D. 

Campbell, sales manager, today. 


The new Worthington Turnover Handbooks 
are factual, complete and easy to use. They 
will be issued in 7 volumes, first of which (tools, 
hand and power) is now ready for dealer use. 
Other volumes will be available soon. 


THE GEO. WORTHINGTON Co. 


CLEVELAND 1, OHIO 
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ONE SELLS THE OTHER! Prospects for fuel oil filters and 
furnace humidifiers are frequently one and the same. 


Combine these two profitable lines and one gets business 
for the other! 


FAST, PROFITABLE INSTALLATIONS! No complicated 
assembling or fitting — and no service. “call-backs’’. Gen- 
eral Humidifiers and Filters are trouble-free . . . each a 
leader in its field. 


SURE, YEARLY REPLACEMENTS! Easy, added profits from 
yearly replacements of General Filters Replacement Car- 


tridges (fit all leading filter makes!) and “Porous Weave” 
Evaporating Plates. 


tg90” 


S)  UMIDIFIER 


@ No float or 
ar pon 
leveling. 

@ “Porous Wea ve" 
plates resist 


ing 
Member of e pind solely 


The Humidifier by water 


Association pressure. 


HUMID 


IFIERS 
AND FILTE 


RS 


General Fuel Oil Filters and General “800” Furnace Humidifiers go “hand-in- 
hand” in sales—and profits. General Filter users are prime prospects for humidi- 
fiers—and vice versa. When you service one, recommend the other. Doubling up 


your sales effort saves time, service trips and money — makes handling 
GENERAL doubly profitable! 


Trov 
girratio®: 


GENERAL FILTERS, INC. 


Your Jobber Knows and Trusts Geacea€ 43800 Grand River Avenue 


Novi, Michigan 
He Stocks Both .. . How About You? 


IN CANADA: Canadian General Filters, Ltd, 39 Crockford Bivd., Scarborough, Ontario 
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Put this hard-hitting display to work for you 


Selling Unconditionally Guaranteed QUICK WEDGE 


SCREW-HOLDING screwdrivers 


Nationally Advertised in 8 National Magazines 


ORDER TODAY — We'll Invoice Your Jobber 





“Gerewdtvetng gg | _KEDMAN CO., 233 So. Sth West, Salt Lake City, Utah 
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.pOROUS MET, , 


oe og 


SELL THE TORCH 
THAT STAYS SOLD 


THE BIG DIFFERENCE is in the filter! . . . This new porous 

metal filter, used on all Clayton & Lambert torches, is your 

most important selling feature in LP torches. It cleans the 

gas as it burns . . . assures high, constant, even heat with 

SE easy thumb control. No plugged orifices! Once a man uses 
ene agar C&L torches, he'll never change to any other. Sell them 


= complete line for every torch need around home or shop. They stay 
sold... let you keep the profit . . . and the customer! 


Clayton G Lambert MANUFACTURING CO. * 1701 DIXIE HIGHWAY «+ LOUISVILLE, KY. 
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Newest addition to the 
fast growing CLEMSON STAR line! 


Pick up a ‘‘Copper Tang’’ quality file and examine it closely. One look 


now will tell you that this is a product of precision workmanship. Test it in a 
difficult application. You'll discover how scientific heat treatment has 


ava { la ble! toughened the teeth to make cutting easier and faster. Scrutinize it for 


defects. You won't find any. We inspect and test each file individually 


CLE WW Sy On before releasing it from the factory. Check CLEMSON’s complete line of 


quality files to discover for yourself how they're better built for better 


STAR eee 


And check the plentiful profit potentials of ‘‘Copper Tang’’ Files. Repeat 


sales insure rapid turnover...quick cash... steady business from 
satisfied customers. Outstanding performance is the best salesman ever 
to contact any market. . . and these quality files live up to all the high 
standards of performance set by other cutting tools in the fast growing, 
fast moving CLEMSON STAR quality line. 


Contact your local authorized CLEMSON STAR Wholesaler today. He’ll 


give you detailed information promptly on how new “‘Copper Tang”’ Files 
QUALITY FILES... can prove profitable in your operation. 


STAR files are a Clemson product. 


CLEMSON STAR 


CLEMSON BROS., INC. + Middietown, N. Y. 
METAL CUTTING PRODUCTS 
POWER HACK SAW BLADES « HAND HACK SAW BLADES « HACK SAW FRAMES 
BAND SAW BLADES « HOLE SAW BLADES « FILES « CLEMSON HAND MOWERS 
Want more facts? Circle 201, p. 183 A Want more facts? Circle 202, p. 183 > 
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Announcing the Ferry-Morse GRO-CART 


Brand-new money-maker! Nothing else like it on the market. It’s a big, deluxe 24” spreader... 
converts to a garden utility cart. It’s made of amazing new Marlex ...weighs only 7% pounds... 


can’t rust, corrode, dent, or tear clothing. Outlasts steel! No nuts or bolts! 


Spreads fertilizer, seed, salt, sand, and other 
granular materials! Because Gro-Cart can’t 
rust or corrode, it spreads any type of 
material with ease and precision. No 
nuts or bolts . . . no lubrication is needed! 


Adaptable for toting leaves, soil, clippings or 
cuttings! Gravel, stones won’t dent or chip 
finish. Big wheels, self-lubricating axle, 
making pushing or pulling heavy loads 
easy. Just hose it out to clean it! 


Precise Microjust handle! Operates with 
fingertip control! Just set the Microjust 
meter for the coarseness and type of 
material to be spread . . . it’s completely 
accurate, won’t go out of adjustment! 


A Trademark 


Light—Easy to store! Rugged, tough, yet it 
weighs only 7% lbs. . . . so light a child 
can hang it up to store it. And all corners 
and edges are smooth and rounded; there’s 
nothing to tear clothes or cut fingers. 


Amazing new wonder material 
developed by Phillips Petroleum 
Co. Withstands summer sun and 
winter cold. Can’t rust. Colors 
are actually molded into the ma- 
terial... can’t chip or peel. 


*Used as Trademark 


Big ticket—Big discount! Big profit 
for you, because Gro-Cart is a com- 
pletely new, unique aid to gardening 
with the extra value that develops 
loyal customers for you! 


AND HERE’S WHAT HELPS YOU SELL => 





FERRY- , 
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Now! Something Really New! 


...engineered for gardening pleasure 
by the Ferry-Morse Seed Co. 


LIFT 
& LOOK! 


Cuaranteed 
To Grow! 


TOMATO 
fee mecamt « F) 


PETUNIA ““Laer" 
2S oe 


- ary’ 
FERRY'S SEEDS 


PACKET SEEDS 


Ferry’s Seeds are the most popular garden 
seeds in the nation! Every flower and 
vegetable variety is specially selected for 
local preferences and growing conditions! 


AND NOW... 


FERRY-MORSE 
SPREADS THE NEWS! 


...about the hottest line 
in the garden supply business! 


Full-page, full-color ads in The Saturday Evening Post 
and Sunset sell the Ferry-Morse line to an audience of 
116 million! Multiple newspaper insertions in the top 
50 gardening markets have a readership of 37,350,000! 


steer 
@eoew 


LAWN SEED 


Ferry-Morse Lawn Seed ... Formula- 
blends for every purpose! Professional 
includes the new Ferry-Morse Newport 
Kentucky Blue Grass, *C-1 Strain! 


FERRY-mMoRSE GRO-CART 


. The sensational new spreader-cart 
that’s built to last a lifetime! 


The Ferry-Morse man is heading your way. 
Don’t buy any spreader till you see him! 


SEED CO. 


DETROIT, MICHIGAN ¢ FULTON, KENTUCKY 
MOUNTAIN VIEW, CALIFORNIA 
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CRAX SPOT 


Snow White 


@EASY TO USE 
@WON’T DISCOLOR 
@ MAY BE PAINTED OVER 
@ STAYS RUBBERY HARD 
@ WATER RESISTANT 


Crax-Spot is a beautiful, white plastic compound especially made 

to fill unsightly cracks which develop around plumbing fixtures 

and in plastered walls. 

Crax-Spot will stick to any clean surface making a neat, per- © 8 

manent seal and stays rubbery hard to withstand the flexing /g NOTH KALEP 
that usually takes place in such areas. TTA : 
Crax-Spot’s applicator spout on the tube makes use easy. Bk as 
Simply squeeze directly from tube to crack or joint to be 

sealed and smooth with moistened finger if necessary. 





AROUND SINKS GROUTING OR AROUND TUBS . SMALL WALL 


a ew REPLACING TILE CRACKS 
: — 1 
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Packed 24 individually and attractively Tear-strip carton makes two convenient 
boxed four ounce tubes to a carton. one dozen display trays. 


F.O.B. Detroit. Suggested retail price 79 cents. 
(Generous dealer discount) 


®) PLASTIC PRODUCTS COMPANY Main Office and Laboratory 
6453 Georgia Ave. + Detroit 11, Mich. 
NN Le RARER eS ARMARRIRRS MM 
Factories: Detroit « Chicago © Jersey City « Richmond, Va. 
Manufacturing Subsidiaries : Oakland « New Orleans « Kansas City « Tampa ¢ Toronto 
< Want more facts? Circle 202, p. 183 Want more facts? Circle 203, p. 183 A 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 183, and mail 


Item 1 
Set of small garden tools 


Here’s a boxed set of four popu- 
lar small garden tools. This Union 
Fork set includes a regular trowel, 
transplanting trowel, lawn weeder 
and claw cultivator. These tools 
have chromed heads and cushion- 
grip handles of vinyl plastic. The 


trowels have a drop shank pattern. 
Set retails for $4.59. Union Fork & 
Hoe Co., Dept. HA, Columbus 15, 
Ohio. 


Item 2 


Moth proofing rug shampoo 
Bissell’s new moth proofing rug 

shampoo guarantees four months 

of prevention against moth dam- 
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age. This new cleaner won’t burn 
a carpet nap or dry out the lano- 
lin in the weave. It comes in two 
sizes packed in unbreakable bot- 
tles. A 22-oz bottle retails for $2.49 
and the %-gal size retails for 
$4.98. Bissell, Inc., Dept. HA, Grand 
Rapids, Mich. 


Item 3 
New hand hacksaw blades 
Silver Streak, a new high-speed 
hand hacksaw blade, is useful for 
all cutting applications where a 
tungsten blade is not required. 
These Atkins’ blades, which have 
durable cutting edges, are a com- 
panion line to the Silver Streak 
tungsten blades. A compact self- 


service hacksaw display carries an 
assortment of hacksaw frames and 
150 blades including Silver Streak, 
Silver Steel Tungsten and Stand- 
ard blades. Space is provided for 


prices and product information 
panels. Atkins Saw Div., Borg- 
Warner Corp., Dept. HA, Indian- 
apolis, Ind. 


Item 4 
5-pe cooking utensil kit 


Five basic utensils for preparing 
meals in camps, trailers and boats 
are included in Revere’s Patriot 
Ware compact cooking kit. This 
stainless steel heat-lined set con- 
tains a 3-qt covered sauce pan, 





Here is a quick Check 
List of items described 
in the following pages 


144-qt covered sauce pan, 10-in. 
skillet, stainless steel trivet and 
three detachable handles. A deep- 
dome cover doubles as a 5-qt mix- 
ing bowl and dishpan. These uten- 


sils nest in less than one cubic foot 
and the cover has a carrying han- 
dle. Kit retails for $34.95. Revere 
Copper & Brass, Inc., Dept. HA, 
230 Park Ave., New York 17, N. Y. 


Item 5 
Galvanized ware display 


You can solve the problem of 
how to move bulky galvanized ware 
items to outside display areas with 
this Jones & Laughlin mobile mer- 
chandiser for 20 items. The unit 
is on wheels so it can be pushed 
easily. It is 60 in. long, 71 in. high 
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and 18 in. deep. With an order of 
$100 of J&L galvanized ware the 
unit costs $15 and with an order 
of $200 it costs you $10.. Jones & 
Laughlin Steel Corp., Dept. HA, 
3 Gateway Center, Pittsburgh 30, 
Co. 


Item 6 
Portable outdoor gas stove 


Camping groups and sportsmen 
are traffic for Knapp-Monarch’s 
double burner LP gas stove. This 
stove folds into a luggage-type case 
and weighs about 9 lb. Recessed 


burners and hinged windshields in- 
sure steady flames in high outdoor 
winds. Four LP Gas Insta-Lite fuel 
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refills are enough to cook 72 meals. 
There is a reflector under each 
burner and the unit has large stove 
burner control knobs. Retails for 
$19.95. Knapp-Monarch Co., Dept. 
HA, 3501 Bent Ave., St. Louis 16, 
Mo. 


Item 7 
Floor washer-rug cleaner 


Shetland’s automatic dispensing 
floor-washing vacuum cleaner com- 
‘bines two functions in one light- 
weight appliance. This unit dis- 


penses wash solution to the floor 
automatically and washes floors 
clean with brush and sponge. It 
picks up wash solution and rinses 
floor with flushing of clean water 
automatically. Rinse water is 
picked up and floor is air-dried. It 
provides deep-cleaning and vacuum- 
ing of rugs and floors. Retails for 
$59.95. Shetland Co., Dept. HA, 
Salem, Mass. 


Item 8 
24-in. riding mower models 


Two drive systems are available 
for the 1960 line of Rugg-Ed 
Riders. Model 40D-0 has a separate 
blade clutch that disengages the 
blade over a low curb or paved area 
and Model 30A-0 has a direct drive 
for drive and blade. Other features 
on both models are: forward and 
reverse chain drive with no gear 
box, semi-pneumatic, cross-lug tire 
tread and rounded shoulders. Rugg- 
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Ed Riders have a 4-cycle, 342-hp 
Clinton engine, recoil starter and 
single control for choke and 
throttle. Both models provide a 24- 
in. rotary cut adjustable from 1% 
to 2% in. heights. E. T. Rugg Co., 
Dept. HA, Newark, Ohio. 


Item 9? 
Heavy gauge plastic bags 


This line of sandwich, garbage 
and household bags is made of 
heavy gauge plastic. Kordite’s 


sandwich bags keep food fresh and 
can be reused. Garbage bags have 
wet strength and are odorproof. 
Large all-purpose bags in the line 
are handy for storage and clothing. 
A free display merchandiser is 
packed in every case of the new 
plastic bag line. A consumer pre- 
mium offer of stainless steel 
kitchen tools is included in each 
package of bags. Resale Products 
Div., Kordite Co., Dept. HA, Mace- 
don, N. Y. 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item 10 
Anti-rust paint assortment 


Five new Du Pont anti-rust 
paints are available in a starter 
assortment for less than $50. A 
free counter rack is included. The 
line has one paint for damp-proof 
priming of rusted metal, another 
primer for clean steel, tin and 
aluminum and a third for galvan- 
ized and copper surfaces. Two fin- 


ishes include a wrought iron black 
and a chrome finish aluminum. 
Du Pont Finishes Div., E. I. Du 
Pont de Nemours & Co., Dept. HA, 
Wilmington, Del. 


Item 11 
Finishing sander special 

Biack & Decker Dust-Less Fin- 
ishing Sander removes dust as it is 
created. Model No. 43 has an or- 
bital action, a plastic dust collect- 


ing skirt and a 5-ft plastic hose 
attachment for vacuum cleaners. 
This unit keeps the working sur- 
face clean, abrasive paper sharp 
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and speeds up finish sanding op- 
erations. It regularly retails for 
$45.95 and has a special Hardware 
Week price of $39.95. Black & 
Decker Mfg. Co., Dept. HA, Tow- 
son 4, Md. 


Item 12 
Assorted springs, cabinet 


You can get a steel cabinet with 
three drawers and 48 compart- 
ments plus a steel spring selector 
board free with the purchase of 525 


assorted springs. Your cost is 
$39.98. You get a return of 
$138.55. The Select-A-Spring Util- 
ity assortment has springs for au- 
tomotive, marine and appliance ap- 
plications. Select-A-Spring Corp., 
Dept. HA, 61 E. 11th St., New 
York 3, N. Y. 


Item 13 
improved contour scraper 


Hobbyists who are looking for a 
tool to aid easy removal of old fin- 


ro 


ishes from difficult places will want 
the Shape-Skrape, an improved 
contour scraper. This tool has six 
quick-change blades that attach to 
a Bakelite handle. These blades fit 
into corners, grooves and concave 
surfaces. Shape Skrapes come in 
individual boxes with cut-out dis- 
play tops and retail for $1.98. Con- 
necticut Valley Mfg. Co., Dept. HA, 
Centerbrook 7, Conn. 


Item 14 
7-pc kitchen canister set 


These Pagoda Ensembles by Bur- 
roughs besides being useful kitchen 
canisters are also useful as planters 
and containers for other purposes. 
The set consists of four canisters, 
a salt and pepper set and a cookie 
jar. Each styrene piece has a 
pagoda-like cover, an ebony base 
and an oriental design in gold 
stamping. Comes in red, green, or 


ivory. The set retails for $4.98. 
Burroughs Mfg. Corp., Dept. HA, 
3550 Tyburn St., Los Angeles 65, 
Calif. 


Item 15 
Masking paper-adhesive tape 


Here’s a new masking paper and 
adhesive tape combined for paint 
separation jobs where speed, ac- 
curacy and extreme care and clean- 
liness are needed. Strip-Shield con- 
sists of a roll of heavy-bodied pa- 
per 8 in. x 30 ft. It has an adhesive 





tape on the long edge for easy ap- 
plication to any surface. This prod- 
uct also comes in 8 in. x 90 ft 
length. Each size comes in an indi- 
vidual container that has its own 
metal cutting edge. Leonard Co., 
Dept. HA, 506 Third St., Des 
Moines, lowa. 


Item 16 
Three-piece set of scoops 


Lustro-Ware’s new 3-pe Scoop 
Set features high sides for maxi- 


mum volume and a tapered spout 
for easy pouring. Comes in a cup 
size, 1/3 cup size and a one table- 
spoon size. These scoops are made 
of colorful polystyrene and have 
holes in the handles for hanging. A 
set comes in a polyethylene bag and 
retails for 29¢. They are also avail- 
able individually retailing at 15¢, 
10¢ and 5¢ each. Colors are red, 
yellow, white and pink. Columbus 
Plastic Products, Dept. HA, Colum- 
bus 23, Ohio. 


Item 17 
98¢ vacuum bottle holder 


Long distance car or truck 
drivers are traffic for this Thermos 
brand car seat vacuum bottle 
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holder. This holder slips between 
the cushions of car seats and holds 
any size Thermos vacuum bottle 
upright for safe and convenient 
transport. It is made of plastic and 
comes in an illustrative carton. 
Comes 12 to a shipping carton and 
retails at 98¢ each. American 
Thermos Products Co., Dept. HA, 
Norwich, Conn. 


Item 18 
Three mixing bowls in set 


These Colonial Kitchen mixing 
bowls from Anchor Hocking come 
in a three-piece Anchorwhite decor- 
ated set. The bowls in this set, re- 
tailing for $1.69, come with bands 
of yellow, turquoise and coral. 
Eight sets come nested in a ship- 
ping carton. This Colonia] Kitchen 
set without the color bands is avail- 
able in Jade-ite and Anchorwhite 


for about 98¢. All bowls are avail- 
able in open stock. Anchor Hocking 
Glass Corp., Dept. HA, Lancaster, 
Ohio. 
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Item 19 
Two lightweight chain saws 


A 3-hp Apache chain saw and a 
3144-hp Sioux chain saw have been 
added to the 1960 Indian chain saw 
line. The Apache model lists from 
$126.50 and weighs 20 lb. It comes 


in Indian Red. Two 5-hp saws and 
a 614-hp model complete the Big 
Five Indian family line. Indian 
Chain Saws, Division of Almart, 
Inc., Dept. HA, 100 N. East St., 
Crystal Lake, Iil. 


Item 20 
Safety kit for power tools 

A safety kit with two guards is 
available for radial arm power 


> 


tools. These DeWalt guards are for 
straight grinding, buffing and wire 
wheels up to 6-in. diameters and 
also for cup wheels up to 4-in. 
diameters. The guards fit over the 


wheel, and are clamped to the 
motor end bell by using the motor 
stud and wing nut. A kit includes 
one guard bracket, two guard 


shrouds, one tool rest assembly and 
hardware. Kit retails for $9.95. 
DeWalt Div., American Machine & 
Foundry Co., Dept. HA, Lancaster, 
Pa. 


Item 21 
Fast-acting brush cleaner 


Zip-Kleen, a fast-acting brush 
cleaner, thoroughly cleans hard or 
soft brushes and leaves bristles 
like new. It will clean all bristle and 
nylon brushes that have been used 
in paint, enamel, varnish, lacquer 
and shellac. This cleaner has a pine 
oil base, is not harmful to hands 
and can be reused. Comes in pints, 
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quarts and gallons, retailing for 
75¢, $1.19 and $3.99. Star Bronze 
Co., Dept. HA, 803 Mahoning Ave., 
Alliance, Ohio. 


Item 22 
Lockset with color inserts 


Style-conscious homemakers and 
decorators are traffic for these new 
color knobs on Challenger lock- 
sets. Contrasting and complimen- 
tary color combinations can be 
made by replacing inserts in the 
knob’s face. Other combinations 
are possible with variations in 





NOW! each EVANS POCKET TAPE 
comes packaged in 
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PAK ” 


i THE GREATEST IDEA FOR PACKAGING 
7 = AND MERCHANDISING IN YEARS! 
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“HOLSTER-PAK”, the greatest merchandising ad- Be : 
vancement in packaging of the decade, is the perfect = HOLSTER -~Power-Tape~ 
blend of product, package, promotion, and utility. This Pa | 
sturdy leatherette tape-holster clips on the belt and in HOLSTER-PAK 
keeps the tape handy on the job at all times. Your with ‘BELT CLF 
customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 























RULE CO. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
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roses available in brass, bronze or 
aluminum finishes. These color 
knobs are made of Delrin, a color- 
fast product that won’t stain, peel 
or rust. The knobs fit the Chal- 
lenger 900 Series locksets. Chal- 
lenger Lock Co., Dept. HA, 2349 W. 
La Palma, Anaheim, Calif. 


Item 23 
Immersible coffee-maker 


Here’s an 8-cup Universal Coffee- 
matic coffee-maker that’s immersi- 
ble. This automatic unit is part of 
Landers’ Go Like ’60 promotion. 
The unit is made of chrome on cop- 





The NEW Edward Porta-Gasoline-Cans 


EASIER TO CARRY...EASIER TO POUR 
EASIEST TO STORE! 


Properly balanced for carrying. The right shape to fit car 
trunks, tool sheds and garage corners without wasting space. 
The safest gas can made .. . lower center of gravity prevents 
knocking over. Complete with Air Vent and Filter Screen. 
Available in extra-capacity 5-qt. Model No. 548 ideal for 
mixing outboard motor fuel and the 214-gal. Model No. 550. 


Write for complete details. 


Edward CAN COMPANY 


6260 North Northwest Highway, Chicago 31, illinois 
Want more facts? Circle 205, p. 183 
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per and it has a sealed-in heating 
unit. It keeps coffee at serving 
temperature without increasing the 
strength. Retails for $19.95. Lan- 
ders, Frary & Clark, Dept. HA, 
New Britain, Conn. 


Item 24 
Ball cock counter display 


You can promote the sale of 
Fluidmaster Model 400 stainless 
steel ball cocks with this free 


counter display. A large color photo 
highlights the improved offset con- 
centric cup now standard on Model 
400 units. Advantages are listed 
on the front. On the back of the 
display is a chart indicating size of 
units needed in toilet tanks. Fluid- 
master, Inc., Dept. HA, Anaheim, 
Calif. 


Item 25 
13 mowers in 1960 line 


Thirteen lawn mower models are 
included in the 1960 Eclipse line. 
Cutting heights on 22-in. and 20- 
in. rotary mowers are easily ad- 
justed from settings of 14% in. to 
314 in. On riding models the mower 
housing is raised or lowered to ad- 
just to heights from 1% to 3% in. 
The 26-in. Ranger riding model, 





shown, has a 5%4-hp. engine and 
has two forward speeds and one 
reverse. It can mow up to 5% acres 


a day. These mowers have 4-cycle 
engines with recoil starters. Eclipse 
Lawn Mower Co., Dept. HA, 
Prophetstown, Ill. 


Item 26 
Line of five utility vises 


Here’s a new line of Stanley- 
Yankee utility vises. No. 992A, 
shown, and 993A are useful for 
drill presses, milling machines, 
grinders and other machines. These 
vises have removable swivel jaws 
and are dovetail cut for use with 
a swivel base or swivel-tilt base. 
No. 992A has a jaw width and 
opening of 2%4 in. Other models 
include a general purpose vise with 


' 


4 in. jaws and a swivel vise in two 
sizes for benches or machines. 
Stanley Tools Div., Stanley Works, 
Dept. HA, New Britain, Conn. 


Item 27 
Copper, brass tubing tools 


Copper and brass tubing tools 
have been added to the Toledo line 
of hand and power pipe tools. Now 


available in the new line are four 
cutters for hard or soft copper, 
brass, aluminum, block tin and 
lead tubing. Six flaring tools are 
included. A combination flaring and 
swaging tool, with four swage 
adapters, and a regular swaging 
tool are available. Seven lever-type 
tube benders, a set of five spring 
benders and an inner and outer 
reamer are also included in this 
line. Toledo Pipe Threading Ma- 
chine Co., Dept. HA, Toledo, Ohio. 


Item 28 
102 popular-sized hand tools 


Vichek’s Grab Bag, listed as Item 
No. 3559, contains 102 popular- 
sized tools retailing for 49¢ each. 
A sturdy box, easily converted 
from shipping carton to counter 
display, holds the assortment and 
a price card. Included are 34 open 
end wrenches, 22 box wrenches, 28 
combination wrenches and 18 six- 
in. combination pliers. This Grab 
Bag retails for $49.98 and returns 
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The last word in round-the-clock 
SECURITY...for home or business 
-- recommend TAYLOR Jimmy- 
Proof Locks. Approved by In- 
surance Companies. 


IMMY- 
ROOF 


LOCKS 


Single Cylinder 
No. 888 


Double Cylinder ON TAYLOR LOCK 


TAYLOR LOCK COMPANY, PHILADELPHIA 32, PA. 


MFRS. OF NIGHT LATCHES, PADLOCKS, DOOR KNOBS, KEY BLANKS AND BUILDERS’ HARDWARE SINCE 1922 
Want more facts? Circle 206, p. 183 
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GLENVALE 
BALL COCKS 


“TOp Brass” 
Talabani al. 


Quiet — Long Lasting 
Simple Design 


Meet All Federal 
Specifications’ 


Performance Tested 
For 10 to 200 Lbs. 
Pressure 


Regular +GP-99 
Anti-Siphon +GP-10 


New simplified Glen- 
vale design lasts longer 
— operates quietly — 
and assures a positive 
seal. You'll find Glen- 
vale brass alloy ball 
cocks prove out suc- 
cessfully in every in- 
Stallation. Sold by 
leading jobbers every- 
where. 
€ 


PACKAGED COMPLETE 
READY TO INSTALL 
. 

FIT PRACTICALLY ALL 
TANKS 
© 


ASK YOUR JOBBER 
FOR FREE DISPLAY 


Gienvar€ 


PRODUCTS DIVISION 
Hoover Bali & Bearing Co. 
MALVERN, ARKANSAS 


91 _ 
Want more facts? Circle 207, p. 183 
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a $15.43 profit for you. Vichel: 
Tool Co., Dept. HA, 8001 E. 87th 
St., Cleveland 4, Ohio. 


Item 29 
24-in. self-propelled mower 
Premium self - propelled mowers 
come in a 22-in. cutting width 
model and a 24-in. model, shown. 
They have 3-hp engines with im- 
pulse-type starters. Underside of 
heavy-gauge steel deck is baffled 


with a steel ring. These mowers can 
be turned or stopped by holding 
back on the handles without de- 
clutching. Cutting height is adjust- 
able without tools. Great Lakes 
Tractor Co., Dept. HA, 510 Hanna 
Bldg., Cleveland 15, Ohio. 


Item 30 
Display for rug cleaners 


A Roller-matic sweeper and a 
Carpeteer rug -cleaning applicator 
can be hung from Wagner’s T- 
shaped unit. They can also be rested 


against two bars on either side of 
this 5 x 3 x 1% ft display stand. 
Two literature racks are included. 
A circular sign on the display 











swings backward and _ forward, 
powered by a battery-driven motor. 
EF’. R. Wagner Mfg. Co., Dept. HA, 
L611 N. 32nd St., Milwaukee 9, Wis. 


Item 31 
Steel picnic table frame 

Here’s a new picnic table frame 
that knocks down or reassembles in 
30 seconds with use of a special 
KD-Brace system. This system al- 
lows all sections to detach com- 
pletely for easy handling and 
storage. The KD-Brace grips the 
steel frames only and doesn’t fasten 
to table top or seats. It is made of 
1144-in. tubular steel. Only steel 
frames and bracing are supplied 
and you supply the lumber. Sales 
aids include miniature model tables. 


Model 101 picnic table frame is 
shown. Eddy Enterprises, Inc., 
Dept. HA, 957 Dixwell Ave., New 
Haven, Conn. 





Item 32 
Display for plastic tape 


This counter display carton holds 
12 packs of Tape-Seal, a plastic 


tape for sealing threaded pipe con- 
nections. Individual boxes hold '% 
in-wide tape in rolls of 250, 500 or 
1000 inches. The same carton dis- 
plays 36 card-type packets, each 
containing 70 in. of % in.-wide 
tape. Friesland Plastics Co., Dept. 
HA, Friesland, Wis. 


Item 33 

Wood repairer display unit 
Less than one square foot of 

counter space is needed to display 


WUUUB LER LL 


PUTTY PENCIL 





72 Magic Woodblend Putty Pencils 
in 12 assorted shades. This per- 
manent plastic counter display is 
free when you order the No. 150 
Magic Woodblend assortment of 6 
doz. putty pencils. Magic Iron Ce- 
ment Co., Dept. HA, 5403 Bower 
Ave., Cleveland 27, Ohio. 


Item 34 
Sheeting, framing hammer 


Estwing’s Supreme sheeting and 
framing hammer is 16 in. long and 
has a 22-o0z head. Its scored face 


| 

| Write today for your 
free copy of Catalog 
No. A-400. 


. . + from airplane hangar door equipment to vanishing 
door hardware, R-W offérs literally hundreds of top- 
quality standard and specialty hardware products. Some 
you will want to stock because of their fast turn-over . . . 
others you will want to buy only on special customer 
requests. In either case, your R-W Hardware Catalog 
offers you a complete line of “profit-plus” hardware 
specialties ... items that could earn you many dollars 
of “added-profits” each year. 


Richards-Wilcox 


MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 
310 W. THIRD ST. * AURORA, ILL. © Branches in all Principal Cities 
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home repair and 
decorating needs 


Dexall 





the complete line of paint sundries! 


You get easier paint-sundry sales because this de luxe 
merchandiser puts every product in view—builds self- 
service sales and profits fast. Single nearby source keeps 
your inventory at peak efficiency. Place one order— 
save on freight costs. Full 40% profit every sale—rapid 
turnover, too. 


New Dexall products are distributed by The Sherwin- 
Williams’ Co., Cleveland. Acme Quality Paints, Inc., 
Detroit. John Lucas & Co., Inc., Philadelphia. W. W. 
Lawrence & Co., Pittsburgh. The Martin-Senour Co., 
Chicago. The Lowe Bros. Co., Dayton. Rogers Paint 
Products, Inc., Detroit. Write your nearest distributor 
for details. 





DESHLER PRODUCTS, INC., Deshler, Ohio 
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110 to 550 Volts, AC or DC. Retails 
for $1. Hahn Co., Dept. HA, 2311 
Fox Hills Drive, Los Angeles 64, 
Calif. 


Item 36 
Circular barbecue covers 


Parvin’s brazier cover is made of 
a heavy vinyl-coated fabric that re- 


Item 35 
Tester for current sources 


You and your customers can test 
all current sources by direct con- 
tact with this new one-hand oper- 
ated tester. If outlets, appliances, 
switch, spark plugs, ignition coils 
are live, the tester lights up. It in- 
dicates which side is live and which 
is grounded. The unit tests from 


prevents glancing blows and elimi- 
nates bent or flying nails. A nylon- 
vinyl deep cushion grip is molded 
to the steel shank and won’t loosen 
or wear out. The E3-22SM, with 
scored face, lists for $6.35; E3-22S, 


‘ ; sists deterioration from sun, rain 
with plain face, lists for $5.55; a 


and mildew. It is 27 in. in diameter 


14-in. hammer with scored face, 
E3-22SMR, retails for $6.30. Est- 
wing Mfg. Co., Dept HA, Rockford, 
Tu. 
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and comes with a skirt 27 in. deep, 
shown, or 18 in. deep. They fit all 
standard circular barbecue units 
including hooded models. Model 





New Dexall Patching Paste 
— Ready-mixed, smooth- 
finish, spackling com- 
pound. 


New Dexall Glazing Com- 
pound — For wood or 
metal sash. Remains elas- 


tic, will not crack. 





New Dexall Tack-Rag — 
One wipe picks up dirt and 
dust. Marvelous aid to fine 
painting. 


New Dexalli Wood Bleach 
— Fast working, easy to 
use — for fine furniture 
refinishing 


a 
New Dexal!l Hold-Tite Glue 
— Tremendously strong 
white glue. All-purpose, 
dries clear. Squeeze bottle. 


New Dexall Wood Patch — 
Actual wood, nonshrinking, 
in paste form. Six natural 


wood colors. 


New Dexal!l Preparite — 
Liquid sanding aid quickly 
cleans and dulls enameled 
and varnished surfaces. 


Want more facts? Circle 209, p. 183 


New Dexal! Anti-Rust Lu- 
bricating Oil — Aerosol- 
packaged, high-quality oil 
for hard-to-reach places. 





shown retails for $3.98. Cover with 
an 18-in. skirt retails for $2.98. 
Both items are individually pack- 
aged. Parvin Mfg. Co., Dept. HA, 
1149 S. San Pedro St., Los Angeles 
15, Calif. 


item 37 
Portable electric humidifier 


A portable electric atomizing 
humidifier, called the Model 50 


ne 


Mistalator, has been added to the 
Skuttle line. It operates on an aero- 
sol principle. Water is atomized at 
the rate of one pint per hour. Areas 


up to 8000 cu ft are humidified. The 
Mistalator can be plugged into any 
electrical outlet in the home. Its 
polished aluminum and _ stainless 
steel container holds five quarts of 
water. Retail price is $69.95. 
Skuttle Mfg. Co., Dept. HA, Mil- 
ford, Mich. 


Item 38 

Combination home bar tool 
This combination Bar Caddy 

contains five tools for the home bar 


in one handy instrument. Included 
in the tool are a muddler, ice 


crusher, jigger, corkscrew and bot- 
tle opener. Six of these Irvin items 
come in a counter merchandiser 
and retail for $1.98 each. Irvin 
Ware Co., Dept. HA, 48-30 38th 
St., Long Island City, N. Y. 


Item 39 


Non-poisonous pool cleaner 


Quickee’s Liquid Kleen-Pool is a 
non-poisonous algaecide for clean- 





ne 


ing and purifying home wading or 


swimming pools. This formula 
keeps water clean economically 
without frequent water changes 
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and pool scrubbing. It stops the 
growth of slime-producing algae. 
Kleen-Pool comes in an 8-oz plastic 
bottle that retails for $1.49. One 
bottle contains enough liquid algae- 
cide for a season’s use. Quickee 
Products, Inc., Dept. HA, Yonkers, 
N. Y. 


Item 40 
35-cup capacity percolator 


This party-size chrome coffee 
maker, shown, brews from 10 to 35 





cups at a time and it keeps the cof- 
fee hot enough to serve. Mirro- 
Matic’s automatic unit has a button 
that lights when coffee is done. 
Self-measuring marks on the per- 
colator and coffee basket show 
amount of coffee to use. Retails for 
$34.95. Mirro Aluminum Co., Dept. 
HA, Manitowoc, Wis. 


Item 41 
Shallow-well water systems 


Here’s an economy line of shal- 
low-well jet water systems called 
the Econo-Pump. This Barnes 
model includes a shallow well ejec- 
tor for high capacity performance 
where the suction lift is 25 ft or 
less. Capacities of the 14-hp and 
1/3-hp models range to 525 gph 
and 900 gph at 10-ft suction lift. 
These units can be easily serviced. 
Other features are baffled air sepa- 
ration chamber, multi-vane diffuser 
and a U-Cup impeller seal. The 
complete packaged units are avail- 
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able mounted on a 30-gal tank, 
shown, and with 42, 13 or 2-gal 
tanks or basemounted. Barnes Mfg. 
Co., Dept. HA, Mansfield, Ohio. 


Item 42 
Portable dish drainer 

Here’s a dish drainer that holds 
dishes from a meal for a family of 
four. Artistic’s No. 109 portable 
drainer can be used to carry dishes 
to the table or can be stored with 
dishes in a kitchen cabinet. The 


unit is 17 x 11% x 5% in. Six 
units come in a carton. Artistic 
Wire Products Co., Dept. HA, East 
Hampton, Conn. 


Item 43 
Replaceable tips on hammer 


Vaco’s soft face hammer has 
three interchangeable, screw-in re- 
placeable tips. The hammer is 12%4 


in. long with a 45% in. head includ-- 


ing tips. Tips are for medium, 


tough and extra tough work. The 
hammerhead is of plastic and is 
shot-loaded. Other features are a 
fiber glass shaft and cushion grip 
handle. Retails for $4.75. Vaco 
Products Co., Dept. HA, 317 E. 
Ontario St., Chicago 11, Ill. 


Item 44 
Garden products center 


You can set up this Nichols dis- 
play center for garden products in 
less than a minute. A _ colorful 


(a 
: fe Pivcrcakes T0880 248i ae 
x ; : we. 


back display shows installations of 
Grass Stop and Flower Fabric. 
This display is free if you stock 
Nichols aluminum garden products. 
Nichols Wire & Aluminum Co., 
Dept. HA, Davenport, Iowa. 


Item 45 
Lightweight rail for bed 


Cal-Dak’s bed rail converts any 
bed into a safe crib or junior bed 
for home or travel. It’s lightweight 
and easy to install. Rubber-tipped, 
tubular steel bars slide under the 
mattress to hold firmly in place. It 
is 40 in. long and 13% in. high 
with three closely-spaced bars. Unit 
folds flat and is finished in a bronze 
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BRUSHES PUT PROFIT 
IN THE PICTURE > 
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ii ‘aR lf you feel a ringing cash register makes the prettiest sound in the world; 
9: a healthy profit-and-loss sheet the most beautiful picture possible; then 
“@- NATIONAL Brushes are for you. You pocket more profits with less work 
; through NATIONAL’S exc'usive P-D-M-A program: Packaging for more 
appeal; Design for more usefulness; Merchandising for more point-of-display 
sales; Advertising for more demand. Want to know more? Contact your 


NATIONAL jobber. He'll fill in the picture with full details on the new, 
exciting NATIONAL Brushes for 1960. 
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tone. The rail can be used singly or 
in pairs. Retail price is $2.95 each. 
Cal-Dak Co., Dept. HA, 2525 Mili- 
tary Ave., Los Angeles, Calif. 


Item 46 
Lubricant products deal 


An introductory package deal on 
Smash, a new fast-acting penetrat- 
ing oil and rust solvent, is available 
from Panef. A Smash display card 
with 12 tubes worth $4.68 is free 


~* 


with each order of one 12 unit dis- 
play each of Lub-A-Lite, Lub-A- 
Graph, Lub-A-Spray and Panef-Oil. 
The deal for a limited time only 
costs $9.51. Retail price is $20.52. 
Panef Mfg. Co., Dept. HA, 116 E. 
Walnut St., Milwaukee 1, Wis. 


ltem 47 

17-qt sanitary step-on-can 
Here’s a 17-qt capacity step-on 

can that has a concealed handle and 


removable lid for easy emptying. 
Plas-Tex’s Item PT-725 is made 
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of Marlex which can be boiled and 
is resistant to stains and odors. 
It is 138% in. high, 11 in. in diam- 
eter and comes in yellow, white, 


| 





pink, turquoise or copper tan with 
gold trim. Retails for $5.98. Plas- 
Tex Corp., Dept. HA, 2525 Military 
Ave., Los Angeles, Calif. 


Item 48 
Line of 28 outdoor lights 


One of 28 outdoor Imperialites in 
the Emerson line, called Model 421, 
is shown. This black and brass 
aluminum post lantern is 11% in. 
high with a 21 in. spread. It has 
an opal glass with 150-watt lamp 
and fits a standard 3-in. post. The 
new line includes colonial and mod- 
ern-styled post lanterns in frosted, 
clear or textured crystal glass; 
coach-style and modern wall lan- 
terns, and a selection of ceiling 


hall, porch or utility outdoor fix- 
tures. Emerson Electric Mfg. Co., 
Dept. HA, 8100 Florissant Ave., St. 
Louis 36, Mo. 


Item 49 
Carded, plastic push-pins 


Moore’s push-pins now have un- 
breakable plastic heads and are 


A T-Y) 1 
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UNBREAKABLE PLASTIC 


PUSH-PINS 
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available in a blister-packed card. 
The pack contains five pins. One 
pin can be removed at a time from 
the colorful card which is punched. 
Moore Push-Pin Co., Dept. HA, 118 
Berkley St., Philadelphia 44, Pa. 


Item 50 
Liquid to cut enamel gloss 


Here’s a new product that elimi- 
nates the need for sanding by 
deadening the gloss of enamel and 
varnished surfaces that are to be 
refinished. Kwik Deglos creates a 


tack on the old surface to form a 
bond between the old and the new 
finish. Comes in gallons, quarts, 
pints and half-pints. Instructional 
literature is included. Chemical 
Products Co., Dept. HA, Aberdeen, 
Md. 


Item 51 
Flower preservative powder 


Sta-Fresh, an easy-to-use pow- 
der, dissolves in water to prolong 
the life of cut flowers. This Plan- 


(Continued on page 186) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesoler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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The HYDE Too] ‘Tower gives 
you the best return for your 
dollars many times over 
during the year at a minimum 


inventory investment on only 


a 14 circle of floor space > 


| ee 
HYDE he Line thar does RCL ELKO 
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BUY THE 


NEW POPULAR PRICED 


POWER SPRAYER 
© 


S 


Nd 


for x J 
JET } 
POWERED 

SPRAYER 
PROFITS _ 


OATES 
« 


TROJAN 


This latest advance in smoother 
pulse-free power spraying gives 
you a new high in safe, easy, 
low cost operation. And, here’s 
performance and price that sel/s 
your customers, especially when 
they know TROJAN has been 
proved in your own operation! 
© Self-priming 3 G.P.M. pumb. 
@ 2'4 H.P. Briggs & Stratton 
Engine. 
@ 10 gal. bonded corrosion- 
resistant tank. 


BUY THE COMPLETE LINE 


Compressed 
Air Sprayers jf 
1-1/2, 3-3/444 
gal. cap. 


“Spartan’”’ 
15-30 gal. cap. 


*“Cyclo- 
Junior’’ 
Crank 

Dusters 


) NEW CATALOG 


Me. shows complete line of 

: Bean-Ockes spraying 
and dusting equipment. 
Clip coupon now! 


Type 
Hand 
Sprayers 





OAKES MFG. CO. 
An operation of 

Feed Machinery and Chemical Corporation 
Box 2015, Tipton, ind. 
Send new Sprayer Catalog 
PE a vseccthnsnecavence 








ADDRESS..... 
CITY 
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(Continued from page 182) 


tabbs product helps preserve roses, 
carnations, snapdragons and other 
varieties used to decorate the home. 
A 49¢ package will treat 20 bou- 
quets. Twelve packages come in a 
case and cost you $3.25. Plantabbs 
Corp., Dept. HA, Baltimore, Md. 


Item 52 
Heavy duty belt sanders 


Two heavy duty belt sanders 
have been added to the Millers Falls 
line of portable electric tools. Fea- 


tures include a driver mechanism 
with internal gearing, slip-proof 
timing belt drive and contour grip 
handles. A fine thread tracking ad- 
justment and an anti-gouge back 
rest are other features. Model 830, 
shown, uses a 3 x 21 in. belt, has a 
3,-hp motor and retails for $74.50. 
The No. 840 uses a 4 x 21 in. belt, 
has a 1-hp motor and is priced at 
$84.50. Millers Falls Co., Dept HA, 
Greenfield, Mass. 


Item 53 
Stainless steel fork rack 


This window or counter display 
is free when you buy five or more 
standard sets in Oneidacraft Pre- 
mier and/or Deluxe Stainless. Each 
display includes a fork in the White 
Lily, Shoreline, Shasta, Accent, 


Profile and 
Oneida Ltd. 
HA, Oneida, 


Paul Revere, Taper, 
Sand Dune patterns. 
Silversmiths, Dept. 
ee 


Item 54 
Anchor for concrete floors 


Diamond Expansion’s DHD ham- 
mer drive anchor speeds securing 
2 x 4 sills to concrete floors in pa- 
tios, porches or prefab foundations. 
No spotting is required. The 
3/8 x 3/14 tool has strong holding 
power. It is a one-piece, rustproof 
anchor and it doesn’t creep. Less 


Wooo | 
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drilling time is needed as smaller 
holes are required. Diamond Ex- 
pansion Bolt Co., Dept. HA, Gar- 
wood, N. J. 





Item 55 
Swivel base converter kit 


This swivel base kit converts 
Columbian stationary base machin- 








ists’ vises to swivel base types. The 
kit can be installed in two minutes 
on 1960 stationary model vises of 
3 to 5-in. jaw widths. It consists 
of swivel base, lock nut, lock bolt, 
center bolt, washer, bushing and 
plug cap. Columbian Vise & Mfg. 
Co., Dept. HA, 9023 Bessemer Ave., 
Cleveland 4, Ohio. 


Item 56 
Revolving lawn sprinkler 


This revolving Melnor lawn 
sprinkler covers an area of up to 
35 ft in diameter. The two arms 


and the heads of this unit are made 
of chrome-plated brass. No. 800 re- 
tails for $1.95. Melnor Industries, 
Dept. HA, Moonachie, N. J. 


Item 57 
Nine fast-drying coatings 
Rust-Oleum’s Speed-Dry coatings 
dry to touch in less than 30 min- 
utes. They provide a durable film 
for production and maintenance 
applications on wood and metal sur- 
faces. These coatings can be ap- 





SELL the 


EDGER-TRIMMER 
that offers 


BETTER VALUE 
to your customers 


and GREATER 
PROFITS for 
you, too... 





TRUE TRIMMER * 


There is no secret about the TRUE TRIMMER 
success story. We simply make ’em better 
and sell *°em at competitive prices. The test of “7 
any product is satisfied customers. The history AX 
of TRUE TRIMMER is reflected in its many 
satisfied customers — who take great pride 

in the knowledge that in owning TRUE 
TRIMMER, they own the best. Trouble- 

free performance, superior features, 
assure more sales and greater profits 


when you sell TRUE TRIMMER. 


a Rugged construction. 
Lightweight, reinforced 
aluminum alloy base. 


a 


A Easamatic controls 
allow operator to 


change from edging 
to trimming from 


stand-up position. No 
more old-fashioned 
stooping. 


4 QUALITY 

/- CONSTRUCTION 

—\ ‘ mem EASE OF 

Se et | OPERATION 
€ SUPERIOR 

PERFORMANCE 


VERSATILITY 


—— 


2 Lifetime seal- 
ed ball bearings 
in cutterhead, 


3 Fourth wheel guide 
allows controlled steer- 
ing along curbs and 
driveways. 


5 Blade guide lets you “fee!” along 
concrete walks and driveways. Makes 


and COMPETITIVELY 
mg faster and more accurate p R | CE D i “Chciiedient 


THE FINEST LAWN EDGER ON THE MARKET! 


FOR COMPLETE INFORMATION, WRITE 


TRUE TRIMMER 


P. 0. BOX 14446 





HOUSTON 21, TEXAS 
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plied by spray, brush or dipping 
methods and dry to a high gloss 
finish. Colors include a semi-gloss 
primer and gloss finishes in chrome, 
green, black, red, navy gray, silver 
gray, Caterpillar Yellow and safety 
yellow. Rust-Oleum Corp., Dept. 
HA, 2799 Oakton St., Evanston, Iil. 


Item 58 

Level wind baitcasting reel 
True Temper’s Ocean City No. 

1581 level wind baitcasting reel has 

a new, lightweight aluminum- 

flanged casting spool. It also fea- 

tures an adjustable nylon anti- 





another Plantabbs exclusive ! 


PLANTABBS. 


ALL 3 
FORMS OF 
PLANTABBS 


PACKED IN fF 
ONE DISPLAY ! 


nds largest selling plant Sood in 3 conienient Sorms. 


is advertised on 
Bagel DOV MNEUL'S 
\<ty) BREAKFAST CLUB 


>LANTABBS 


r: lables liquid 


* 4 
4 
3 
2 
% 





A Here’s what you get: 

e 6 Bexes of Plantabbs Powder 

* (39¢ size) 

* 18 Boxes of Plantabbs Tablets 

° (39¢ size) 

® 6 Bottles of Plantabbs Liquid 
(49¢ size) 


You pay only $7.39 


PLANTABBS 


: re | 





Now! All three forms of Plantabbs 
Plant Food in the handsome Don 
McNeill Display Packer. And the 
best news is that you pay only one- 
half of what you’d normally spend 
to have powder, liquid and tablets 
on display! 


ORDER NOW! 


You'll never miss another plant food 
sale, because you'll have every type 
of plant food any customer could 
want. 


PLANTABBS Corporation 
Baltimore, Maryland 
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backlash control knob on the left 
sideplate and nonslip handle knobs. 
The reel is finished in green and 
retails for $3.95. True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland 15, Ohio. 


Item 59 
Salt and pepper shaker set 


Here’s a Pyrex salt and pepper 
shaker set, featuring a nonclogging 
salt cap, in an attractive counter 


box. The Ever-F lo plastic caps come 
in white, yellow, pink and tur- 
quoise. Both shakers have an iden- 
tifying letter screened on the the 
glass. Shakers are 43% in. high. Sets 
are shipped four to a case in a 
single color or an assortment. Set 
retails for $1.49. Corning Glass 
Works, Dept. HA, Corning, N. Y. 


Item 60 
Tapered, sanded wood legs 


Your do-it-yourself trade will be 
traffic for these Stanley-Judd 
tapered wood legs of selected hard- 
wood with dual-purpose base 
plates. These smoothly sanded legs 
come in natural, ready to stain, or 
deep ebony. Marproof swivel bases 
in brass have automatic self-level- 





ing, self-locking nylon glides. They 
come packaged in sets of four with 
base plates, instructions and instal- 
lation hardware. The legs are avail- 
able in sizes 4, 6, 8, 12, 16, 20, 24 


and 28 in. long. A display with 
samples costs $1 with a $50 order. 
Stanley-Judd Div., Stanley Works, 
Dept. HA, Wallingford, Conn. 


Item 61 
Eight drawers in cabinet 


Screws, nails, small parts and 
sewing needs can be stored in this 
handy, parts cabinet. Unit, shown, 
has eight clear plastic drawers, 
each with a cover. These drawers 
are removable. The cabinet has a 
disappearing carrying handle. Size 


is about 4% x 1% in. and sells for 
$1. Coastal Abrasive and Tool Co., 
Dept. HA, 40-22 28rd St., Long 
Island City 1, N. Y. 


Item 62 
Brush cleaner with lanolin 


Liquid Savabrush is a lanolized 
formula for routine care of paint 
brushes and rollers. It is nontoxic 
and nonflammable. All types of 
brushes or roller covers can be 
cleaned quickly, easily and safely. 
Schalk’s Liquid Savabrush comes 


_ in pints, quarts and gallons. Schalk 
EE Chemical Co., Dept. HA, 351 E. 


‘ CREE WALARBLS 


Second St., Los Angeles 12, Calif. 


Item 63 
Deluxe brass serving cart 


Style-conscious hostesses are 
traffic for this deluxe brass serv- 
ing cart. Heat-resistant shelves 
are made of brass-finished anodized 
aluminum and they match the brass 
frame. This Cosco unit is 291% in. 
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Collot has a complete line . . . tires for both hand and power mowers. 
Firestone manufactures Collot tires from Collot’s own precision molds. 

Finest quality rubber insures superior tires . . . puncture proof, maximum wear, 
ease in mounting and fit. 

Collot features chevron tread for heavy power mower tires to give better trac- 
tion. 

Collot tires guaranteed .. . years of customer satisfaction attest Collot’s grow- 
ing popularity and fair dealing. 


COLLOT TIRE IDENTIFICATION 


e Check mower sideplate number and wheel number for which tire needed. 

e Check sideplate numbers in Collot “Sideplate index” for name of mower 
manufacturer. 

e Check mower manufacturer name in Tire Manual or Cross Reference section of 
Collot Catalog. 


COLLOT CATALOG TIRE INDEXES 


e Collot Catalog “Index of Wheel Numbers” shows correct Collot tire for wheel. 
The wheel number cast in mower wheel identifies tire to use. 

e Collot Catalog “Tire Manual” lists mower manufacturer, other tire identification 
numbers, model and wheel number with matching Collot stock number. 

e Collot Catalog “Cross Reference for Tires” shows grouping according to mower 
manufacturer. 
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Lx COLLOT SUPPLIRS. 1 


P. 0. Box 535, Dania, Florida 


MANUFACTURER OF LAWNMOWER PARTS 
For Both Hand and Power Reel Type and Rotary Mowers 


"One Source of Supply - - A Saving To You” 
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2-WAY SPRINKLER 


SUB-SURFACE 
IRRIGATOR 
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\ surface 





Nothing was ever 
so easy to use— so easy 
to sell! Two-way water- 
ing gets both surface 
area and roots. Patented 
SQUARESPRAY head 
sprinkles in exact square 
patterns from 2x2 to 

35 x 35 feet. 


a WATERSPIKE 


irrigates with- 
out run-off or puddling. 
Saves water, time and 
labor for your customers. 
Builds profits for you. 


List Price *4.90 


Other Proen products 
include: SQUARESPRAY 
sprinkler — List Price 
$2.95... WATERFEEDER fer- 
tilizer applicator—Mod- 
els range from $1.99 to 
$11.95 each...WATERFEED 
cartridge type fertilizer 
— $1.00 per box of 20 
WATERFEED cartridges; 
also in ECONOMY BULK 
PACK ... PLANT-CHEM, 
the perfect potted plant 
food to use with or with- 
out soil. Two formulae 
for regular or acid loving 
plants—50¢ and $1 sizes. 


PROEN PRODUCTS CO. 


Sth & Grayson 
Berkeley 10, California 


contributions to finer gardening 
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high and there are 1614 in. between 
the shelves. Casters are 3-in. in 
diameter. All edges on the cart are 
turned under. Retails for $26.95 
(Model 83-D). ‘Cosco Household 
Div., Hamilton Cosco, Inc., Dept. 
HA, Columbus, Ind. 


Item 64 
Six-speed rotary lawn mower 


This 22-in. self-propelled rotary 
mower is called the Homko Thun- 
derbird, Model 1227. It has six 
speeds, a Planitor Drive and con- 


stant blade speed. A 3-hp, 4-cycle 
engine is engaged with an Instant 
Spin-Start device that operates by 
winding a lever. The unit is ad- 
justable for 10 cutting heights 
from % to 334 in. Other features 
are a Choke-O-Matic throttle and 
clutch, a Homko Flexor Blade that 
protects the crankshaft, a Lo-Tone 
muffler and a leaf mulcher. West- 
ern Tool & Stamping Co., Dept. 
HA, 2725 Second Ave., Des Moines 
13, lowa. 


Item 65 
Set of four 11-in. trays 


Wear-Ever’s Party Set of four 
textured-finished aluminum trays 
comes in an attractive window-style 
gift box. These round 11-in. trays 
are available in gold or silver 
finishes. They are unbreakable and 
won’t tarnish. Sets retail for $5.95. 


Three sets come in a shipping car- 
ton. Wear-Ever Aluminum, Ince., 
Dept. HA, Wear-Ever Bldg., New 
Kensington, Pa. 


Item 66 
Low-priced repeater pistol 


This new Marksman 20-shot BB 
repeater air pistol replaces the 
firm’s single-shot models. The 
Marksman repeater is a .177 cali- 
ber model and it shoots pellets, 
BB’s and darts. Model MPR sells 
in the same low price range as the 


discontinued models. Needs no CO? 
replacement cartridges. Marksman 
Products, Dept. HA, 2101 S. Bar- 
rington, Los Angeles 25, Calif. 





profit-making reasons 
Item 67 
Shell resizing lubricant 


Shooting enthusiasts who load 
their own ammunition are custom- 
ers for Lehigh Chemical’s synthetic 
resizing lubricant. This lubricant 
has metal wetting properties that 
makes hand loading easier. An- 
derol Resizing Lube gives slicker, 
cleaner cuts and speedier operation. 
It provides cohesion to help produce 
accurately sized, neatly crimped 
shells. Comes in a 1l-oz container 
and retails for 79¢. Consumer 
Products Div., Lehigh Chemical 
Corp., Dept. HA, Chestertown, Md, 


why more 
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Item 68 
Threadless faucet adapter 


Faucet attachments can be used 
on unthreaded faucets with Mel- 
ard’s Xpand-It adapter. The stain- 
less steel jaws of this device grip 
inside the spout to make a perma- 
nent anchor. Model No. 71 is avail- 
able carded and packed six to a 
box, 12 to a box or individually 
boxed. It retails for $1.19 each. 














Model No. 171 Jet-Aerator with 
X-pand-It adapter retails for $1.89. 
Melard Mfg. Corp., Dept. HA, 2926 
White Plains Rd., New York 67, 
N.Y. 


Item 69 
Plastic plant ties display 

This Shopper-Stopper display 
contains 36 packages of 7 in. Plas- 
Ties, twenty-eight 50 ft spools and 
eighteen 200 ft spools. Your cost 
is $29.95. The rack is free. Retail 
sale value is $52.98. Plas-Ties Co.., 


Dept. HA, Poinsettia St., Santa 
praay .- CAMPBELL CHAIN Company 


CAM PBELL FACTORIES: York, Pa.; West Burlington, lowa: Union City, Calif 
Want more facts? Circle 217, p. 183 CHAIN WAREHOUSES: €E Cambridge, Mass.;: Seattle. Wash aoleil-lil- Ma Ola 
Atlanta, Ga.; Dallas, Texas; Chicago, II! 
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7,300,000 COUPONS 


¢ PLUS STORE TRAFFIC * PLUS POWER 
BONEETG. BE SURE YOUR WEN POWER 


re he } e NC as s Each page of the Popular Science special insert for April will 
a im we ti fad feature a WEN tool plus a coupon good for from 70¢ up to $3.40 
Gime S oe 1 on the purchase of extra saw blades, twist drills, sandpaper and 

: | accessory solder gun tips. These coupons are valid only on pur- 


chase of WEN tool specified. 


SAMPLE 
COUPON 


Hit.and Rut 


% 
: * 


Special Insert in 
APRIL Popular Science 


SOLDER GUNS cn Bs. 
$5.95 0 $15.95 — 


. R MODEL 505 
2 PR MODEL 909 Famous 8 in 1 Saw 
Ya HP Souped-Up Sabre Saw 


... BUT DON’T WAIT 
UNTIL APRIL, 
START NOW 


EARLY BIRD COUPONS 
FOR YOUR PREFERRED CUSTOMERS 
ARE AVAILABLE NOW 


—free—from your distributor . . . 80 you can do your 
own advanced promotions! And for added prestige— 
greater sales impact “Early Bird” coupons are over- 
printed “for preferred customers”! 

Thirty-three ways to merchandise “Early Bird” coupons 
are fully detailed with complete promotion plans and 
instructions—use them as envelope stuffers for special 
mailings, store passouts, etc.—thirty-three ways in all. 
There are five different coupons, one for each WEN tool. 
So you can merchandise each tool individually or the 
entire WEN line—it’s your option— and all coupons are 
self-merchandising; Give a complete product descrip- 
tion. Ask your distributor or write Wen Products, Inc., 
for the traffic-building, profit-making details. 


Want more facts? Circle 218, p. 183 
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PROMISE YOU 


TOOL SALES ¢ PLUS PROFITS 
TOOL STOCK IS UP! 


Mr. Dealer: All WEN tools purchased by you, from now 
through April 30, 1960, for this “SPECTACULAR 
PROMOTION CAMPAIGN?” will be plainly labeled 
“PR” Models. These “PR” Models will be packaged 
with the extra items (blades, drills, etc.) promised on 
the face of the Popular Science Coupon. You need only 
accept the customers coupon and destroy it. There is 
no need for further handling. 


Just be sure to stock up on the WEN PR Models! WEN PRODUCTS, INC. 
Ask your distributor for the complete story! Or write 5810 Northwest Highway, Chicago 31, Ili. 


to the factory for details! 


This program ends June 1, 1960 after which coupons are no longer valid. 


PR MODEL 808 ELECTRIC SANDER 
2-speed, ¥%" drill that outsells all others 





Want more facts? Circle 218, p. 183 
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P. A. & S. Small Co. marks 150th business year ; 
publishes 12-page booklet on company history 


P. A. & S. Small Co., York, Pa., 
wholesaler, serving southeast Penn- 
Sylvania and Maryland, celebrated 
its 150th year in 1959. 

To mark the event, the firm pub- 
lished a 12-page booklet outlining 
the company’s history to date. 

The publishing of this booklet 
emphasizes the importance of the 
wholesaler to the community, to its 


customers. The booklet explains the 
step by step progress of the com- 
pany since George Small opened a 
hardware business on Center 
Square, York, Pa., in 1809. This 
was to be the forerunner of 
P. A. & S. Small company. 
Symbolic illustrations of the era 
are featured in color on all 12 
pages of the booklet. Also accom- 





ROP 
MAKER | 


Self-Service display 
assortment of 
Closet Accessories 
642 dozen fast selling items 


plus 


handsome chrome 
merchandiser 
without charge! 


BERKECLE Y 


SPACE: 


Assortment No. 100. 
AVAILABLE NOW — 


New catalogue on 


SPACE-AIDES 


home-maker helpers! 


-PANDERS 


The complete line of triple plate chrome 


CLOSET ACCESSORIES 


CASH IN THIS EASY WAY! Self-selling, 2-sided display and assortment 
put you in business with the fastest growing category in years. Berkeley 
pre-sells your customers with national advertising — you make your full 
mark up. See your Berkeley representative or write for details on Display 


Another fine product... by 


panying the booklet is a 4-page 
supplement showing the company 
as it is today. 


During its early growth, the 
hardware store started by George 
Small supplied powder and shot to 
the local militia when called to the 
defense of Baltimore in the 1814 
British invasion. 


Later the firm branched out into 
other areas. Some of those were 
banking, financial agents, operat- 
ing a flour mill, and the manufac- 
turing of iron. 


As the turn of the century ap- 
proached, the firm altered its pur- 
poses to fit the changing patterns 
of the nation. Eventually the busi- 
ness was focused on wholesaling 
hardware, and subsequently plumb- 
ing, heating, and food supplies were 
added. 

Later the company departmental- 
ized activities by establishing ma- 
jor divisions. They are hardware, 
plumbing and heating goods, indus- 
trial hardware, and builders’ hard- 
ware. The company operates with 
those same divisions today. 

The directors of the P. A. & S. 
Small Co. are Isabel C. Small, 
chairman of the board; Jean Small 
Fisher, vice-chairman; George L. 
Small. Also, Rowland Stebbins, 
New York City attorney; F. Bar- 
ton Harvey, Jr., Baltimore invest- 
ment banker; Walter S. Franklin, 
former president, Pennsylvania 
Railroad; Henry D. Schmidt, presi- 
dent of a York paper company; 
D. K. Fisher, Jr., Baltimore 
architect. 





HARDWARE HUMOR 








I'd like to sell you the tool kit but 
! think the boss just closed his books 





BERKELEY INDUSTRIES, DIVISION OF EKCO PRODUCTS CO., NEW YORK 1, N. Y. 
Want more facts? Circle 219, p. 183 A 
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for the year... 
Want more facts? Circle 220, p. 183 > 

















PLASTICS DIVISION 


The Union Malleable 


Manufacturing Company 








PTs all-lale Pa @lalie: s Vernon, Calif. 











FOR TYING 
PLANTS ... AS 
HOUSEHOLD TIES 


Attractively packaged, green colored vinyl Shelf hardware 


plastic tapes. Have wire core, 


tied with a twist. organized mass 
Your customers want Plas-Ties for tying 


plants, closing plastic bags and to do 
dozens of other household chores. gga New program designed to 


ae help dealers get more turn- 
Shopper Stopper er over, better profit 


CONTAINS: 
36 packages 7 inch @ 29¢ 
28 50 ft. spools @ 69c <i _ - 

18 200 ft. spols @ $1.29 is ia The spotlight is on shelf hard- 
RETAIL VALUE...... $52.98 Ra re. ware. This is done with a program 
f that helps dealers display packaged, 
fast moving items. The display is 


DEALER’S COST ONLY $29. my | organized as a “Hardware Center.” 


The program includes inventory 
Refills Available Order from your jobber cilia. ig: Beach ea Riek te 


control keeps the display filled with 


_ plas cx Com any SANTA ANA, CALIFORNIA the most wanted items. The dealer 


gets faster turnover, and a greater 





ee margin of profit. 
Want more facts? Circle 221, p. 183 The stock selection for the Hard- 
ware Center is made up of items 


on the NRHA basic stock list. That 
You CAN always hell M Oo ot e of the BEST accounts for 80 percent of the list. 








The remaining 20 percent is based 
... the ever-increasing demand for these | on a store’s own sales records. Such 


two UNION Sales-leaders proves it! items are included as brackets, 
closet rods, straps, hinges, hasps, 


SUPER STEEL 
MECHANICS’ TOOL BOX Before 


Corner of Wylie Brothers Hardware 
a big (19”), rugged tool box built of heavy, Store, in Elizabeth, Pa. 

first grade steel. Double-lock seamed con- 
struction with reinforced bottom corner irons. 
Heavy-duty, precision-action hardware fittings 
are machine-riveted. Durable Silver Dentone 
outside finish; blue baked enamel inside. 


THE STACKMASTER 


The practical utility cabinet for small parts 

storage in offices, factories, home workshops, 

garages, etc. Exclusive Lok-Tab permits units 

to be stacked and permanently locked to- 

gether in any desired number of tiers. Three 

sizes to meet every customer requirement— © Meavy gauge 

12, 18 and 24 drawer units. @ Silver Dentone baked-on finish 


Wi @ Safety Stops in ali drawers 
JOBBERS ule for catalag @ Clear-Vu transparent plastic drawers; built-in 


DEALERS and prices covering these and index card-holder; removable partitions. 
other items in the Union line. 


= STEEL CHEST CORP. 
i USN -UNIO LE ROY, NEW YORK 


Want more facts? Circle 222, p. 183 
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program sets up 
display section 


furniture hardware, pulls, clothes- 
line hardware, bolts, and so on. 

The program was developed by 
Stanley Hardware, Div. of Stanley 
Works, New Britain, Conn. The 
program has been field tested in 
New England, the midwest, and 
South, and now is offered to deal- 
ers across the country. 


The stock list has 174 fast sell- 
ing items in 22 product related 
groups. These are packaged, for 
mass merchandising. Packages in- 
clude skin pack, die cuts, and 
labelled containers. Each package 
has a price marking area, the name 
of the merchandise, and instruc- 
tions for its use or other product 
information. 


The displays can be set up on 
perforated panel board walls or on 
plain surfaces. 

Each product group has an iden- 
tification sign to help customers 
find the merchandise. There is a 


After 


Hardware Center set up in same cor- 
ner of Wylie Hardware. 
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... it’s light in weight, 
easy to put up . .. does things no 
other flower bed guard will do 


Wherever there’s a garden, there’s a prospect for 
modern WRIGHT Flower Fence. Your customers will be 
quick to realize that here is a flower bed guard that’s 
really NEW! 

They'll like its wide “see through” openings and 
easy adjustment to up-and-down-hill garden levels and 
irregular flower bed shapes. It’s perfect too, for shrub 
supports, arbors and trellises. 

WRIGHT Flower Fence comes with eye-appealing 
“self seller” labels in 50’ rolls, 19” high with 4” built-in 
stakes. Welded construction. 


( WRIGHTLINE REVERSE TWIST NETTING 


Easily identified by the famous ROOSTER trade mark, 
Wrightline Reverse Twist Netting with reinforcing line 
wires unrolls perfectly straight and flat — and stays that 
way! It’s easier to use — has no sags or bulges. Furnished 
galvanized either before or after weaving. 
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WRIGHTLINE WELDEDGE WOVEN HARDWARE CLOTH » 


ls precision woven by a new process, with flat wire 
selvages tightly welded to each filler wire, giving added 
strength, ridigity and uniformity of mesh. It is made in a 
full range of sizes, heavily galvanized after weaving. Con- 


ventional loop selvage is also available in all sizes. 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER 3, MASSACHUSETT 


Ss 


““Handy”’ 

as a 
Six-armed 
gardener 





MAKE BIG PROFITS 
THE EASY WAY 


Let the Hayes 
“Silent Salesman’’ 


IMsplay Rack 
do your selling for you 


Puts the complete Hayes line in full view! 
Informative tags make it easy for custom- 
ers to examine and select the sprayers 
they need. It’s real self-service! 


"We have sold more Hayes guns since 
Setting up your rack 3 ane ago than in 
the previous 4% years. 


Town & Country Nursery 
Whittier, California 


Size 24” x 48”. Sets up by merely inserting 
legs in stand and placing guns in brackets. 


Get full details of special self-liquidating 
plan from your nearest jobber. 


—and don’t forget: every Hayes 
sprayer that goes off this rack or 
your shelf supply into the hands of 
a customer opens the door to con- 
tinuing ‘‘repeat’’ sales of garden 
chemicals. The superior perform- 
ance of the Hayes helps assure 
this big-volume high-profit busi- 
ness for you! 


Hayes * 
SPRAY GUN COMPANY 


World's largest manufacturer of garden hose sprayers 
98 North San Gabriel Boulevard, Pasadena, California 


Want more facts? Circle 224, p. 183 
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Shelf hardware program 


organizes section 
(Continued ) 


heading sign over the _ section 
“Stanley Hardware Center.” 

The program includes inventory 
control cards giving fundamental 
information about the item, mini- 
mum stock, quantities to be reor- 
dered and when. 

A promotion kit goes along with 
the program. There is a window 
streamer, ad mat, publicity release, 
plus announcement flyers. A man- 
ual is included, showing dealers 
how to install and operate a Center 
with photographs to help set up the 
section. e@End 


How to sell more door 


grilles in less space 
The problem of how to effective- 


| ly display screen door grilles in a | 
minimum of space was solved with | 
_ swinging panels at J. Oviatt Bowers 


Co. in Tuscaloosa, Ala. 


Each panel is constructed of two | 


4 ft x 8 ft sheets of % in. per- 
forated composition board. 
boards are mounted on 2 x 2 in. 
pine framing, with cross-struts for 
rigidity. 

The perimeter frame is rabbetted 
for a flush joint with the composi- 
tion board. 

(Continued on page 200) 


Homemade displays double space | 


available and boos? sales. 
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CONN. VALLEY 
E-X-P-A-N-S-I-V-E BITS 


Showing sizes of holes bored by #1 Bit, which 
comes with two cutters with a range of 7” to 
3” diam. For #2 Bit the two cutters bore from 
4” to 114”. Extra cutters available to 6” diam. 
Bits in visual boxes for open counter selling. 
The Connecticut Valley Mfg. Co. 
Centerbrook 7, Connecticut 
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BIGGER 
BETTER 


HAAVAY LLAMA 


NPVTPPAP TSH LV AINA HANH) 


WIDE-SWEEP 
LAWN RAKE 


36" wide aluminum-alloy head 
36 spring-steel teeth 


Perfect Combination of 
light weight 
Rugg-ed strength 
attractive price 


RUGG MFG. CO. 


Greenfield, Mass. 


finer rakes ... since 1842 
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RED JACKET JET PUMP 
WATER SYSTEM DESIGN 


Meets Many Installation Needs 


to Build Your Profits in ’60 ae door 
ms “lewelry” 


} 
’ 





e 


. 


* 


ATTRACTIVE 
DEALER DISPLAYS 
AVAILABLE 


Same 
System - = 3 
Installs Horizontally...or Vertically 








Think of the speed and economy of installation, 
as well as reduction in inventory, you can get 
when you can use one water system and mount 
it vertically or horizontally without change of 
water outlet fittings. Only from Red Jacket can 
you get a water system with this advantage— 
the Convertible single and multi-stage jet 
pumps, Models CJ and CJM, and the shallow 
well Model SJ with 30 or 42 gallon tanks. 


Vertical or horizontal installation is but one 
of the many benefits you get with Red Jacket 
Jet Pump Water Systems. Quick-Connection at 
the pump of injector or plastic or metal pipe 
eliminates costly unions. Right angle or straight 
well adapter fittings allow vertical or horizontal 
mounting over the well casing. All brass shut- 
off service cock on factory assembled systems 
eliminates loss of pressure or draining of system 
when servicing pump. These are but a few of 
the advantages you get when you sell and in- 
stall Red Jacket Water Systems. Ask your Red 
Jacket representative for the complete story. 





SELL RED JACKET— 
IT BUILDS YOUR BUSINESS 


Red Jacket Has A Complete Water System Line Screen & Combination Apartment _ Sect , 


it also includes: “Submerga’’ Pumps « Shallow and Deep Well Beer Lockset Entrance Set cylind 
Reciprocating Pumps « Hand and Pitcher Pumps « Water System 
Accessories « Sump Pumps « Centrifugal Pumps « Water Softeners 


arunmmysss=s=t«tucwD pacer ATIONAL HARDWARE 


| MANUFACTURING CO. Sisk) gue hale 

WwJ-89 products rary , 
: Davenport, lowa 
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Don’t buy any Garden Hose Menders & Couplings until you see 


KLAM PON 





-the Re-usable Menders & Couplings that obsolete them all! 





FOR PLASTIC OR RUBBER HOSE, SIZES 7/16", 








1/2", 5/8" 


PATENT NO. 2,725.246 


The only tool you need is your THUMB! 

Just insert hose and press lever down! 
KLAMPON MENDER-COUPLING mends plastic or rubber hose instantly. 
No prongs to pound. No threads to turn. No Hose clamps to tighten. 
KLAMPON FEMALE COUPLING replaces worn, bent female couplings. 
KLAMPON MALE COUPLING replaces leaky male couplings. 

All KLAMPONS are re-usable. Simply lift lever to remove. 
Made from solid, rust-resistant metal with tempered steel spring. 


Ask your jobber or write us for name of nearest supplier. 
FRANKLIN METAL & RUBBER CO., HATBORO, PA, 
Want more facts? Circle 229, p. 183 
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THE Magic over BARBECUE 
By WEBER 
"THE QUALITY LINE’ 











Contact your local 
Jobber or 





* Porcelain Enamel Finish Cover 
and Kettle 


* Weatherproof and rustproof 

* Damper controlled heat 

* Simple economical operation 

* No moving parts 

* No service calls 

* Satisfied customers 

* Excellent unit profit 

* Sizes 14”, 18” and 23” diameter 
* Full line of accessories 


136 Commercial Road 
Wood Dale, Illinois 
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How to sell more door 


grilles in less space 
(Continued from page 198) 


Each panel swings on pivots 
screwed to the top and bottom 
frames at the back. Sockets for 
the pivots are set in 3 x 4 in. 
headers against the building wall. 

Brass drawer pulls on the outer 
edges of the panel frames encour- 
age customers to swing the panels 
for a better look. 

Bumpers project from each side 
of a panel at the bottom. These 
prevent the merchandise on one 
panel from entangling with or dam- 
aging stock on another panel. 
Bumpers are made of a crosspiece 
and two legs of the same stock as 
the framing. They project 12 in. 
from base. 


Contrast is effective 


to sell fishing lures 


Here’s a display idea that will 
cost you pennies and return profit 
dollars overnight. It is an im- 
proved way to display fishing lures, 
basically, but it has many other 
applications. 

Store manager W. A. Elrod 
wanted to highlight fishing lures 
in his newly-opened Ace Hardware 
Chattanooga, Tenn. The lures were 
hung against a backdrop of pastel 
colored perforated paneling which 
was used extensively throughout 
the store. 

Mr. Elrod merely changed the 
backdrop from light to black to 
make it stand out. In addition to 
the sharp contrast the bold color 
makes, the shiny lures against the 
dark backround create still another 
contrast. 

The total effect of the modest 
change in display is that every 

(Continued on page 203) 


The contrast of black against pastel 
tones has been a magnet for traffic. 


SPORT Ing TKN | 


; te : 4 _ 
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got it... has 


py FF PANTER 


» THE PROVEN™ PRE-SEEDED ROLL-OUT GARDEN GOES COAST-TO-COAST 
oi ON NBC-TV THROUGHOUT YOUR SELLING SEASON 


Add strong consumer magazines, window streamers, newspaper mats and powerful 
point of purchase packaging — and Jiffy Planters will be a top profit item for you! 
The sensational 1959 sales season proved that practically everyone, regardless of 
age or income, is a Jiffy Planter prospect. 


~~ 





To be shown is to be sold — and day and night Dave Garroway and Jack Paar will 
be showing and selling Jiffy Planters to millions of prospects . . . for you! 


x O © K O VER the promotion details on the next page. Get your order in now. Don’t wait til the 


promotion breaks! 


* Over a million satisfied growers in 1959 





OVER 81 MILLION PROSPECTS 


MAJOR MAGAZINES 


DEALER AIDS... 
> THE NATION’S FUN SENSATION 
oa : | _. .. AUTOMATICALLY PLANTS 
| A 15 FOOT GARDEN OF*OVER 
| | | | @ 1,000 PREMIUM ANNUAL SEEDS 
tet .- di 96 £o el Gi | Ge Guaranteed To Grow! 


NEW FOR 1 960 In 3 easy steps anyone can grow a Jiffy Planter Garden. Look, here’s how easy it is! 


IMPREGNATED WITH 
INSTANT 





VIGORO 


Compléa Plarit Food 


FOR BETTER GROWTH .. . AND SALES 


O R D ER N OW jiffy Planter can be cut and shaped to conform to any garden layout — even on slopes. 


You'll Be Late If You Wait Until the Garden care is a breeze. Seeds are protected from rain and birds. Cellulose mat 
Promotion Breaks! discourages weed growth. 


| 15 foot JIFFY PLANTER Retails AT 98¢ — 33 foot JUMBO PACK — $1.98 


180C —«*Sfeetx8” = $11.76 = «3% Ibs. ~—Ss 2 or. 1800 —s- 15 feet x 8” 
396C 33 feet x 8” $23.76 , tbs. - the 396D 33 feet x 8” 


Contains an assortment of cut flower Annuals growing up to 30” in height. A dwarf assortment for borders up to 10” in height. 


See your wholesaler, jobber or write direc! UNION WADDING COMPANY 


PAWTUCKET RHODE ISLAND 


SINCE 1836 





Contrast is effective 
to sell fishing lures 


(Continued from page 200) 


shopper’s eye is caught immediately 
by the 200-odd lures shown. Even 
non-fishermen are drawn to the 
counter. 

The entire sporting goods sec- 
tion benefits from the increase in 
traffic generated by a single patch 
of black paint. The best finish is 
flat black or dull gloss. 

Manager Elrod is considering 
further use of the idea for glass- 
ware and giftwares. He cautions 
against overuse of contrast, be- 
cause it would then be less effec- 
tive. 


Dealer’s idea serves a 


permanent dual purpose 


School children so often have to 
stand out in foul weather as they 
wait on the roadside for the bus 
to pick them up. 

Red Arrow Hardware, Prattville, 
Ala., has solved this problem by 
erecting several little red school- 
house shelters at pickup points 
along the highways leading into 
town, 

The little houses have seats on 
either side on which the children 
may sit as they wait for the bus. 
They can also be used for mile- 
posts, showing the distance to town 
or to the store. 

The shelters are a community 
service, and they build goodwill 
among grateful parents and chil- 
dren. They also carry permanent 
ads to direct highway traffic to the 
store. 


A modern replica of the little red 
schoolhouse serves several purposes. 


RED ARROW 
HARDWARE 
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JACKSON ROPE 


OCEAN BRAND MANILA—SUPER-TUFF SYNTHETICS 
makes sales—the easy way 
... with the finest rope money can buy 


JAK-PAK COILS 


—clean, tough Manila rope snugly 
packed in convenient dispensing car- 
tons. Dependable and smart-looking 
packaging. 


JACKSON ROPE BAR 


—builds sales, cut selling time with 
this good-looking, permanent dis- 
play. The “backbone” of your rope 
department, it displays Nylon, 
Polyethylene and Manila rope to 
best advantage. 


, 6 
PREPACKAGED—SELF SERVICE 


Corts and CONNECTED COILS 
—famous JACKSON Super-Tuff 
Synthetics and Ocean Brand Ma- 
nila in 50’ and 100’ lengths. Make 
self-service easy and profitable 
with Jackson. 


JACKSON JUNIOR SPOOLS 


—Super-Tuff Synthetics in easy-to-sell 
spools of approximately 10 lbs. each. 
600 ft. % in. dia.; 400 ft. “6 in. dia.; 300 
ft. % in. dia.; 150 ft. in. dia. 


Your JACKSON distributor has the details on these profitable items, 
and others in the sales-building line. Get in touch with him now. 


practical, durable rope— 
SYNTHETICS—MANILA 
packaged for 
BOATING - INDUSTRY - HOME - RECREATION 


Manufacturers 3S G3 wv——€ Since 1829 


THE THOMAS JACKSON & SON CO., reavinc, PEeNNsyivANiA 
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How you can find customers who move in the night 
and let you worry about their unpaid bills 


Every dollar you can _ collect 
from a skip is a dollar of clear 
profit for your business. Every 
skip you fail to trace is a dead 
loss that will take hundreds of dol- 
lars in sales to offset. 

Skips is a term applied to peo- 
ple who skip out, leaving you hold- 


ing the bag. The bag may be a 
bad check or an overdue credit 
account or both. 

People who skip out owing you 
money have plenty of excuses when 
found: They forgot, you didn’t re- 
mind them. 

Your statement, or collection let- 





Koy 


Promote 
the Favorite! 


CHAPIN 


ALL-PURPOSE 


SPRAYERS 
with Chapin’s famous 
2 stage safety lock 


Send for 
CHAPIN'S 
NEW 1960 
CATALOG 
write 


Dept. HA-1 


OPEN-HEAD 
and 
FUNNEL-TOP 
MODELS 
1¥%,—2—2, 
4and7\, 
GALLON 
CAPACITIES 


Quality Sprayers and Dusters since 1887 


MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 
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ter, may have been sent to the cus- 
tomer who skipped. But, it was re- 
turned by the postoffice because 
there was no forwarding address on 
file. 

Or, a bad check is returned from 
the bank. You call on the writer of 
the check and discover he has 
moved and left no forwarding ad- 
dress. 

These are skips—people who skip 
out with your money. 

Tracing skips requires plenty of 
skill and perseverance. However, 
any results you have in locating 
skips and in collecting can be con- 
sidered clear profit. If you don’t 
find them it is a complete loss. 


How you can check up 
on customers who skip 


Here are some techniques used 
by professional skip tracers that 
you can use to find people who 
leave you holding the bag: 

Time is working for the cus- 
tomer who skips. Neighbors forget 
the new address they have for the 
skip. [f too much time elapses, the 
skip may have changed addresses 
more than once. 

Delay can be costly. For in- 
stance, a check comes back from 
the bank marked I.S.F. By the 





HARDWARE HUMOR 





“You're not going out for coffee 
with that!” 





new-type 


Co Shooting all 
Zo» gun fans are 
“ 4 @¢ excited about 


The new Magnum, rimfire cartridge for 
which this rifle is designed is an entirely 
new concept in a 22 bullet—a 40-grain, 
jacketed, hollow point, expanding bul- 
let... with upset characteristics match- 
ing many a big game load. See com- 
parison of 22 cal. L.R. and Magnum, 





actual size at right. 


BOTH MODELS 


AVAILABLE IMMEDIATELY 


$28.88 


retail 


BARREL: Special steel, proof tested. 24” round, crowned 
muzzle. Chambered for new, 22 cal. Magnum cartridge. 


ACTION: Extra-heavy duty receiver and bolt, specially de- 
signed for the new Magnum cartridge. Double extractors. 
Special satin, non-glare finish on receiver, breech cap, rear 
sight and matching trigger guard. Handy loading platform. 
Thumb-operated safety. Grooved trigger. 


STOCK: American walnut. Monte Carlo design with cheek 


piece. Pistol grip cap and butt plate set off with white liners. 
Sling swivels. 


SIGHTS: Rear with “U” notch and adjustment for windage 
and elevation. Bead front. Receiver grooved for scopes. 


Weight about 6 Ibs. Length over-all 4434”. Easy take down. 


Both rifles tapped and drilled for 
these high-precision Mossberg sights. 


S-330 Receiver Peep Sight, Pre- S-320 Hooded Ramp Front Sight 
cision-made with “% min. adjust- offers instant choice of either 
ments for windage and elevation. bead or aperture. 


Mossberg ©. F. MOSSBERG & SONS, INC. 
1602 St. John St., New Haven 5, Conn. 
for accuracy 





“Chuckster”’ | 


5S-shot boit-action 
repeater 


$39.88 retail 


Model 1A25 C-LECT-POWER Scope 
shown. $24.95 additional. 
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ARMOUR Se 


Ve ot ogreen j S 








Vertagreen. - 


h el o Your cash register rings more when you 
D stock Vertagreen in your store; and 
remember, Vertagreen’s complete line 
provides every lawn and garden plant 


food your customers will ever need. 
yo U So, be sure you have the complete line 
on hand to fill the demand! 


VERTAGREEN FOR TURF AND TREES 
la VERTAGREEN ROSE FOOD 
VERTAGREEN TOMATO FOOD 


VERTAGREEN FOR 
ACID-LOVING PLANTS 


ARMORGANIC PLANT FOOD 
the ARMOUR SHEEP MANURE 
ARMOUR CATTLE MANURE 


ARMOUR BONE MEAL 


merriest tune! 





Again in 1960 — informative, high- 
impact advertising at national and 
local levels will generate greater con- 
sumerdemand.Morethaneverbefore! 


ARMOUR seme 
SemeAas orricg TURAL Chemie g, 
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How you can find skips 
who leave unpaid bills 


(Continued \ 


time you send it through the bank 
again, and get it back the second 
time, the skip has had more time 
to get away. 

You send a statement and a se- 
ries of fou’ collection letters spaced 
a month apart. Finally, you make 
a personal call and find that the 
skip moved four months ago. 

Act quickly to locate the skip be- 
fore people forget where the skip 
moved to. 


How to get an address 
through using the mail 


Statements and collection letters 
go by first class mail. A skip may 
leave a forwarding address with 
the postoffice but not tell anyone 
else. Your first class mail will not 
be returned, but sent to the new 
address. It may be months before 
you know your overdue credit cus- 
tomer has become a skip. 

You can get the forwarding ad- 
dress of the skip from the post- 
office if you use the right method. 
Mail a piece of direct mail adver- 
tising or a sales letter to the last 
known address of the skip. Use 
third-class mail at only 3 cents per 
skip traced. Do not seal the envel- 
ope or use an envelope that can be 
opened for postal inspection. 

Print this message on the lower 
left-hand corner of the envelope: 
“Return postage guaranteed. Form 
3547 requested.” With this form 
the postoffice department will let 
you know the new forwarding ad- 
dress of the skip. 


Utilities can help, too 

People who move have their 
lights, gas, water, and telephone 
disconnected. Usually there is a 
refund that is sent to them after 
they have moved. 

Some public utilities have this 
information available. Check with 
your local utility firm to see if they 
can and will supply new addresses 
of people who have moved. 

Professional skip tracers also 
work with local dairies and trans- 





fer and storage firms. Although 
these firms do not make this infor- 
mation available to the general 
public, you may be able to find 
some people who have skipped out 
owing you money through these 
sources. 

When you have trouble with a 
bad check, you may be able to get 
some help from the bank. Changes 
of addresses are kept up-to-date to 
mail statements to bank patrons. 
Banks are interested in eliminating 
the bother and risk of handling 
checks that are short. 


Credit bureau can help 


You will find most bankers help- 
ful, if within their power, to pro- 
vide the new address of people who 
skip without paying their bills or 
leaving I.S.F. checks in _ your 
hands. 

Some local credit bureaus have 
professional skip tracers in their 
employ. These people follow up 
skips from all firms that are mem- 
bers of the local credit bureau. 
When you ask the credit bureau to 
help locate a skip, it may be that 
they already have found the new 
address of the skip. 

Membership in a local credit bu- 
reau may include a daily or weekly 
newsletter. In these letters a list 
of changes of addresses may be 
reported. Thus, you can find your 
skips through these lists. 

The credit bureau bulletin may 
have a list of skips asking mem- 
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‘He wanted six but one was back- 
ordered, so I'm waiting for it before 











With every Utica sale 
another delighted tool 
user will look to you with 
confidence. He’s the real 
user of tools—your best 
customer. Better than 
anyone, he knows and 
loves a precision tool de- 
signed and produced to 
the highest standards. 
And he will be back to 
select other models from 
the world’s broadest plier 
line. Stock, Display and 
Sell Utica. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 
Company, Utica 4, N. Y. 


F fealehy peliing” tools the experts use! 
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ANCHOR 


For All Masonry 
(RUST PROOFED) 


DRILL HOLE 

Same diameter as an- 
chor. Depth should be 
length of anchor less 
thickness of fixture. 





INSERT ANCHOR 
Through fixture and tap 
it into masonry flush 
against the fixture. 





PLACE NAIL 

Into anchor and ham- 
mer nail until fully ine 
serted, 





The fully inserted nail 
will expand the anchor 
and fasten the fixture 
firmly and neatly to 
the masonry. 


DISTRIBUTORS: 








How you can find skips 
who leave unpaid bills 
(Continued) 


bers to help locate them. Another 
firm may have received a recent 
credit application from the skip. It 
notifies the credit bureau of the 
new address of the skip and you 
find your missing customer, and the 
other business saves the trouble of 
granting credit to a skip. 


A little extra service 


builds repeat traffic 


It has often been said that it’s 
the little extras that count to build 
a business. One such extra is the 
simple service of delivering heavy 
purchases to the trunk of your cus- 
tomer’s car. 

The equipment you need (a smal! 
hand truck) to offer this service 
costs in the neighborhood of $5. 
Then you need a reminder to every 
salesman in the store that each 
time he closes a sale on a heavy or 
bulky item to suggest delivering 
that item to the customer’s car. 

Stubb’s Hardware, Seattle, 
Wash., has learned the value of 
this courtesy. Every bag of lime or 
peat moss is wheeled out for the 
customer. Any item, large or small, 
that is too heavy to be comfortably 
carried is likewise delivered. 

Result? 

Repeat traffic and lots of it. Like 
saying “thank you,” store-to-car 
delivery of heavy items is a smal) 
thing, but it leaves a lasting im- 
pression. It could well be the one 
basic difference that steers custom- 
ers to you rather than a competitor. 


Al Stubbs making one of his frequent 
store-to-car deliveries. 


This Advertisement Appears in Lending Publications 
Vinected, to Van Cates 


ARRO EXPANSION BOLT COMPANY 


Dept. H, P. O. Box 388, Marion, Ohio 
Want more facts? Circle 237, p. 183 
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WEBER DISPLAYLINE FIXTURES 
... YOUR BEST SALESMAN 






































THEY JUST PROUDLY STAND THERE AND SELL... 
AND SELL...AND SELL. Designed to be the unquestioned 
leader... field tested to be the most effective merchandising displays, 
Weber Displayline fixtures offer the ultimate in simplified selling. 
Light weight modular center fixtures, perimeter wall equipment and 
adjustable shelving make the most effective, economical use of your 
floor space.Write for the name of the Weber Dealer in your locality. 


WEBER SHOWCASE 
& FIXTURE Co., INC. 


5700 AVALON BOULEVARD + LOS ANGELES 11, CALIFORNIA 


DEALERS AND DISTRIBUTORS WANTED to handle Weber's complete line of store fixtures. 
Want more facts? Circle 238, p. 183 


HARDWARE AGE, February 11, 1960 © 209 





L ottore 


The hi-fi set trade 


Dear Editor: 

Your story on pages 84, 85 and 
86 of the Jan. 14 issue is a triumph 
to the hardware trade with the 
electrical do-it-yourself program. 

It is amazing what the teenagers 
and young adults purchase in this 
particular category. These young 
folks purchase electrical equipment 
for their hi-fi sets, stereo, radios, 
electric trains, lamps, etc. They 
make up these sets by purchasing 
the equipment, and then assemble 
them. 

We checked the electrical stock 
list on page 86 and find our inven- 
tory all right. We rotate this de- 
partment from time to time. 

Mr. Editor, your HARDWARE AGE 
is an educational magazine. Thank 
you. 





Sincerely, 

Mrs. S. Westerman 
B & M Hardware 
Malden, Mass. 


NEW KLEIN TOOL POUCH 5,1 


CHECK THESE NEW FEATURES 











No. 5141 with knife snap | 


Molded in one-piece polyvinyl chloride. | for a dealer's librar 
Strong, tougher than the finest leather. List Price $*%3!5 | y 


Unaffected by extremes in temperature, 





remains pliable even in coldest weather. Dealer price $2.10 


Three plier pockets, two screw driver inte ’ 
pockets, and a utility pocket for wrenches, Maintenance, 


“ABC's of Lawn Preparation and 
revised edition, will 
| help dealers become product knowl- 
List Price $975 | edge specialists. This complete ref- 

erence book has been up-dated to 
include latest data of interest in 
planning and keeping beautiful 
lawns. Special attention is given 
to newer lawn chemicals and weed 


ae" ‘ ; No. 5141-LS without knife snap 
skinning knives, other equipment. 


Here is a new electrician’s pouch at an 
amazing low price. One-piece construc- 
tion, hence no stitches or rivets to break Dealer price $1.83 
out. Polyvinyl chloride is unaffected by 
water, oil or grease and requires no main- Order today from your supplier. Avell- 
tenance. Drainage holes in all pockets ble with ithout knif iz cae 

> P Se ee ree ee controls. A new chapter citing rea- 
prevent water collection. 8” wide x 10” high. f a ag ee 
sons for lawn fa s 


DISTRIBUTED THROUGH JOBBERS added. Also added, a chart illustrat- 
Foreign Distributor: International Standard Electric Corp., New York ing common weeds for easier iden- 


. tification. Available to the trade 
WELTER & Sons through an order form in spring 
sales literature of Whitney Seed 


PITA ATTA TERA TT CMIEED DH =| (Co. Inc., Buffalo, N. Y. Pages: 80. 
Price: 50¢. 
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Fo: a quarter of a century, 


millions of Americans have been 
guided by the Duncan Hines 
name. The dining places, food 
products and products for the 
home bearing this famous name 
have brought pleasure and 
satisfaction time and time again. 

Satisfied customers mean 
business. They are responsible 
for the repeat purchases and 
increased turnover that add to 
your volume of sales. 

You can create customer 
satisfaction with Duncan Hines 
products, and customer satisfaction 
means business . . . for you. 














. 408 East State St. 
Hines-Park Foods, INC. | jinace Nov Yo, 
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You'll Get More Customers 
This Year For 


PENN REELS 


w . as” 


Forecasts for this year and the years to come 
indicate that people will have more and more 
leisure time. This means more and more fisher- 
men...more sales for quality made, depend- 
able PENN REELS. 

Now is the time to order a good selection 
of PENN REELS for your customers. 


FOR THE SURF 


@ SQUIDDER 

@ JIGMASTER 

@ SURFMASTER 
@ BEACHMASTER 


BOTTOM FISHING 


@ LONG BEACH, Nos. 60, 65 
@ BAYMASTER 

@ MONOFIL, Nos. 25, 26, 27 
@ SEA BOY @ DELMAR 


LEVEL-WIND REELS 
For Fresh and Salt Water Fishing 
@ MONOFIL No. 9 

@ MONOFIL No. 109 

@ MONOFIL No. 209 


@ LEVELINE No. 350 
(The Reel With The Brain) 


DEEP SEA & TROLLING 


@ PENN SENATORS 
1/0 to 16/0 
@ MASTER MARINER 
@ LONG BEACH, Nos.66,67,68 
@ SAILFISHER 


9/0 SENATOR 


PENN FISHING TACKLE MFG. CO. 


3028 W. HUNTING PARK AVE PHILADELPHIA 32, PA 
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Improve your profit picture 


3 ways with 


BRAND 


HARDWARE CLOTH 


Standard and heavy grades, uniformly 
woven for easy cutting; heavily galvan- 
ized. Good for dozens of uses around 
home, farm and factory: gutter guards, 
tree guards, machinery protection, sky- 
lights, window guards and rat-proofing, 
to name a few. 


@ Standard widths from 24” to 48” 
@ Furnished in 100’ rolls © 2, 3, 4 and 8 mesh 


@ All-welded wire cloths also available in 2”, 
%”, %” and |” meshes 


POULTRY NETTING 


Strong, corrosion-resistant hexagon net- 
ting made from top-quality electric fur- 
nace steel. 


Galvanized before or after weaving 
Available in continuous twist or Lock-Twist 
¥%,"", 1” and 2” meshes 
Standard widths from 12” to 72” 
@ Heavy Animal Pen Netting also available 
@ Furnished in 150’ rolls 


WELDED WIRE FABRIC 


Exceptionally strong because points are 
electrically welded with no loss of zinc 
protection. Meshes are uniform, wires 
straight, and fabric lies flat when un- 
rolled for easy handling and cutting. 
Galvanized “oe Welding. 


©#i”xi”,2”X 1" and 4” X 2” meshes 
@ Standard widths 


@ Other meshes, widths and wire gauges avail- 
able on special order, galvanized or plain. 





How to keep a clock 
display neat, full 

There are two ways to keep wall 
displays of clocks neat, while dis- 
couraging sales of sample clocks. 
Too often, wall displays are a 
hodge-podge of dangling cords and 
full of bare spots where someone 
has sold the sample. 

First, you must decide which 
clocks are your best staple models, 
the clocks you want on permanent 
display. Then you arrange them in 
the order you consider best. Now, 
here is how you keep them in that 
order: 

(1) Snip off the cords with wire 
cutters. This improves the look of 
your clock wall. No one will buy a 
clock without a cord. Or, 

(2) Drill a hole as big as an 
electric plug behind the clock. Run 
the cords through the holes, and 
tie the cords into knots too big to 
come out easily. This will make 
removing samples difficult and it 
hides the cords. 

If you follow No. 1 above, will 
you eventually be faced with sell- 
ing an “as-is” sample when clock 
models change? The answer is no. 
It’s a simple job to remove the 
back of most clocks and replace 
the cord. 

And it’s worth the extra effort, 
for clocks kept on display rnake 
sales, even though you may have 
to place special orders when 
you’re down to the sample. 





HARDWARE HUMOR 


- 


: \ 
SR 
Base 











‘My husband wants to clean his saw 
. which is the best toothpaste to 
use?" 
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“Automation” 
on the lawn 
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FOR FAST SALES 
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KEES KRAWLER 
LAWN SPRINKLER 


The Kees Krawler travels across the lawn under 
its own power, using the hose as a track. User 
sets it—forgets it. 

Krawler can be set to travel at either of two 
speeds with choice of two sprays. Can be 
equipped with automatic shut-off at slight extra 
cost. 

Each sprinkler individually boxed and com- 
pletely assembled except for the two arms. 
Packed with wrench and extra set of nozzles. 


Model 100 (25 pounds) for the small to 
THREE average lawn. 
POPULAR Model 10! (29 pounds) for the average 
SIZES to larger lawn. 
Model 102 (40 pounds) for the extra 
large lawn, golf courses, etc. 
Also Automatic Shut-off 








| Write P. O. Box 747 for free catalog 
«.| F. D. KEES MFG. CO. 
ae ;, BEATRICE NEBRASKA 
Want more facts? Circle 242, p. 183 





Model 40 
$3.75 ROTARY 


GRASS SHEAR by 


ROWE-EZY 


Model 300 
$6.95 


America’s favorite 
all purpose lawn and 
garden edgers... 


* Finest Quality 
Materials and 
ip Workmanship 


J 


% f © A Real Labor-Saving 


, Garden Tool 


* h ° Colorful 48-inch Handles 
ay) 


A FAST SELLER! 
ar hog < NOW! A 40% 
DEALER DISCOUNT ITEM 








CASH IN ON ROWE'L-EZY POPULARITY 


ORDER NOW FROM YOUR JOBBER 
Rowe Tool Co., 312 S.Palm Ave., Alhambra, Cal 
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PERMANENT WASHABLE 


AIR FILTER 


Treated with GPRD 
THIURAM” a germ 
killing agent. 

Safe, easy to handle 
... No irritating glass 
or metal particles to 
harm skin. 


Double-filter zips open. 
Removable all-metal frame. 


Non-allergenic, non- 
toxic, cant rot or 
mildew. 

Wash, wring and replace miracle- 
maze Polyurethane filter in seconds. 


Washes like a towel... 
never needs oiling. 


© 100% filtration area... outperforms all other 
filtering materials. 


® Miracle maze, double-wall design holds more 
dust yet allows better air passage. 


® Attractively packaged in ‘‘self-selling’’ cartons. 


AUTO-FLO CORPORATION 
12085 Dixie Street, Detroit 39, Michigan 
Dept. No. HA-2 


Please send me complete information on your new permanent 
washable Air Filter. 


Name 





Address 





City 
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How to get more space 
for sundries displays 
Manager E. C. Smith of Victoria 


(Texas) Hardware had a double- 
barreled problem. 

He needed more space for paint 
brushes, rollers, and accessories. 
But he was already cramped for 
display area. Solution? A home- 
built fixture that holds more stock 
in less space because each section 
is built to hold specific merchan- 
dise. 

The plywood base has compart- 
ments to hold packaged and un- 
packaged sundries. Perforated pan- 
eling is mounted at a slight angle, 
waist high, for displaying brushes. 
The end of the fixture is also 
sheathed in perforated paneling to 
hold displays. 

The paint brush section of this 
display holds several dozen varie- 
ties, to a depth of 6 to 12 brushes 
each. Metal racks separate the 
brushes by type. 


» rm | | . , 
hoosts 0 f chain f f ft ] | This fixture is producing a steady 
v U ) 0 S a _ sales increase for Manager Smith, 


_ nearly close to 50 percent to date. 
Taylor Chain’s consistent quality assures complete customer _ Turnover is also much greater. 
satisfaction—leads to the sale of other Taylor products. Dealers’ “This is because the brushes are 
and wholesalers’ reorders and comments bear this out. National at eye level now,” Mr. Smith says, 
advertising ...new packaging in polyethylene bags... Taylor's “and more customers are tempted 
new Bulletin 59, a complete chain “sample” book...many other to handle them. That’s half the job 
outstanding sales helps are additional factors that assure faster of saline these days.” 
turnover. Switch to Taylor Chain the next time you reorder. . ee 





A fixture that saves space and boosts 





TM PROOF COiL—se'f- TT BBB CHAIN—self- TM MACHINE CHAIN 
colored or hot-galvan- colored or hot-galvan- — straight or twist link. 
ized finish. Packed in ized finish. Packed in Bright finish. Packed in 
rugged metal Tay-Pails. rugged metal Tay-Pails. distinctive cartons, 


How to convert stairs 


ay lor into silent salesmen 


TM CHAIN SALESMAKER holds an as- A store with a prominent stair- 
sortment of welded and weldiess chain. Cos ee . . 
Store tested. Creates effective mass dis- Way can benefit from an idea used 


ade jmimameiadmeun at Salem Hardware Co., Salem, 

See your jobber or write— Ore. ‘ . 
ee SINCE §.6. TAYLOR CHAIN CO.. INC This dealer has put 12 of its 14 
MAIN 1873 Bes Hameneed. tadions - : stair risers to work as permanent 
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There's no doubt about what items 
are sold on the mezzanine of this 
hordware store. 


silent salesmen. Store owner Max 
Clark took brass house-identifica- 
tion letters from stock, and nailed 
them to the risers on the stairway 
to his mezzanine. The words in- 
form main-floor customers what 
items are sold on the mezzanine. 
It will be a long time before the 
brass letters wear out, in spite of 
heavy scuffing from traffic. The let- 
ters can be changed quickly if de- 
partments are switched about. 
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ANOTHER NEW 


MONEY -MAKER 
by Bridgeport 


ANOTHER NEW 
oh Vey aay 44: 


by Bridgeport 


Bridgeport 
DISPLAY DEAL NO. 900 











DISPLAY RACK 
$5.00 VALUE 


FREE 


with one 
No. 900 Deal! 


HERE’S WHAT 
YOU GET! 


INDIVIDUALLY 
CARDED 
BRIDGEPORT 


SCREWDRIVERS 


neran, 99Q 20 


VALUE 


DEALER $ ] 9 47 


cOsT 


DEALER ¢ 9 73 


PROFIT 


Screwdrivers feature unbreakable 
plastic handles with exclusive 
BILT-IN grip and nickel plated 
forged steel blades. Assortment 
includes regular, screw-holding, 
and genuine Phillips blades. 
Guaranteed Quality at 
ottractive low prices. 


Shown with removable bracket for at- 
taching to wall or pegboard. 
Size: 144%,” x 14Y%)” x 25” 





Here's a sure-fire way to boost big vol- 
ume sales of low price screwdrivers! 
Get this new Bridgeport Revolving Seif- 
Selection merchandiser that makes it 
simple for customers to find and buy 
what they need. You get 4 each of the 
16 fastest selling RED CAP & BLUE CAP 
numbers, all clearly identified and pre- 
priced from 15c to 75c. 


You also get, at no extra cost, a rugged 
metal display which takes less than 1' 
square feet of space. It can be used on 
the counter or attached to the wall with 
the special bracket provided. 

For economy, better quality merchan- 
dise, and faster sales, you can't beat 
Bridgeport! Order your No. 900 Deal 
today—See your jobber or write: 


yrs 


. that’s enough stream- 


THE BRIDGEPORT HARDWARE MANUFACTURING CORP 


"Smith, Bridgeport 5, Conn. 


? 


Crs . «2 « 
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Importance of industrial hardware distribution 
is presented to public through television film 


The men who distribute hard- 
ware to industrial firms are going 
to have their day before the pub- 
lic. The service they offer to in- 
dustry, and their importance in the 
distribution pattern, will be told 
to television audiences all across 
the country. 

The story of the industrial dis- 


tribution will be told in the film 
“Supermarket for Industry.” The 
film has just been released. It will 
be shown on television during Feb- 
urary, March and April. 

The film was sponsored and paid 
for by the American Supply & Ma- 
chinery Manufacturers Associa- 
tion. The association recently in- 


formed all members of the Na- 
tional Industrial Distributors’ As- 
sociation and the Southern Indus- 
trial Distributors’ Association that 
the film has been released. 


The announcement informed dis- 
tributors when the film had been 
released for specific cities. Distrib- 
utors were urged to contact tele- 
vision stations in their area and 
recommend that the stations ar- 
range to show the film. 


The film will be available to other 


stations, than those announced in 
the recent release, during the next 
18 to 24 months. 


Copies of the film can be pur- 
chased. The price is $50. The film 
can be shown on a 16mm sound 
projector. The film is suitable for 
distributors to show before various 
civic and community groups in 
their territories. 


Where to get the film 


The film can be obtained from 
the two distributors’ associations 
and also the manufacturers’ associ- 
ation. 


a 


GOOD NEWS LETTER ©» iiqtaetey 


HARDWARE WEEK SPECIAL HS-159 


12 tubes of PLASTIC ALUMINUM plus 
2 FREE ‘sur TUBES in Mother's 


A o 
reasure, F 


ae, oH 
QO 0 S hest 


YOUR PROFIT 


MARGIN NEARLY 50% 


Here’s the hottest deal in Hard- 
ware Week*. Let my mother-in-law 
(she’s in the shipping room now) 
send you 12 big 514-0z. tubes of 
DURO-PLASTIC ALUMINUM and 
she'll include . . . absolutely free 
. . . two tubes of either LIQUID 
STEEL, DURO-PLASTIC RUBBER 
or DURO-PLASTIC PORCELAIN 
REPAIR. The two free surprise 
tubes are packed right in the 
Treasure Chest. A free window 
banner is in the carton, too. 


RETAIL VALUE *14.00. DEALER COST ONLY $7.20 
*HS-159 offer expires April 15, 1960. 


PLUS AN ADDED ATTRACTION FOR YOUR CUSTOMERS 


Each of your customers buying a tube of DURO-PLASTIC Aluminum can receive 
a reguiar 25c POPULAR MECHANICS do-it-yourself booklet absolutely FREE. 
You have nothing to handle. We mail it direct to your customer when they 
send us the coupon on the back of each package. 





The “Supermarket for Industry” 
film is one in the “Industry on Pa- 
rade” series. 


"TTT Ferree, 


The manufacturers’ association 
pointed out that excellent coopera- 
tion was received in filming por- 
tions of the story from the man- 
agement of these companies: 

Syracuse Supply Co. 

Metallurgical Products Dept., 
General Electric Co. 

Chas. A. Strelinger Co. 


The manufacturers’ association 
also announced release of the film 
to its members. Members were 
urged to have their company rep- 
resentatives watch for the film 
showing in their area, and to write 
television stations thanking them 
for showing the film. 


_ 
Oe. oenoe: 
i naa 
Sy . 


WZ 


Happy to be of service 


“The members of ASMMA were 
pleased to have this opportunity to 
develop a film presentation which 
depicts the vital services that in- 
dustrial distributors perform,” the 

| manufacturers’ association release 
Vs stated. 
Sales Manager and Son-in-law A loan copy of the film can be 
arranged from the Television, Ra- 


“MY MOTHER-IN-LAW LOVES TO GIVE FREE 
SURPRISES — EVEN IF IT COSTS US MONEY!” 


ORDER STOCK NO. HS-159 FROM YOUR JOBBER, OR write 


THE WOODHILL CHEMICAL CO. 1390 East 34th St., Cleveland 14, Ohio | dio and Film Department, Na- 


m2 2 , : Associati factur- 
Originators and World's Largest Manufacturers of Plastic Aluminum” onal Association of Manefactur 


THE NATION’S ONLY MOTHER-IN-LAW APPROVED FIX-IT LINE mie B. SO Ot, New “cere ff, 
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from 4" to 24" 
_ "There is nothing finer 
than a DIAMOND’”’ 











2 
3 
a 
) 


Diamond offers a full line of long established and well known Diamond and 
Diamalloy Wrenches and Pliers. When you order adjustable 


wrenches insist on the Diamalloy Brand. Stocked by leading wholesalers. 


¢* DIAMOND TOOL and HOrseshoe (1, 


DULUTH, MINNESOTA .~«. TORONTO, ONTARIO 


@ 


EST. 1908 


Make top profits with sensational new 


Magic WOODBLEND Putty Pencils 


12 popular colors to 
match all wood 


FREE color folders, national ; 


N ra 


advertising, publicity help 
you sell. 


Want tremendous repeat sales, 
top profits? Sensational new 
Woodblend Putty Pencils, on dis- 
play, sell themselves to wood- 
workers and home craftsmen. 
Everyone that works with wood 
needs a set to fill holes and rem- 
edy surface defects. 12 decorator 
colors to match any shade. Big 
ready-made demand created by 
national advertising ana publicity. 


Write today for exciting profit 
story on Woodblend, Plastic Alu- 
minum, Tub ’n Tile Sealer, Magic extra salesman for less than 1 
@ and 35 other best-sellers. square foot of space. A-1393A 


Magic Iron Cement Co., inc. 


5403 Bower Ave. e Cleveland 27, Ohio 


abe s most complete line of quality repair products. 
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FREE permanent counter display 
attracts attention. Provides an 
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\ GARAGE DOOR CUSHION 


X SERIES 
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es a 


@® Self-aligning flange for neat, easy application Ee 


@ Wide 1%” strip to cover any residential door 
&) Ribbed for attractive appearance 

@ Slanted to shed water 

© Triple-Seal for best protection 


NEW PACKAGE | NEW DISPLAY 


Colorful , Dynamic 
polyetheylene z ‘try-it- 

package sells ! yourself” 

s. Itself. Complete , display 
with nails and , FREE 
easy instructions. 8, 9, with 
10, 16 foot lengths. ! order. 


Available 
through 
jobber or 
write: 


Sia hae ve 
5 ele, 
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BRIDGEPORT FABRICS, INC. 


BRIDGEPORT 9, CONN. 
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Window display contest 


A fall window display contest 
conducted by the merchants of 
Beatrice, Neb., was won by Klump 
Hardware. The winning window 
(see photograph) was remarkably 
simple in design. 

Taking hunting as its theme, 
Klump Hardware built a backdrop 
of cornstalks, sprinkled dry mulch 





Electrical department 


The electrical supplies counter 
at Five Points Paint & Hardware 
Co., Birmingham, Ala., is a profit 
maker. 








won with hunting theme 


QUICK TURNOVER: 











on the window’s floor, and used a 
stuffed dog and birds for dramatic 
effect. 

A new basic staple item for 
‘amping is featured in the window. 
A pocket-size transitor radio built 
to take the rigors of the woods is 
shown in the right front portion 











age ) PIC PAKS 
< e 
has eight turns a year Bright Wire 


ie Sales will soar when you stock and display handy Hindley Pic-Paks. 

; This counter has a larger turn- Pre-packaged, pre-counted, and pre-priced within easy reach of every 
ig and makes a larger profit per | customer . . . compact Pic-Paks also save you valuable display space, and 
dollar invested than any other 


cut your inventory-taking time as well. 
Carry a complete assortment of bright wire 
hardware to satisfy the needs of all your 
customers. Pic-Paks come as part of a color- 
ful display rack, or individually packed with 
“see-thru” tops. Assortment includes screw 
eyes, cup hooks, screw hooks, curtain rod 
hooks, gate hooks, shoulder hooks, and 
clothesline hooks. 

Order now! Speed up sales turnover by 
keeping plenty of Pic-Paks on hand. Call for 
a complete supply or rack refills today — 
your wholesaler will give you prompt service! 


: HINDLEY MANUFACTURING COMPANY 
hin “cy Cumberland, Rhode Island 


WIRE HARDWARE + COTTER PINS > PLUMBING SPECIALTIES 


counter in my store,” says store 
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Electrical department 


W ; has eight turns a year 
ORRIED (Continued from page 219) 
| . , owner, Gordon Cleage. 
| Mr. Cleage’s stock turns eight 


times a year at full 40 percent mar- 


/ gin of profit. “Electrical supplies 


We sell just about everything any- 


2 : one needs from a door bell button 
=, A i HS va | to equipment to completely rewire 
© a home,” Mr. Cleage says. 


“Our home-made counter is set 
; up for self service, and it’s near 
! a the front of the store for a big 

f volume in impulse sales. Every- 

° | | thing is price marked, and each 


item is displayed in logical order 











nearest other items to which it is 


Let This Powerful Display Bring You related for use,” Mr. Cleage says. 


Pees ee Quick New Profits! : | 
Mower Power Self serve display in 


Now you can cash in on the 
tremendous power mower replace- plumbing department 


ment spark plug market. Mower A four-unit section of revolving 
Power makes it easy! It stops cus- drum stands has given Star Hard- 
tomers and shows them why they ware & Supply Co., Birmingham, 
should buy and use Mower Power Ala., a self-service plumbing de- 
plugs. They are especially designed partment. 
and sold exclusively in hardware There are 10 tiers to each of the 
stores. stands. Each tier has up to 20 bins. 
By just spinning the shelves, cus- 
; @ Fits All Power Mowers tomers can quickly view a complete 
; Chrome Plated--Won't Rust Se a 


The items on the stands are 
© Carded for Impulse Sales grouped in related patterns. One 
stand has all types of ells, while 
another has _ tee’s, nipples, and 
unions. Sizes are graduated, start- 


erePLay ae PLUGS AND ing with the smallest on the top. 
E DISPLAY These do-it-yourself displays 


Retail Value $22 68 “| | have paid off handsomely. The size 


of the department, and its volume, 














Please Ship 


Mower Power Deals at $13.61 Your Cost 13.61 


each, Postpaid and On Open 


Your Profit ¢ON7 
Ace t. We Understand that 
oaiae be billed until April 1, totit 9.07 


1960. 


NAME 
WHOLESALER’S NAME. 
STORE NAME 

ADDRESS 
CITY ZONE_____ STATE 


has more than doubled in the last 
two years. 





Ordering and restocking drum 
stands is a simple matter. One 
glance tells the stock checker which 
items are running low. When or- 
ders arrive, it takes little time to 
refill the bins. 














_ Star Hardware moved to its 
present location several years ago. 








on traffic reaching the store by au- 
tomobile. Such displays as these 
encourage customers to shop Star 
Hardware for plumbing needs. 


STITT IGNITION COMPANY 


86 EAST FIRST AVENUE COLUMBUS 1, OHIO 
QUALITY SPARK PLUGS SINCE 1916 si 
Want more facts? Circle 252, p. 183 oes 
220 © HARDWARE AGE, February 11, 1960 





| 
| 
| 
| 
| 
| 
| 
| 
| 
MARINE AND POWER MOWER DIVISION | The store depends almost entirely 
| 
| 
= 





BOOST 


MULTI-COLOR 


with NEW 
PRESSURE MAID 


sprayer 


Ideal for Multi-Color painting, completely re-de- 

signed Pressure Maid outperforms any compressor in its price class .. . 

Delivers 2.3 CFM! Complete with new design spray gun, air hose. Sells itself 

. sells paint too! Rugged, portable. Complete—ready to spray. Piston- 

type, direct-drive, single cylinder compressor. |/3 h.p., 110 volt AC motor. 

Write for Bulletin PM 501 and name of jobber nearest you. Stock up now 
and boost your multi-color paint sales! 


The Campbell-Hausfeld Co., 215-N Railroad Ave., Harrison, Ohio 


CAMPBELL-HAUSFELD 
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N. Y. Show Hit! 


NEW 


SELL-o-RAMA 











CLEVEREST HOUSE NUMBER 
DISPLAY EVER OFFERED 


Always orderly—sales invitin 
—not a dust catcher. Eac 
spindle stocks as well as sells. 
Perfect for quick spot-checks. 
Display FREE with #1 or #101 
Assortment of 12 doz. asst. 
B-10 or R-10 32" Numbers, 
lus Frames and Lawn Stakes. 
etails $21.90. 


ORDER FROM YOUR JOBBER 
Hy-Ko Products Co., Cleveland 3, 0. 
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Kenberry GADGETS 
ARE PROFITABLE 


Sell Fast, Use 


af BENDS 
Little Space | : 
Display as a family of 
gadgets in one place on 
peg boards or counter - 
bins for fastest self- © 
service sales. Serving 
Tongs in many sizes, © 
styles. Cheese Slicers. = ae 
Jar Wrenches. Deluxe = 
Roast Rack. Skewers = 

in all sizes. Lacing = 
Pins. Plate Hangers. 
Potato Bake Rack. 
Broom Clips. Food 
Mixers. Beaters. 
other gadgets. 
More than 50 
Kenberry GADGETS 
Ask your jobber 
or write for list 





Many fe = os so sie Ss 





| "ASR-OLASS Urren 6 Yeenmn or 
JOHN ee — ime, 


ONE MONTGOMERY rf 
BELLEVILLE 9, Na. en berry Grocers 
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IS THE 


PROFIT 
LINE ( 


THe YWUIPPE RE" vane 


18” and 20” 


Unusually long life. Freedom from service delays and expense. Finest 

grass cutting results. Extremely safe in operation. Easy handling. 

Quick-set height cutting adjustment. Convenient handle mounted 

throttle control. Briggs & Stratton 2'/2 HP. 4-cycle motors with recoil 
starters. 


THE Caildin LINE 


19” and 21” 


Close trimming. Easy handling. Peak 
cutting efficiency. Quick-set height 
control. Convenient handle mounted 
throttle controls. Engineered for 
maximum safety. Two piece handle 
adjusts to height of user. Dependable 
Briggs & Stratton 4-cycle motors with 
recoil starters. 19” model 2 HP - 21” 
2'/. HP. 


pa 


EDGE’N TRIM 


It's an edger. It's a trimmer. Stand up 

control of alll operations. Easy to handle. 

Handle mounted throttle controls. Saves 

hours of time and back-breaking labor. 

Briggs & Stratton 2!/2 HP 4-cycle engines, 

with suction feed, chokamatic carburetion 
and recoil starters. 


It will pay you to investigate the COOPER 
LINE and learn how you can make your 
power mower business show a healthy 
profit at the end of the selling season. 
Write TODAY for full information and 
informative literature. 


Suilt for those who Want the Gest 
COOPER MANUFACTURING CO. 


409-411 S. FIRST AVE.. MARSHALLTOWN. IOWA 
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‘Popular Homecraft’’ and 
‘Home Craftsman” are the 
nation’s leading publications 

in the do-it-yourself field. 

Both feature home workshop 
projects with photographs, plans 
and blueprints—and a host of 
money-saving tips on home 
improvement. Regular 
subscription—$3.20 a year. 





Weller pre-sells for you 
nationally and locally i 


identify your store with Weller Tools. You'll ride the crest of this great PO Rid A 
‘ ea 


promotion and cash in on Weller’s national and local advertising. 28 million 
people will be pre-sold during this big spring campaign. Be sure you get 
your share of this business. 


Che Satu 





27 SUNDAY | POPULAR | POPULAR | MECHANIX 
LIFE |POST NEWSPAPERS | MECHANICS | SCIENCE | ILLUSTRATED 





FEBRUARY xX 





MARCH xX 


APRIL 3O0th| 10th X X plus full color 


PENNANTS, COUNTER CARDS AND DEALER ADS on this spe- ads in 27 


cial Weller promotion will be included in your IRHA Hardware Week store 
display kit. Sunday 



































WINDOW DISPLAY SERVICE. Weller joins with Popular Mechanics i 
>in Newspapers — 


to help you build sales from your windows. 





ardware Week Promotion! 


OFFER YOUR CUSTOMERS THIS 


S 


r-4 oF 


SAVING 


1 year subscription to BOTH of these magazines 


with purchase of any of these 


SOLDERING GUN 


The famous Weller professional type 
250-watt gun. Tip heats instantly—no 
waiting. Twin spotlights. Tip has long 
reach—gets into difficult $1995 
places. Model 8250A. list 


Both magazine subscriptions included. 


POWER SANDER 
Big 25 sq. in. sanding surface and 


14,400 strokes a minute get jobs done 
fast. Straight line action never bucks 


or twists. Easy sandpaper $1 §95 


replacement. Model 700. list 


Both magazine subscriptions included. 


SABRE SAW 


7 power saws in 1. Makes all kinds of 
cuts. Strain-relief design prevents blade 
breakage. Lubricated for life. Hammer- 
tone finish aluminum $1995 
housing. Model 800. list 


Both magazine subscriptions included. 


YOU GET YOUR FULL PROFIT ON EACH TOOL 


The $3.20 magazine subscription offer is effective on retail sales of these Weller Tools until June 15, 1960. 
All orders from dealers must be placed by April 15, 1960. Stock up now from your Weller Wholesaler. 


Weller Electric Corporation 


601 Stone’s Crossing Rd. 


Easton, Pa. Circle 257, p. 183 





NOW... screws 


“BY THE 
HUNDREDS” 


For years, dealers and distributors have discussed 
the idea of decimal packing to replace awkward 
gross packing. HERE IT IS! Elco now can supply a 
complete range of styles and sizes for regular store 
shelf stock — in the new Elco DECI-PACK of 100 
pieces per box. Not only is figuring in the store of 
price-per-piece made easier, but the buyer of several 
hundred or more pieces will find cost calculation 
much quicker for the quantity wanted. Finally — 
the new Elco DECI-PACK drawer box with pull 
tab makes stacking, stocking, and selection the most 
convenient you have ever known. Buy Elco’s new 


DECI-PACK! 


TWO NEW ASSORTMENTS 
FOR EASY SALES 


ALL TAPED... 
ALL 25c PER TAPE 


These colorful new bin-type 
counter display boxes con- 
tain the most popular sizes 
of Solid Brass, Chrome 
Plated, Oval Head, Slotted 
Wood Screws and Machine 
Screws. Each bin contains 
10 tapes of a size, retailing 
at 25c per tape. For the 
boat-owner, to install new 
equipment ... and for the 
home-owner, to put up new 
fixtures. 


BOXES and RACKS for the 
HOME WORKSHOP 


stockshop 


Clear plastic boxes i 

tain generous quantities 

59c of 40 most-wanted wood 
Per Box screws, machine screws, 
sheet metal screws. 
DraweRacks provide 

neat, accessible storage 

units that can be ar- 

ranged in many conven- 

ient ways. Furnished in 

self-serve display racks. 


ELCO ‘sso SCREW CORPORATION 


1107 Samuelson Road, Rockford, Illinois 
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HARDWARE AGE 


DQ Your Chd 


ROBERT J. WYATT, 
first vice-president of Job 
P. Wyatt & Sons Co., Ra- 
leigh, N. C., wholesaler, 
has been with the Wyatt 
firm for 51 years. Mr. 
Wyatt was graduated from 
North Carolina State Col- 
lege in 1909. He recalls 
that one of his first jobs 
with Wyatt was to drive a 
team of mules to State 
College to deliver a ton of 
cottonseed meal to the 
dairy barn. Mr. Wyatt is an elder in the First 
Presbyterian Church, a member of the Raleigh 
Chamber of Commerce and Kiwanis Club. 


CHARLES PINCUS be- 
gan his 50 years in the 
hardware industry in 1909 
as an office boy and billing 
clerk in the New York City 
office of The Stanley 
Works. Within six months 
he became factory order 
clerk, and in 1914 was as- 
signed the metropolitan 
New York sales territory. 
In 1920, he also sold Stan- 
ley hardware and tools to 
the wholesale trade. Two 
years later he began selling electric tools. Mr. 
Pincus was appointed assistant general manager, 
hardware, of the New York City office in 1935, 
and regional manager in 1947. In December, 
1959, he was presented with the company’s 50 year 
service award at the division’s sales conference 
attended by the entire national sales force. Mr. 
Pincus is sales consultant, calling on specially 
assigned accounts in New York City. Mr. Pincus 
has also served the industry as a past president 
of Hardware Boosters; an organizer, past presi- 
dent, and life member of the Hardware Square 
Club; and a past vice-president of Metropolitan 
Builders’ Hardware Club. He is a life member of 
the Cambridge Lodge 662 F & A M. Among his 
hobbies, Mr. Pincus supplies foreign stamps to 
veteran hospitals for permanently wounded G. I.’s. 





Champe!’ SPRINALERS 


LIST PRICE 
ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"’ pipe $ A 


$s UNION VALVE (Non-Union $2.60) 


Swivel seat for long life, %4"’ pipe $360 


ee 


& POP-UP SPRINKLER HEAD 


Pops up 112” above grass 


$100 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 20 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 68 


ideal for Siamese connections 


30 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. co. 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApitoi 1-2108 
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You CAN 2 ALWAYS alg 


EPOXY me 


when your customers want 
to permanently repair: 


he e PORCELAIN e GLASS 

. e CERAMICS ¢ PLASTICS 

a SIZES ex 4 ¢ FIBERGLAS e WOOD 
Jr. kit, carded, 8 3" ¢ ALUMINUM ¢ MARBLE 


kit, bo: st “i 
Order rom "your: di ibutor 4° (RON/STEEL ° MASONRY 


SPECIALTY PLASTICS CO. you can dk re ae cee 
4010 Glengyle Ave.—Dept. E re, ofl, gasoline and water-proof; 








Baltimore 15, Maryland can be painted, sanded, filed. 
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TM=4 Fastest SELLING-WASH- 
AWAY PAINT REMOVER supports your 


Spring Season with 34 Advertisements in: 
Life — Saturday Evening Post — Better 
Homes & Garden — McCall’s — Ladies Home 
Journal — American Home — House Beautiful 
— Living for Young Homemakers 


Winfield Brooks Company, Woburn, Massachusetts 




















Want more facts? Circle 261, p. 183 








when you aie 


R442 x PKA- 35 


“PACKAGE 
DEAL” 


4 
You Get - . 
KEY MACHINE — 2a¥ 
MOTOR — _— 
ROTARY KEY BOARD — plus 
1020 POPULAR KEY BLANKS 


You can Cut Cylinder and Car 
Keys Quickly and Accurately! 


You get this Giant Sign 
gn’ for Your Store FREE 


KEYS MADE 


CAST ALUMINUM 12” x 27” 


MAIL COUPON TODAY 
BSR RE RS SSE See eee ee eee 
KEIL LOCK CO., INC. 
Charlestown, New Hampshire 
Please send complete information on your 


R 42 x PKA-3 “Package”’ Deal plus FREE Key 
sign. 


Name... 


PLEASE PRINT 
Address 


ee Zone._._.. State , 
oe ee ee ee ee es 
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Stock the one 
all purpose 
water seal 








Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile + Stucco « Masonry 
Concrete + Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 


agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 

son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 
distributor nearest you. 0036 


Thommpdon d 


MANUFACTURERS OF FINE PROTECTIVE | 
CHEMICALS SINCE 1929 

Mal tadalolaloitt -Maialslae 

San Francisco 3, California 


E. A. Thompson Co., Inc 


San Francisco * Los Angeles * San Diego * 
lortiand * Chicago * Seattle * Denver © Dallas 
Houston * St. Louis * St. Paul © Detroit ¢ 
Philadelphia * New York City * Memphis ¢« 
Cleveland = Factory: King City, California 
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Convention Calendar 





convention 


shows 


conferences 




















February 


14 E. Rabinowe & Co., Open 
House & Merchandise Exhibit 
Yonkers, N. Y.; also on Feb. 28 
at Middletown, Conn. 
Arkansas Retail 
Assn., Little Rock 
Janney, Semple Hill & Co. 
Spring Merchandising Meeting 
Chicago 
California Retail 
Assn., Western 
ware-Housewares 
Francisco 
Kentucky Retail Hardware Assn. 
Louisville 
Nebrasko Retail 
Assn., Lincoln 
Tri-State Hardware & Imple- 
ment Assn., Amarillo, Tex. 
Coast to Coast Stores Centra! 
Oraanization Inc.., Portland 
Ore. 

Pennsylvania & Atlantic Sea- 
board Hardware Assn., Harris- 
burg, Pa. 

Michigan Retail 
Assn., Grand Rapids 
New England Hardware Deal- 
ers’ Assn., Boston 

Wm. L. Blumberg Co., Inc. 
Open House & Garden Show 
Brooklyn, N. Y. 

Eagle Sales Co., Inc. 
Show, Elizabeth, N. J. 
Alabama Retoil Hardware 
Assn., Birmingham 

Northern Wholesale Hardware 
Co. Portland Ore. Annua! 
Convention & Merchandise 
Show 

Pacific Northwest Hardware & 
Implement Assn., Portland, Ore. 
West Coast Hardware & House- 
wares Show, Los Angeles. 
West Virainia Hardware Assn. 
Porkersbura 


Hardware 


Hardware 
States Hard- 
Show San 


Hardware 


Hardware 


Dealer 





Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing: following this quick check list. 





Hardwore Assn., of the Caro- 
linas Hardwore & Housewares 
Show, Charlotte, N. C. 
29 to New York State Retail 
Mar. 2 wore Assn., Syracuse 


23-25 
Hora- 


Mar.’ 


Central Jersey Wholesalers 
Inc. Dealer Show, Asbury Park 
N. J. 

S. Federbush Co.., 
Show, Lodi, N. J. 
American Toy Fair, New York 
Piedmont Hardware Co., Gen- 
eral Merchandise Show, Dan- 
ville, Va. 


South Dakote Retai! 
Assn. Huron 


Spring Dealer 


Hardware 


Worth Hardware Co. 


Show, New York, N. Y. 
Billings Hardware Co., Sport- 
ing Goods-Outing-Lawn & Gar- 
den Show, Billings, Montana 
4-9 National Builders’ Hardware 

Assn. Management Conference 
Princeton, N. J. 

10-13 Southern-Hardware Conventior 
New Orleans 

21-22 National Assn. of Sheet Metal 
Distributors, Fiftieth Spring 
Meeting, Columbus, Ohio 

30 to Moriey-Murphy Co., Green Bay 

May! Wis. Dealer Show 


Dea'er 


May 


15-17 Pacific Coast Conference of 
Nationa! Builders’ Hardware 
Association and the American 
Society of Agricultural Cor- 
sultants, Portland, Oregon 

23-25 Triple 


vention 


, 


Industria! 
Chicago 


Supply Con- 








National Events 


American Toy Fair, March 7-16, Ho- 
tel exhibits at New Yorker and 
Sheraton-Atlantic, New York. 


Industrial Supply Convention, May 23- 
25, Conrad Hilton Hotel, Chicago. 
Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter- Thomas Associ- 
ates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 
dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3, Robert 
C. Fernley, executive secretary; 


Southern Industrial Distributors’ 
Assn., 712 Volunteer Bldg., Atlanta, 
Ga. E. L. Pugh, secretary-treasurer. 


National Association of Sheet Metal 
Distributors, April 21-22, Fiftieth 
Spring Meeting, Deshler-Hilton Ho- 
tel, Columbus, Ohio. Thomas A. 
Fernley Jr., executive secretary. 
1900 Arch St., Phila. 3, Pa. 


National Builders Hardware Assn. 
Management Conference, April 4-9, 
Princeton, N. J. William F. Has- 
well, 515 Madison Ave., N. Y. 

(Continued on page 228) 





IT PAYS TO STANDARDIZE ON STANSCREW 


Te ae ee . 
PG wpe ‘ os ? rte a ial P Sa - Sape eS 6 % Soe 
Be bes ee : y Bins Sages 6 gil rn * e "ie os pea ‘ Ke 
© aoe 4 ae > ie * f ‘ x ES eggs - 
ag 


uild Customer Acceptance... 


‘8 Oe Cage 


With Stanscrew-Quality Bolts 


The wise dealer builds customer acceptance in every 
possible way . . . conveys the impression of a progres- 
sive, modern service organization in every detail of his 
Stanscrew’s complete line of hex machine bolts, car- Diente ahi’ Ij 
riage bolts, and lag screws enable you to demonstrate ee ee Co 
outstanding quality even in those “‘bread and butter’’ Stanscrew fasteners are offered at 
fastener sales. Attractively packaged in newly designed fully competitive, moderate prices. . . 
boxes, their clean threads, precise dimensions, and over- and on a fast delivery basis which 
all appearance are immediate evidence that these are will come as a pleasant surprise. If 
premium quality products... manufactured to the same ou are ital eaid cietinn itl 
standards of precision and uniformity as Stanscrew’s . a aan se ee 
broad line of 5,500 industrial fasteners. profit making line to your dealers, 
Stanscrew quality and consumer appeal are evident write today for details. 
in its complete fastener line . . . and is especially pro- 
nounced in two counter displays on socket set screws 
and hex key kits. Ask your wholesaler for details. 














STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
H MS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, illinois 
Want more facts? Circle 264, p. 183 
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oe oe ee ee ee Oe ee 
the line-up of 5 
UALITY TOOLS - 


@ | 
agent aan rane) 


» RAR ‘'/," DRILL 
Most popular fast selling tool. 
cord. Heavy 

rated. Mode! R-250-3 

RETAIL $23.50 


accessories. Excellent 
gift or premetion. 
Modei R&-200 


RETAIL $29.95 





chuck. 
Model R#-380 





RETAIL $33.75 


RAM ‘/2" DRILL 


For the BIG drilling jobs. Over 

1” im weed capacity, drill 

concrete, steel, etc. with ease. 

Either 2 or 3 conductor, heavy , ee 
duty industrial. Model R-500- —& ial 

2, Mode! R-500-3. if 


2 Cond. Ret. $47.50 (; 
_3 Cond. Ret. $49.50 Us 








RAM 7" SAW 


Famous RAM 88. Full 7” 
blade, 1% H.P. motor. Mitre 
- full 2%,” at 45° A real tool 
for beginner er professional. 
America’s biggest seller! 3 
conductor cord. Mode! R&-88-3 


RETAIL $49.98 





RAM 7" SAW 


Industrial all ball bearing saw 
.-.7” blede. Heavy duty in- 
dustrial with 2%,” depth at 
45° angle adjustment. Will 
lest a lifetime .. . trouble free 
and power to spore. Model 
R-76 





RETAIL $62.00 





SABRE SAW 


The most versatile tool ever. 
Rips, hacks, scrolis etc. Cuts 
2 x 4 wood—metals, tubing 
etc. 45° angle adjustment, 
'%,” stroke with 3 assorted 
blades. Model R-44 


RETAIL $31.95 





RAM SABRE 
SAW KIT 


19 pieces. Accessories 
include metai case. 10 ft. 
UL extension cord, drawing 
instrument, blades, book etc. 
ideal gift or promotion 
number. Brand new and 
ripe for real volume. 
Modet R-400 


RETAIL $39.50 








TOOL CORPORATION TOEPT.AL 
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(Continued) 


Regional Events 


Billings Hardware Co., Billings, Mon- 
tana, April 3-4, Sporting Goods- 
Outing-Lawn & Garden Show at 
the Shrine Auditorium, Billings, 
Montana. 


Wm. L. Blumberg Co., Inc., Open 
House & Garden Show, Feb. 21 at 
company offices, 1133 Manhattan 
Ave., Brooklyn, N. Y. 


Central Jersey Wholesalers, Inc., 
Laurelton, N. J., March 6, Dealer 
Show at Berkeley-Carteret Hotel, 
Asbury Park, N. J. 


Coast to Coast Stores Central Or- 
ganization, Inc., Minneapolis, Feb. 
14-17, Meeting at Multnomah Ho- 
tel, Portland, Ore. 


Eagle Sales Co., Inc., Elizabeth, N. J., 
Feb. 21-22, Dealer Show at Eliza- 
beth-Carteret Hotel, Elizabeth, 
N. J. 


S. Federbush Co., Paterson, N. J., 
March 6, Spring Dealer Show at 
Lodi Armory, Lodi, N. J. 


Hardware Assn. of the Carolinas 
Hardware & Housewares Show & 
Convention, Feb. 23-25. Hotel head- 
quarters at Charlotte Hotel, ses- 
sions and exhibit at Radio Center 
Auditorium, Charlotte. Martin F. 
Kaelke, Box 6215, Charlotte 7, N. C. 


Janney, Semple, Hill & Co., Minne- 
apolis, Feb. 15, Merchandise Meet- 
ing, Chicago. 


Morley-Murphy Co., Green Bay, 
Wis. Dealer Show, April 30-May 1, 
at the Brown County Memorial 
Arena, Green Bay, Wis. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 20-22. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First 
Corps of Cadets Armory, Boston. 
Chester C. Putney, 665 Boylston 
St., Boston 16. 


Northern Wholesale Hardware Co., 
Annual Convention & Merchandise 
Show, Feb. 21-23 at company of- 
fices, 805 N.W. Glisan St., Port- 
land, Ore. 


Pacific Coast Conference of National 
Builders’ Hardware Association 
and the American Society of Ar- 
chitectural Consultants, May 15-17, 
Sheraton Hotel, Portland, Ore. 
Frank D. Chown, 333 N. W. 16th 
Ave., Portland. 


Pacific Northwest Hardware & Im- 





% 


when it’s brewed in 


CORY’ 


Our vast new line of glass cof- 
fee brewers, gift-packed to re- 
tail from $4.95 to $7.95, are 
profit-designed for your gift 
department. And our Cory com- 
bination Percolator-Beverage 
Server, as illustrated below, is 
an all-time best seller at $6.95. 


-Your store profits again and 
again when it becomes a Cory 
PARTS CENTER 


Replacement Glass Filter Rods 
and Bowls are money-makers 


a 
CORY CORPORATION 
3200 W. Peterson Ave., Chicago 45 
O10) 5 o MOO). 4 ae COr-lal-lel- Pm ace Rol aelslcommeliie 
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cot OF Bironp 
Ge jel 
= Gueranteed by = 
Good Housekeeping 


0 
5 sovrensee 


Sheffield 


QUIK-SPRAY enamels and lac- 
quers in spray cans has been 
awarded FIRST PRIZE in the 
national package competition 
conducted by the Aerosol Divi- 
sion of the Chemical Special - 
ties Manufacturers Association. 








The famous Sheffield quality 
combined with eye-stopping 


Sheffield Bronze packaging can mean more prof- 


its for you. A complete range of 
Paint Corporation decorator colors ... regular 12 
17814 Waterloo Road - Cleveland 19, Ohio OE. OF Cnt Fre Oe 
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(Continued) 





plement Assn. Convention, Feb. 21- 
23. Hotel headquarters and ses- 
sions at Benson Hotel, Portland, 
Ore. J. Malcolm Smith, 303 Empire 
State Bldg., Spokane, Wash. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
15-17. Hotel headquarters at Penn 
Harris Hotel, sessions and exhibit 
at State Farm Show Bldg., Harris- 
burg. J. Wayne Tisdale, 123 S. 
Third St., Harrisburg, Pa. 


Piedmont Hardware Co., General Mer- 
chandise Show, March 20-22 at com- 
pany display room, 554 Craghead 
St., Danville, Va. 


EK. Rabinowe & Co., Inc., Two Open 
House & Merchandise Exhibits. 
Feb. 14 at Yonkers, N. Y., ware- 
house; Feb. 28 at Middletown, 
Conn., warehouse. 





Because Marion Handles... 


@ Are presold for you 

@ Are priced to volume sell 

@ Permit equalized inventories 

@ Guarantee customer satisfaction 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 10-13, at Hotel 
Roosevelt, New Orleans. SWHA 
managing director, Ralph E. Kirby, 
806 Peachtree St. N.E., Atlanta, 
Ga.; AHMA secretary, Arthur L. 
Faubel, 342 Madison Ave., New 
York 17. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 14-16. Hotel 
headquarters, sessions and exhibit 
at Hotel Herring, Amarillo, Tex. 
R. B. Allen, 1409 Fourth Ave., Can- 
yon, Tex. 


West Coast Hardware & Housewares 
Show of the Pacific Southwest 
Hardware Assn., Feb. 21-23, at 
Great Western Exhibit Center, Los 
Angeles. Otto H. Grigg, 1519 S. 
Garfield, Los Angeles 22, managing 
director. 


Worth Hardware Co., Inc., New York, 
N. Y., April 3, Dealer Show at New 
York Trade Show Bldg. 





State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters at Tutwiler Hotel, ses- 
sions and exhibit at Municipal Au- 
torium, Birmingham. A. B. Hill, 
2201 Highland Ave. South, Bir- 
mingham 5. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 14-15. Hotel head- 
quarters at Hotel Marion, sessions 
and exhibit at Robinson Audito- 
rium, Little Rock. Tom R. Pinck- 
ney, 1014% Main, Little Rock. 


California Retail Hardware Assn., 
Western States Hardware-House- 
wares Show, Feb. 14-16. Hotel 
headquarters and sessions at Hotel 
Whitcomb, exhibit at Brooks Ex- 
hibit Hall & Civic Center, San 
Francisco. Krueger B. Jacobsen, 
122 Ninth St., San Francisco 3. 


Kentucky Retail Hardware Assn. 


Convention, Feb. 14-16. Hotel head- 
quarters, sessions and exhibit at 


SS 
‘\ ‘ \ \ 


Marion 
Fiandile 


ASK YOUR MARION REPRESENTATIVE TO EXPLAIN THE MANY MARION ADVANTAGES 
or write direct for full details 


Marion Handle Mills, INC. Marion, Virginia 
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THE CARE AND FEEDING OF BOLT-PICKERS 


(or, how to make some money without hardly trying) 


Unhappily, we’ve created a country of frustrated bolt- 
pickers. They crave to plunge their hands into heap- 
ing piles of glittering bolts. But where are the bolts? 
Hidden away in cartons or back-room bins. 


Worse yet, if a fanatic bolt-picker is allowed to run 
loose, he’ll blitz the shelf stock all by himself. Great 
Caesar, what a mess! 

Why not relieve your customers’ tensions, allow 
them to express themselves in a non-destructive man- 
ner? And make some money while you're at it? 

Just jot down “Lamson Bolt Trays” in your want 
book. Then have your Lamson Distributor’s salesman 
set up the trays with bolts your customers buy most 
often. (These are plated bolts, so you'll get more profit- 
per-piece on top of better turnover.) 


Watch the bolt-pickers. They’ll dive right in like 
children around a cookie jar. 


4 LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 


* G 
“ae Asse" 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
Want more facts? Circle 269, p. 183 
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JUST PICK UP THE PHONE... 


Your Republic distributor will help you 
recommend the best plastic pipe for any job! 


Need answers fast? They are as near as your 


telephone. Your Republic distributor knows 


plastic pipe, knows you. You can trust his 
recommendations. © 


Your Republic distributor understands your 
need for reliable hardware supplies ... appreci- 
ates your need for better service. That’s why he 
stocks a full line of quality plastic pipe, employs 


an adequate number of people, has a full-time 
delivery system designed to serve you faster. 


Prove it the next time you need fast answers 
or fast delivery. Your Republic distributor is 
listed in the Yellow Pages under HARDWARE, 
WHOLESALE. Expect better service on... 


PLASTIC PIPE « STEEL PIPE « BOLTS AND NUTS 
ROOF DRAINAGE PRODUCTS 


Want more facts? Circle 273, p. 183 














py j 


REPUBLIC STEEL 


Quality, SUuophios. . . Quality Suppl 


Want more facts? Circle 273, p. 183 
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HEAVY-DUTY PLASTIC PIPE—semi-rigid type SRK® 
—as well as flexible polyethylene type FE®, is 
made by Republic and stocked by your local 
Republic distributor. For complete information, 
call him today or write Republic Steel Corpora- 
tion, Service Dept. HA-8944, 1441 Republic 
Building, Cleveland 1, Ohio. 


REPUBLIC STEEL CORPORATION 
SERVICE DEPT. HA-8944 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 

02 Flexible Plastic Pipe type FE C) Steel Pipe 

2) Semi-Rigid Plastic Pipe type SRK 2) Bolts and Nuts 
2 Roof Drainage Products 


Name ELE CRATER, 6 SIRE RES A I 
Company 


' 


FN SOS tS ET OP ERR NS MOG RRS PNAS 


ESAS fee 





JUST PICK UP THE PHONE... 


Your Republic distributor will help you 
recommend the best plastic pipe for any job! 


Need answers fast? They are as near as your an adequate number of people, has a fu/l-time 
telephone. Your Republic distributor knows delivery system designed to serve you faster. 
plastic pipe, knows you. You can trust his 


Prove it the next time you need fast answers 
recommendations. 


or fast delivery. Your Republic distributor is 

Your Republic distributor understands your listed in the Yellow Pages under HARDWARE, 
need for reliable hardware supplies... appreci- WHOLESALE. Expect better service on... 
ates your need for better service. That’s why he PLASTIC PIPE « STEEL PIPE « BOLTS AND NUTS 


stocks a full line of quality plastic pipe, employs ROOF DRAINAGE PRODUCTS 
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South Dakota Retail Hardware Assn. | 
| Convention, Mar. 22-24. Hotel head- 





| quarters and sessions at Marvin 
| Hughit Hotel, exhibit at Huron 
| Arena, Huron. Harris T. Benson, 
| 2108 S. Western Ave., Sioux Falls. 


Convention Calendar a oO cag T as oO Ss $e 
Continued 
SEND FOR ( 
CATALOG AND WANTING 
; JOBBER’S NAME 
Kentucky Hotel, Louisville. Ed- ire a EST 
A ward Keiley, 501 Republic Bldg., 4 € 
; Louisville 2. 
NAME 
TITLE Michigan Retail Hardware Assn. Con- 
vention, Feb. 16-18. Hotel head- ‘ RUST-PROOF 
COMPANY quarters and sessions at Hotel hs, POLYETHYLENE 
} STREET Pantlind, exhibit at Civic Audito- Ae Ree PLASTIC 
rium, Grand Rapids. Harold W. Rnd PD), 
CITY/STATE Schumacher, 1916 Michigan Na- : — WEX e r > uy 7 g 
ee Ge Ee Ee ee tional Tower, Lansing 8. Vy aa | AY T . 
} ONE-PIECE NON- ; Nebraska Retail Hardware Assn. ‘ tite & N E RS 
PINCH HANDLE Convention, Feb. 14-16. Hotel head- 5 mn ¢£ 
quarters and sessions at Hotel Handsome — Noiseless Pai 
VISE Cornhusker, exhibit at Pershing | Light to handle 
Municipal Auditorium, Lincoln. BEST for every use /-* 3 
: sax linimine attain. ; Frank Capalino, 325 Insurance Can’t dent nor leak Ry a) 
enger the Bldg., Lincoln 8. SANITARY, easily cleaned Gatiiils 
} New York State Retail Hardware | 
FEATURES Assn. Convention, Feb. 29-Mar. 2. 
i ! Hotel headquarters and sessions at 
HARDENED STEEL Hotel Syracuse, exhibit at Onan- 
f CUT-OFF TOOL daga County War Memorial, Syra- 
cuse. Nicholas H. Kiley, Hills 
} Bldg., Syracuse 2. 


West Virginia Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters, sessions, and exhibit at 
t‘hancellor Hotel. Parkersbure. | 








| GLEAMING 
m= RED FINISH 














HEAVY-DUTY PLASTIC PIPE—semi-rigid type SRK® 
—as well as flexible polyethylene type FE®, is 
made by Republic and stocked by your local 
Republic distributor. For complete information, 
call him today or write Republic Steel Corpora- 
tion, Service Dept. HA-8944, 1441 Republic 
Building, Cleveland 1, Ohio. 


REPUBLIC STEEL CORPORATION 
SERVICE DEPT. HA-8944 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 

C) Flexible Plastic Pipe type FE C) Steel Pipe 

C) Semi-Rigid Plastic Pipe type SRK $0 Bolts and Nuts 
© Roof Drainage Products 


REPUBLIC STEEL 


Name Title 





Company 
Address— 
City 








Quality, Supplies... Quality Suppliers 
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APPEAL 
“’S PRICE 
APPEAL! 


That’s what builds night latch volume .. . 
and these both have got it! 






Here are two proven volume producers to lead your night 
latch line. The reason for their sales success is no secret. They 
both possess the two most powerful buying incentives: they 
appeal to the eye and to the pocketbook. Better make sure you 
are stocking them. 














No. D220 
in Rose Gold 


OO rr————— 


Streamlatch 
with LURALON finish 


SEND FOR 
CATALOG AND 
: JOBBER’S NAME 


; NAME 
; TITLE 


COMPANY 











: STREET 


CITY/STATE 
ese WER NO MRM ST 


ONE-PIECE NON- 
PINCH HANDLE 


VISE ‘ 


HARDENED STEEL | 
JAW INSERTS } 


FEATURES) 


HARDENED STEEL 
CUT-OFF TOOL 














GLEAMING 
RED FINISH 


SWIVEL BASE 


PIPE JAWS 


THAT 





STEEL CHANNEL SLIDE 
PROTECTS SCREW 


BUILD PROFITS J 


Well-made, well-finished Simplex : 
vises bring you higher profits be- 
cause your customers see value. 

All 5 vises in the line feature 
quality for fast turnover. Attrac- 
tive discount schedule. Get top i 
profits by selling the best. 


Desmond 
i Simplex i 


Want more facts? Circle 270, p. 183 
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Kentucky Hotel, Louisville. Ed- 


ward Keiley, 501 Republic Bldg., 
Louisville 2. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 16-18. Hotel head- 
quarters and sessions at Hotel 
Pantlind, exhibit at Civic Audito- 
rium, Grand Rapids. Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Nebraska Retail Hardware Assn. 
Convention, Feb. 14-16. Hotel head- 
quarters and sessions at Hotel 
Cornhusker, exhibit at Pershing 
Municipal Auditorium, Lincoln. 
Frank Capalino, 325 Insurance 
Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 29-Mar. 2. 
Hotel headquarters and sessions at 
Hotel Syracuse, exhibit at Onan- 
daga County War Memorial, Syra- 
cuse. Nicholas H. Kiley, Hiaills 
Bldg., Syracuse 2. 


South Dakota Retail Hardware Assn. | 


Convention, Mar. 22-24. Hotel head- 
quarters and sessions at Marvin 
Hughit Hotel, exhibit at Huron 
Arena, Huron. 
2108 S. Western Ave., Sioux Falls. 


West Virginia Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters, sessions, and exhibit at 
Chancellor Hotel, Parkersburg. 
James C. Fielding,, 1628 McClung 
St., Charleston. 


Fair Trade basic facts 
booklet for consumers 


The Bureau of Education on Fair 
Trade has a booklet for consumers 
entitled “For the Best Bargain You 
Can Buy Make Fair Trade 
Your Crusade.” 

The booklet explains unfair prac- 
tices some businesses use to destroy 
smaller competitors and monopolize 


' retail distribution. The logic of the 


one-price system is explained. 

The booklet urges readers to 
write to their congressmen, asking 
them to support Fair Trade mea- 
sures in Congress. 

Hardware dealers who want to 
distribute this booklet to custom- 
ers can obtain copies from the Bu- 
reau of Education on Fair Trade, 
205 E. 42nd St., New York 17, 
N. Y. Books are 4 cents each. 





Harris T. Benson, | 











FOR THOSE 
WANTING 
the BEST 


Cborpyul 


‘ RUST-PROOF 
~~ POLYETHYLENE 
, i i 


rts 
PK 


=; REFUSE 
UNS al ee 
‘4. TAINERS 
Handsome — Noiseless * GAS. 
Light to handle 
BEST for every use . 
Can’t dent nor leak a 11) 
SANITARY, easily cleaned Bilis 
at Sizes from 8 to 24 gallons 


> “A 
n sa 2, 
y 











Home owners, gardeners and the outdoor 
set all will be shopping for Lustro-Ware 
Tainers. Nothing equals their beauty and 
GUARANTEED service — rust-proof, 
dent-free utility — quiet, clatter-proof 
handling. Choice of colors for indoor or 
outdoor glamour. Wonderful, too, for 
boats, vegetable bins, etc. Order from 
your supplier along with the money- 
saving Lustro-Ware SPRINKLERS’ 
SPECIAL illustrated below. Advertised 
in Better Homes. " 


1m 886 


Nationally Advertised 
and Guaranteed by 


WORLD'S LARGEST 
manufacturer of Plastic Housewares 
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APPEAL 
4s PRICE 
APPEAL! 


That's what builds night latch volume... 
and these both have got it! 





Streamlatch 
with LURALON finish 


No. 26358G. It gleams —it glows—it sells! A 
durable finish that combines brilliance of sil- 
ver with warm glow of bronze. 5-pin tumbler 
cylinder, rustless alloy case and strike with 
Luralon finish. Hold-back button. Hand- 
some display mount available at no 
cost with each dozen ordered. (Regu- 

lar charge for latch only.) 


If ‘your jobber cannot supply you, write us for further information. 


Here are two proven volume producers to lead your night 
latch line. The reason for their sales success is no secret. They 
both possess the two most powerful buying incentives: they 
appeal to the eye and to the pocketbook. Better make sure you 
are stocking them. 


ILCO’s 


No. D220 


in Rose Gold 


No. 0220. Striking version of a rugged night 
latch in a standard design case. The beauti- 
ful “Rose Gold” finish has all the appeal 

‘ of a lovely rich suntan. 5-pin tumbler, 

smooth, rich-looking case; spring-steel 
hold back slide. Beautiful brass finish on 
cylinder, ring, bolt, button and knob. 


” 
na 
+o 
. 
ey 
+ . 
“ 2 


INDEPENDENT LOCK Co. 


Fitchburg, Mass. 
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TRUMP 
TMs 


get the hard-to-sell 
customers, too... 


... you know—the customers 
who can’t make up their minds 
as to how much they want to 

ay, what tools they need, etc. 

RUMP offers trowels, trans- 
planters, forks, cultivators and 
weeders in a wide range of popu- 
lar prices to satisfy every 
customer demand. 


(a Check the Selection 
cA Check the Quality 
cA Check the Prices 
Kf Check the Profit 


then order the com- 
plete TRUMP line. 





How’s the Hardware Business? 








TRUMP 
ESTATE 
The “Cadillac” 
of Garden Tools 
P Here ore triple chrome plated tools 
with real sales appeal and price 
appecal. The luster of polished chrome combines with 
beautifully finished dark, hardwood handles to put 


this tool in a class by itself. Made of heavy, 16- 
gauge steel. . . chrome plated. 


No. 412 Trowel 


TRUMP 
DELUXE 


Sturdy, Perfectly Balanced 
and Beautifully Finished 


No. 800 Trowel 


TRUMP 
SERIES 800 


Hard-Working Tools in 
the Low Price Range 


No. 700 Trowel 


TRUMP 
SERIES 700 


Designed to Meet and 
Beat Competition 


To sell more, make more profit, order the 
complete line of TRUMP Garden Tools from 
your wholesaler. 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. « Berkeley, Calif. 
Nicaara Falls, Ontario 
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Small Business Administration aid shows how to 
find your break-even point, where profits begin 


Here is an aid to help you find 
out if you are making a profit on 
the goods you sell. This aid will 
show where you cross the line of 
just meeting expenses, and start 
making a profit. 

The Small Business Administra- 
tion has brought this method to 
the attention of dealers in aid num- 
ber 50. It shows how to figure the 
break-even point for your store. 


Where profits start 

The break-even point is_ that 
point on which a dealer is meeting 
all the expenses for running a 
store. Anything above this point 
is profit. 

Your records will supply the 
facts needed to find your break- 
even point. These figures should 
be listed into three classifications. 

These classifications are: 

Fixed expenses. These are the 
bills you have to pay every month, 
regardless of the amount of busi- 
ness you do. For instance, your 
rent, insurance and taxes. 

Semi-variable expenses. These 
expenses do not depend on the 
amount of business done. They are 
usually expenses that you control, 
like the amount of advertising you 
do. 

Variable expenses. These ex- 
penses go up and down in relation 
to your sales. For instance, when 
sales increase, inventories usually 
rise in proportion, making this ex- 
pense higher. 


The method is easy 

Here is how to figure your break- 
even point: 

Add the fixed expenses and semi- 
variable expenses and divide by 
the percentage of variable expenses 
to sales. The answer gives the 
amount of sales you must make 
before you start to make a profit. 

For example, a hardware dealers’ 
records show fixed charges of $650 
each month and semi-variable ex- 
penses of $225. These total $875. 

The dealer knows that 60¢ of 
each sales dollar goes directly for 
variable expenses, so the sales 


minus variable expense margin is 
40 percent. 

By dividing the fixed and semi- 
variable expenses—$875 by the va- 
riable expense margin—.40, the 
dealer finds that he must do $2,- 
187.50 worth of sales to meet ex- 
penses for the month. Anything 
above this is profit. 

If the dealers’ sales are running 
below this level, there are three 
choices of action he can take to be- 
come profitable. (1) he can cut 
costs, (2) he can increase sales, 
and (3) do both at once. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Spring circular issued 
by Bostwick-Braun Co. 


The Bostwick-Braun Co., whole- 
saler at Toledo, has prepared a 
four-page circular for its dealers 
to hold a spring sale. 

The newspaper-size circular is 
printed in four-colors. The theme 
is “Spring Jamboree,” and is a 
nine-day sale promotion. 

Items featured include house- 
wares, sporting goods, plumbing 
supplies, tools, and lawn and gar- 
den equipment. 

More than one million copies of 
the circular are expected to be dis- 
tributed by dealers. Space for 
dealer imprint is provided on the 
front page. 


Supplee-Biddle-Steltz 
has 88¢ sale circular 


For the fifth consecutive year 
Supplee-Biddle-Steltz Co., whole- 
saler at Philadelphia, is making 
available to its dealers a traffic 
building 88¢ sale circular. 

The company expects to distrib- 
ute more than four million copies 
of the eight-page, two-color, circu- 
lar. 

Some 91 houseware and hard- 





ware merchandise items are fea- 
tured, 54 percent of them are regu- 
lar inventory items. Special prices 
on 21 items offer savings from 10¢ 
to 61¢. 


A coupon special on the cover 
offers consumers the choice of an 


OM tee ee 





evening bag and pear! necklace or 
a pear! neeklace set for 88¢ and the 
coupon. 

A 169-piece store display kit is 
available. It contains price tickets, 
over-the-wire pennants, streamers, 
banners, and envelope stuffers. 


Allied Services issue 
2 broadsides & catalog 


Allied Hardware Services, Inc., 
Chicago, has prepared two spring 
sale broadsides and a Home & Gar- 
den guidebook for wholesalers to 
provide to dealers. 


The two broadsides are 10-day 
sale promotions. Both are printed 
on four pages with color through- 
out. 


The “Dollar Saving Days” broad- 
side has about 50 items, and three 
special coupon offers. The “Spring 
Carnival of Values” broadside fea- 
tures some 60 items, and also has 
three coupon specials. Both broad- 
sides have space for dealer imprint 
on the front cover. 

The Home & Garden Guidebook 
is a 16-page booklet. It is printed 
in two-colors, and features an ex- 
tra-bonus coupon offering a 59¢ 
dandelion digger for 39¢, and a 
pruning shears for 44¢ and the 
coupon. 








PESKY PIPES? 
A jog in the wall? 


Get Flexible-View Displays by HELLER 
-- » Custom-Fitted Right Down to the 
Last Quarter-inch! 


Why let obstructions rob you of full use of your valuable display space? With 
Flexible-View Display Fixtures, you're not limited to standard size units. When 
your store layout calls for special fitting, HELLER pre-fits Flexible-View Display 
Fixtures to meet your space needs right down to the last quarter inch! 

@ Low in Cost—actually more economical than those built by 

local carpenters. 
® Easy, instant shelf adjustment. 
® Maximum display from every foot of fixture. 


@ Strong wood construction—heavy load carrying capacity—yet 
light in weight. 


@ Wall and Floor Units to meet all your needs. 
@ Installation takes 3 to 5 days less than competitive fixtures. 


Why settle for display fixtures that “almost” fit? Your HELLER representative 
provides in-store assistance— including store engineering— assuring modern, traf- 
fic-building display: a low-cost investment that pays off for you year after year. 


USE THIS COUPON TODAY 


oe ee ee 


W. C. HELLER & COMPANY © MONTPELIER, OHIO 

Gentlemen: 

1 am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER. 
Please send complete details. 


ee ee 
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NAME 





STORE NAME 





ADDRESS 





CITY ZONE 


& COMPAanry 


STATE 





MONTPELIER, ONnNIO WCH2 
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New Wholesalers’ Aids 


(Continued ) 





Ace sale circular has 
four coupon specials 


Four coupon specials are fea- 
tures of the eight-page mid-winter 
sale circular from Ace Hardware 
Corp., Chicago wholesaler. 

The circular is in three colors, 


tabloid size. It features more than 
107 items, all at reduced prices. 

The coupon specials include a 
cookie sheet for 39¢; a decorated 
mixer-server for 49¢; a Scripto 
pen-n-pencil set for 29¢; and an 
auto snow brush for 21¢. 

Ace dealers have already distrib- 
uted 750,000 copies of the sale cir- 
cular. A store trim kit, with pen- 
nants, banners, price cards, and ad 
mats is available. 





the NAME 


IS 


make it your BUY word 





SASH FASTENER 


something for everyone on this display 


. and almost everyone stops, looks and BUYS! It’s truly the customer- 
acclaimed “small space-big profit maker” that in many stores has increased 


sales up to 70%. 


COMPACT complete selection spurs impulse sales. 
REVOLVES at a touch to bring countless items into easy view and reach. 


INVENTORY shows at a glance. 


REFILLS available in open stock speeds turnover, profits. 


Cash in to-day; ask your jobbers for 
this WESSEL display FREE with the 
8801 carded assortment. 


WESSEL HARDWARE CORP. 


Beautifully finished, high quality 
HARDWARE CONVENIENCES 


Seis CORN CE PRICED TO GIVE TOW BIGOEST FaLbE 


7 | resi i | = 


Radio spots to promote 
Blumberg sale circular 


Spot radio advertising will high- 
light the sale promotion being pre- 
pared for its dealers by Wm. L. 
Blumberg Co., wholesaler at New 
York City. 


The spots are scheduled to tie-in 
with an eight-page sale circular, 
which will be issued about mid- 
April. Scheduled to reach consum- 
ers at the same time as the circu- 
lar, the radio spots will announce 
the specials being offered, and the 
stores carrying the promotion. 

A store display kit containing 
banners and streamers is also avail- 
able. 


Promotions 


Manufacturers’ New 
Merchandising Plans 





919-931 N. 5TH ST., PHILADELPHIA 23, PA. 
in Canada: Geo. S$. Hall Ce., 25 Grenville St., Toronte 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 


‘ 
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Color film available 
for 1960 Homko line 


Power mower customers and 
salesmen will be interested in the 
new 14-minute, color film, offered 
by Western Tool & Stamping Co. 


The film describes all: the fea- 
tures of the 1960 Homko rotary 
mowers, and shows other Homko 
products including sweepers, edger- 
trimmer, tiller, and Motor Arm and 
its attachments. 


The film, number 6011, can be 





shown on 16mm projectors. It’s 
available to Homko power mower 
dealers from Western Tool and 
Stamping Co., 2725 Second Ave., 
Des Moines, Iowa. 


Estwing cash contest 
to be held annually 


Last year’s successful cash prize 
contest for wholesaler salesmen has 
prompted the Estwing Manufac- 
turing Co., Rockford, Ill., to make 
the contest an annual event. 

This year, the prize money has 
doubled. A total of $1000 in prizes 
will be awarded to wholesalers’ 
salesmen selling the most Estwing 
tools to the most retail hardware 
dealers. 

The contest will end Feb. 29. 

The salesmen’s job will be made 
easier with an added dealer incen- 
tive. Any dealer buying six or 
more Estwing tools will receive a 
40 in. styrene plastic display ham- 
mer. 


Star Bronze has dealer 
cash prizes contest 


Star Bronze Co., Alliance, Ohio, 
is holding a dealer contest offering 
$1000 in monthly cash prizes. The 
contest which started in January 
will run through May. 

A total of 195 prizes in the 
amounts of $20, $10, $5, and $2 
will be awarded each month. A 
grand prize drawing will be held 
at the end of the contest. 


It is open to all dealers, except 
in states prohibiting, taxing or reg- 
ulating such contests. Full details 
can be obtained from the company 
at 803 Mahoning Ave., Alliance, 
Ohio. 


—— — 


Factory sales of paint 
down 15% in November 


Factory sales of paint, varnish 
and lacquer were $121.4 million in 
November, 15 percent lower than 
sales in October and 1 percent be- 
low sales in November 1958, re- 
ports the Commerce Dept. 


Paint to be sold through hard- 
ware and other retail outlets, 
amounted to $70.8 million in No- 
vember as compared with $83.2 
million in October and $70.1 million 
in November 1958. 





Viewed from any angle... 


HERE'S A 
SURE-FIRE 
SELF-MERCHANDISING 


MONEY 
PERE 


AC 


It sells on sight — this uniquely-packaged washer assortment that’s 
needed and wanted by every homeowner and workshop handyman who 
enters your store! Here in their own powerful merchandising display 
carton, ready for easy showing on counter or rack, are twin plastic tubes 
of Milwaukee Wrot Washers in lock- and flat-size assortments most 
often used in the home. 


Wherever you put them, these cartons are eye-catching traffic stoppers. 
Their flashing color and transparent tubes bring impulse-buying cash 
out of customers’ pockets into your register fast — in a volume and at 
a mark-up assuring worthwhile profit on every transaction. 


Order from your jobber today — then watch your washer sales climb. 
ii 


Wrot Washers offer you the broadest selec- 
tion of retail merchandising packages in the 
industry. From the exclusive new “Klip-Pac” 
through assortment- and single-size tubes to 
shelf boxes and bulk washer containers, there 
is a sales-proved, turnover-stimulating Mil- 
waukee packaging method exactly fitted to 
every customer’s requirements. 


OTHER WASHER 
MERCHANDISING PACKAGES 
DESIGNED TO STIMULATE 
RETAIL SALES 


EXCLUSIVE KLIP-PAC = 
Precounted washers (in Se SHELF 
sizes 3/16” through 3/4”) 

now assembled in perma- | All standard and SAE size 
nently size-marked, con- | washers are available in 
venient clips which stop | colorful, quick-identifying 
waste and loss. boxes of 1 and 5-ib size. 


ASSORTMENT AND 
SINGLE-SIZE TUBES 


Provide from 3/16” to 7/16” 
counted and plated washers » BULK WASHER 
of popular sizes in plastic CONTAINERS 


tubes. < All standard 
and SAE sizes 
are supplied 
in 100- and 
200-Ib. bulk 
cartons for 
large-quantity 











WROUGHT WASHER 
MANUFACTURING CO, 


the world's largest producer of washers 
2218 S. Bay Street . Milwaukee, Wisconsin met 
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ALUMINUM + FIBERGLASS + STEEL + QUALITY-BUILT BOATS 


SEA LARK 
(A-1580) 


A 1960 SEAMAID 
DELUXE ALUMINUM BOAT 


FIBERGLASS BOATS BY SEAMAID 


Are distinguished by their modern design, one 
piece leak-proof hulls and long life. Deluxe 
models have 62 and 66 inch decks, double bottom 
construction, windshield, 
upholstered seats. 


Steel Seamaid boats include both small flat fish- 
ing models and the larger sizes with Vee bottom 
construction. 


steering wheel and 


Send for complete literature today 
and the name of your nearest jobber. 


SEAMAID MANUFACTURING CO. :; 
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GREATER VARIETY 
WITH SEAMAID IN 1960 


Is yours with a choice of more than 
17 new models to sell—from 3 sizes 
of John Boats for fishing and hunt- 
ing thru the brand new comfortable 
and roomy fiberglass 17’ Sea Hor- 
net, and Seamaid’s deluxe alum- 
inum Sea Lark with full lapstrake 
bottom construction, 58” deck, 
windshield, upholstered seats and 
two tone color combination. 


QUALITY CONSTRUCTION 
THROUGHOUT 


Seamaid aluminum construction 
means; 1. Fabrication of heavy 
duty rust-proof aluminum through- 
out. 2. Double riveted hulls for 
water-tight integrity and durabil- 
ity. 3. Pressed-in spray rails. 
4. Styrofoam flotation and solid 
Oak motor mounts. 


PRICED. FROM 


$121.50 


ind. 








HOLD-E-ZEE and UPSON 


SCREWDRIVERS 


mctohitiataleMmiil-mOlalelialel 


. — sie © ihe) oar 


® 
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drive through and twisting. 


resistant Tenite II specially shaped 
for sure grip, comfort. 

Both lines have the specially 
engineered crosspoint bit 
—recognized as the 
best. Bit fits both 
types recessed 


\ head screws. 


HOLD-E-ZEE 

The Original Auto- 

matic Grip Screwdrivers 
Famous spring action Gripper 


recedes deep into handle 
giving full blade use. 


The ONLY Full Featured Drivers 
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Exclusive, patented LOK-BLOK prevents blade 


Quality Unsurpassed—Performance Unequalled 
Hexagon blades of finest chrome vanadium 
steel tempered entire length, chrome 
plated. Handles of unbreakable, fire 


Standard 
Screwdrivers 


Have same top qual- 

ity and outstanding 
features (except Grip- 
per) of celebrated HOLD- 
E-ZEES—but low priced. 


HOLD-E-ZEE & UPSON LINES FEATURE 
SEL-FAST MERCHANDISING UNITS 


Peoir 
“his rahi 7 bat 


wl 


UPSON BROS., INC. Jivani 
ROCHESTER 14,N.Y. “Wwe 





industrial supplies, 
machinery orders hold 








" T 
x Industrial Supplies & Machinery 
New Order Index—July 1948-100 |_| 


Seasonally Adjusted 


Source: American Supply & Machinery Mfrs.’ Assn 
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1957 1958 1959 


New orders for industrial sup- 
plies and machinery in December 
remained unchanged from Novem- 
ber. 




















The American Supply & Machin- 
ery Manufacturers’ Assn.’s new or- 
der index in December was 202 
(1948 — 100). 

The highest point on the new or- 
der index during 1959 was in 
March, at 221. Since then, except 
for a four point rise in July, it 
has declined largely because of the 
steel strike’s effects on general 
business activity. 


Wholesalers to make 
award to manufacturers 


The National Wholesale Hard- 
ware Association is planning to 
present an award for 1960 to man- 
ufacturers who during the preced- 
ing 12 months have contributed to 
an improvement of the manufac- 
turer-wholesaler-retailer relation- 
ship. 

This will be the third year for 
recognition of suppliers, according 
to John S. Stiles, chairman of the 
Committee on Wholesale Distribu- 
tion. 

Presentation will be made at the 
convention in October. 

The selection of manufacturers 
to be honored with a plaque and 
scroll is based upon nominations 


Hardware Co., Seattle; Henry E. 
Sloss, Sloss & Brittain, San Fran- 
cisco; John H. Mize, Blish, Mize 
& Silliman Hardware Co., Atchi- 
son, Kan.; Charles L. Hildreth, 
Emery-Waterhouse Co., Portland, 
Me.: James P. Townley, Townley 
Metal & Hardware Co., Kansas 
City; Spencer E. Cram, The W. 
Bingham Co., Cleveland; W. W. 
Conde, W. W. Conde Hardware Co., 
Watertown, N. Y.; and Sterling 
Tucker, Fones Bros. Hardware Co., 
Little Rock. 








Catch Fishermen 


U.S. is world leader 
in plastics industry 


The United States is the world 
leader in the production of plastics, 
accounting for more than half of 
all plastic materials produced. The 
U. S. is also the largest consumer 
and exporter of plastics materials, 
according to the Commerce Dept. 

In 1955-56, production in the 
U. S. amounted to 4,124 million 
pounds. In 1959, this figure jumped 
to 6 million pounds. 








and Tool Users (« aBuying Mood 


YOU CAN MAKE A SIZEABLE PROFIT when you take full ad- 
vantage of a habit that’s common among fishermen and tool users. 


The habit? They can’t help examining new tackle boxes and 
tool chests when they see them. They like to open the covers 
and operate the cantilever trays—slide the drawers in and out to 
see how easy. they work—and imagine their own equipment in a 


new kit. 





Always keep your Kennedy Tool and Tackle Boxes out in a good 
display where they tempt your traffic to try them out. And when 
they look ’em over, you have these men in a buying mood... 


and the “seen” is set for a sale! 


THE KENNEDY PROFIT PLAN shows you how to stimulate 
this interest. And it shows you the best ways to tie-in Kennedy 
Kits with related items for multiple sales and profits. 


SEND FOR YOUR KENNEDY PROFIT PLAN TODAY! 





Please send me complete details about the 
Kennedy Profit Plan. 


received from the entire member- 
ship. Each member is entitled to 
name up to five manufacturers. 
Members of tha Codinitina tn KENNEDY MANUFACTURING CO. 
Wholesale Distribution in addition DEPT. 116, VAN WERT, OHIO 
to Mr. Stiles are William A. Park- City 
er, Beck & Gregg Hardware Co., 
Atlanta; R. C. Lenfesty, Seattle 





Requested by 





AAAcate 
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JEFFERSON 


is your 


ONE-STOP SOURCE 


for 


SCREWS, NUTS 
AND BOLTS 


for Every Industry! 


STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL ¢ ALUMINUM 


a 








ER 
SON SCREW oo 
ad nd 


Industry's Easiest-to- 
Use Catalog places all 
your Fastening needs at 


your fingertips! Large, 
clear listings, helpful 
illustrations. Use your 


Jefferson catalog today 
and every day. Additional 
copies free on request. 


®@ Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 


$Pring 7-8400 
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Manufacturers expand, 
move to new facilities 


Hoover Bathroom Accessories, 
has moved its Chicago sales office 
to the Hoover Ball & Bearing Co. 
office building at 8581 Chicago 
Ave., Chicago. 

Murray Ohio Manufacturing Co., 
has completed a 110,000 sq ft addi- 
tion to its warehouse in Lawrence- 
burg, Tenn. 

L. S. Starrett Co., has moved its 
New York branch office to a new 
sales office and warehouse building 
in Springfield, N. J. 

Yale & Towne Manufacturing 
Co., Philadelphia, has moved its in- 
dustrial lift truck and Y-18 tractor 
shovel sales and service branch to 
newer, larger facilities in Franklin 
Park, Il. 


Symbol promotes steel 
quality to consumers 


New display aids for hardware 
stores have been released by the 
American Steel and Iron Institute 
to promote the quality of steel 
products at the consumer level. 


The Steelmark symbol will be 
made available to manufacturers by 
their steel suppliers for attaching 
to their products, and will reach 
the hardware dealer through regu- 
lar distribution channels. 


Dealer display aids come in three 
sizes of hang tags, gummed labels, 
and pressure stickers. These aids, 
put up by dealers, help tie in the 
Steelmark symbol on products. 


Industrial sales gain 
19.6 percent in 1959 


Wholesalers. selling industrial 
supplies marked off 1959 as a good 
sales year. 


The National Industrial Distrib- 
utors’ Association reports sales in 
1959 topped sales in 1958 by 19.6 
percent. 


December sales also showed an 
increase. The association reported 
sales were 6.8 percent higher than 
in November, and 15.2 percent more 
than in December 1958. 

Inventories of industrial sup- 
pliers at the end of December were 
4.5 percent higher than at the end 





MITH 


PRAYERS 








RITESIZE 


“The ladies’ choice.’ 
Extremely light in 
weight. Easy to use. 
SMITH SPRAYERS 
and Dusters have 
been choice for 
Quality since 1888 
. complete 
line of all : 
types, styles | 
and sizes... 
superior in 
workman- 
ship, design 
and perform- 
ance, 


D.B. SMITH & CO. 


‘Originators of Sprayers"’ 


426 Main St., Utica 2, N. Y. Send for 
Canadian Rep. G. L. Cohoon NEw 
1396 St. Catherine St., Catalog! 
Montreal 2, Canada 
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THE TRADE CALLS 
for 


DYKEM 
STEEL BLUE’ 


Ste ios 


| 


Dies and ovK 
Templates) 


Po kage 8-oz. can fitted with 
Ba allie one cap > old soft-hair brush 
for appl t at bench; metal sur- 
face ready for vi ah in a few minutes. 

= The dark F tie be und makes the 

== scribed lines Nae up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


= THE DYKEM COMPANY & 


Established 1920 
23058 North 11th St. « St. Lovisé,Me. S= 
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MAKE 25% PROFIT NOW! 


Save $200 to $300 
for Customers 


MODERN MIXER 


it's portable 

Yes, thousands of prospects 
right in your own area will 
be enthusiastic buyers of 
the MODERN MIXER. 
This unit does a variety of 
jobs eliminating the need 
for large bulky mixing 
equipment or hand labor in 
small mixing jobs. 


HUGE WAITING MARKET 


Just look at this goldmine of prospects ... 
Homeowners, builders, bricklayers, stone- 
masons, gardeners, farmers, painters .. . 
dozens of other fields. 


The Modern Mixer is the Quality mixer. 
It is made of 100% all welded steel con- 
struction. Chain and sprocket completely 
enclosed for safety . . . Many other out- 
standing features. Write for details. 


Modern Mixer comes complete with agi- 


tator, motor and pail $64.95 FOB Pasa- 
dena, Calif. 


MODERN MFG. CO. a 


160 NO. FAIR OAKS AVE. © PASADENA, CALIF. 
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ONE SOURCE™ for ALL FLOOR COVERING HARDWARE! 


DEPT. 














FAST MOVING... 


FULL 40% 
MARK- UP eee 
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Competitively priced and packaged for impulse sales! 





e Caster cups (for both carpets and floors) e Swivel 
glides e Button glides e For any leg diameter or shape, 


any load (to heaviest!) e Free Bar Rack with pre-selected 
* stock order. 


diab UNITED STATES CASTER CUP CORP. 


FREE SAMPLE and Subsidiary, Childlore Corp. 
| FULL FACTS to 215 W. 15th St. pig tec City, Mo, 
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Twenty-eight million cat owners in 
U.S. offer you a BIG PROFIT oppor- 
tunity. Kitty Litter is nationally ad- 
vertised and already in demand! Stock 
up and cash-in locally. 


AVAILABLE THROUGH 
YOUR DISTRIBUTOR 








Do floor nails 
rip into your 
Sander profits? 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 


a seraion 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. “i 


) OG, MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





HOLT MFG. CO., Dept. P-2 
669-20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


NAME POSITION 








FIRM 
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S841 West Dickens 





of December, 1958. Accounts re- 
ceivable on Dec. 31, were 16.9 per- 
cent ahead of the same period in 
1958. 


Prices down in Ward's 
spring & summer catalog 


Prices in Montgomery Ward & 
Co. spring and summer catalog 
average 1 percent lower than those 
in the fall and winter catalog. Some 
merchandise categories were re- 
duced 6.6 percent. 

Ward’s, for the first time in a 
general catalog, is making revolv- 
ing credit available. 

There is a 10 percent savings on 
all heating and air conditioning 
equipment purchased from. the 
catalog before May 31. 


Sears raises prices in 
spring & summer catalog 


Average prices in Sears, Roebuck 
& Co.’s spring and summer catalog 
are slightly more than 1 percent 
higher than in the 1959 catalog, the 
company reports. 


This average was obtained from 
a sampling of more than 2000 items 
in all categories. 

Items priced lower in this year’s 
catalog include refrigerators, down 
9 percent; freezers and air condi- 
tioners, down more than 7 percent. 


every home and 


factory isa prospect for... 


TRI-CON 
HOSE NOZZLES 


bubble package 


ee? new — 
SOLD BY LEADING WHOLESALERS 
Write now for catalog sheet and price list! 


1401499) 49s) od AS a 
19801 St. Clair « Cleveland 19, Ohio & 
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HARDWARE HUMOR 





"|. . Sure you can charge it,... 
say, have you met my new credit 
manager?" 








America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Outsells All Others 
Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 
zine, Farm Journal, Local News- 
paper Advertising! 


GET TOP TURNOVER— 
BIG PROFITS with d-CON 


THE d-CON COMPANY. INC. 


14 ee el aeleleh neh New. York 18 | i 
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_ YOUR PROFIT 


| Here are the tools your custom- 
» ers want at the price they want! 
| There's a full margin for you 
© and — best of all — you can 
» stand behind your JSB line of 
» tools, because we'll stand be- 
= hind you! What more could you 
= ask for than that? 





i Wrenches FROM: 
| Vises Sweden 
’ Abrasives England 


) Saws 
| Hammers Germany 


» Hatchets Norway 
» Pliers Japan 
Hundreds of other items 


ASK YOUR JOBEER 


ye | ee geescont dees: CO. INC. 


DP 
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311 CALIFORNIA ST.. SAN FRANCISCO 


The West Largest Importer Me okehale 














Slaymaker offers * 


FREE RACK 
to display locks in 


= a 
SES alias 
See-Packed Locks Outsell Others as Much as 5 to 1 


Whether you use the free wire rack or display the 

locks on pegboard, counter or bin, you'll enjoy the 

extra profit you make with Slaymaker padlocks in 

the dramatic See-Pack. Ask your jobber, or write ... 
SLAYMAKER LOCK CO, e LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 

wr a. ee Te eT eT hd kh lh 
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GIBSON GRIPPER CLIPS 


KEEP THINGS IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 





GIBSON GOOD TOOLS, INC., Sidney 6, W. Y. 
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DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 168 











An important announcement on 


BO SAY Seats Boxes! 


We’ve REDUCED 
BOKAY prices 
We’ve ENLARGED the 

BOFAY \ine 


Yet you retain 
FULL PROFIT 

















e Prices on BO-KAY Fiber- 
glass planters have been re- 
duced. But you will still enjoy 
your full mark-up. 


e Fiberglass Jardinieres, Black 
Iron Planter Stands, Wall 
Brackets and Chain Hangers 
are still big sellers in the BO- 
KAY line. 


FIBERGLASS 


Black, Red 


WE’VE ADDED A NEW LINE 


STYRON 
.. 24" and 30” 
Green, White, 
Black 


e A new economy line of BO-KAY flower boxes 
molded of high-impact styron has been added. 
In two favored sizes, 24’’ and 30’ and in three 
popular colors, Green, White and Black. These 


new planters are priced to retail for only $1.85 
and $2.20. 


This year sell the QUALITY line—the line 
that assures customer satisfaction and full profit! 
Order all your planter needs at one time from 
your BO-KAY jobber. If you don’t know his 


name, write us for complete information. 


PLASTIC PRODUCTS 
CORPORATION 


P.O. Box 857 -+- Cleveland 22, Ohio 
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Start cooking bigger profits, boost your 
sales with the support of network TV... 
heaviest-in-history national magazine ad- 
vertising . . . an unsurpassed assortment 
of direct selling tools, merchandising and 
promotion . . . all focused on the symbol 
of things new and good: the famous red, 
blue and white ALCOA LABEL! Start 
now by reading about all the things 
Alcoa has in store to help you sell... 
and then send for your personal copy 
of the Alcoa 1960 Market-Maker Plan- 
ning Guide. 


SELL WITH NETWORK TV—Take a 
look at the network television programs 
Alcoa has scheduled to push aluminum 
cookware sales soaring! On Alcoa Thea- 
tre, every other week, millions of viewers 
will see and hear aluminum commercials 
. will be entertained and sold at the 
same time. On Alcoa Presents, each week, 
more millions of TV fans will be exposed 
to and influenced by other hard-hitting, 
selling commercials. 

. Each of these popular 

programs has gained 

the attention and re- 

tomers who will come 

into your store to buy 

the Alcoa-labeled products they see on 
TV. Be sure you're ready for them by 
scheduling your Own promotions, in- 





spect of customers all 
over America, cus- 


stalling in-store displays, window ban- 
ners and counter cards. 


SELL WITH NATIONAL MAGAZINE 

ADVERTISING—Take a look at the 

leading consumer magazines scheduled 

to tell and sell your customers the extra 

values found in every Alcoa® Aluminum 

cookware product! BRIDE’S MAGA- 

ZINE—where homemakers-to-be and 

their friends and relatives look to find 

new and exciting gifts for the bride. 

SEVENTEEN—the magazine that helps 

—~ gals with an eye to the 

future prepare for the 

future by urging them 

to buy quality cook- 

ware, made with Alcoa 

Aluminum. THE SAT- 

URDAY EVENING 

POST — outstanding 

consumer magazine with the “influen- 

tial’ readers who not only read the 

advertisements, but tell their friends, 

too! A total of more than two million 

prospective customers will see attractive, 

full-color, two-page spreads. Reprints of 

these advertisements for your use are 
included in your Planning Guide. 


SELL WITH THE FAMOUS ALCOA 
LABEL—Remember the label your cus- 
tomers know and respect as a symbol of 
quality cookware products: the famous 
Alcoa label! This bright red, blue and 


white label is their guide to all that’s 
good in aluminum. Be sure every alu- 
minum cookware product you stock car- 
ries this label . . . and, if it doesn’t, ask 
your supplier “why not?” 


START NOW ... let your Alcoa 1960 
Market-Maker Planning Guide help 
MAKE BIGGER PROFITS FROM 
ALUMINUM COOKWARE—Climb 
to new profit heights! Here’s a promo- 
tion guide—completely filled with resail- 
proven sales and promotional tools: pro- 
motion suggestions . . . publicity ideas 

. . Selling features of the products them- 
selves that will really help your sales 
force go! Here’s a package that will help 
you earn bigger profits from aluminum 
cookware than ever before! 


Order your FREE copy of the Alcoa 
1960 Market-Maker Planning Guide to- 
day .. . and be ready to use the wealth 
of exciting material it contains—a new 

approach to cookware 
retailing. And remem- 
ber: the Market- 
Maker promotion is 
backed by one of the 
most famous symbols 
in America—the Alcoa 
label, consumers” 
guide to the best in aluminum cookware. 
Order your Planning Guide right now 
with the handy coupon below. 


ARREIMAKER PROMOTIONS! 





A|UMINUMS 


EVEN BETTER FOR 


WE CHOSE 
ALCOA ©. 





ALU AAINUAA | | 
MILL PROOUCTS 


Even COOKING 


Your Guide to the Best 
in Aluminum Value 


Maker Planning Guide . 


cookware in my store. 


Address 
City 
Ordered by 
Want more facts? Circle 297, p. 183 


| 
| Store Name 
| 


Aluminum Company of America 
1626-B Alcoa Building, Pittsburgh 19, Pa. 


Please send me a copy of the brand-new, exciting Alcoa 1960 Market- 
. - SO I can use it to help sell aluminum 


_Zone 


Title 
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News About Dealers: Drive-in Hardware 


Holds Grand Opening in Carrollton, Tex. 





Carrollton, Tex. — This 
area’s first drive-in hard- 
ware, THE OUTPOST, cele- 
brated its grand opening re- 
cently. Customers can hitch 
their horse to a hitching post 
in front of the store. The 
store is open evenings and 
on Sundays from 1 to 6 p.m. 
Harry R. Altick, Jr., is co- 
owner of the store located on 
Harry Hines near the Val- 
wood exit. 


Salida, Colo. — Mr. and 
Mrs. Bob Lively have bought 
the CUTTING HARDWARE from 
Roger Cutting and changed 
the store’s name to the Ma- 
BEL HARDWARE. An _ open 
house is planned when re- 
stocking has been completed. 


Deposit, N. Y.—A display 
center for appliances and 
plumbing fixtures will be set 





New York Wire Cloth 
Elects Stuart Jones 


Stuart M. Jones has been 
elected executive vice-presi- 
dent of New York Wire Cloth 
Co., York, Pa. 

Mr. Jones has been vice- 
president and general man- 
ager of the wire products di- 


STUART M. JONES 


vision for the past two years. 
He will now supervise all 
plants and subsidiaries of the 
company. 


up in a building purchased 
recently by Merritt Hartz, of 
the hardware firm of Ed 
Hartz & Sons, Inc. 


Carbondale, ill—GAMBLE’S 
HARDWARE STORE now is op- 
erated by a new owner, Den- 
nis Hays. Mr. Hays recently 
bought the store from Mr. 
and Mrs. M. R. Gordon, who 
have retired. 


DAVID H. TROUT 


Steinman Hardware Co. 
Increases Sales Staff 


David H. Trout has been 
appointed to the new post of 
dealer service manager of 
Steinman Hardware Co., 
Lancaster, Pa., wholesaler. 

Mr. Trout was a partner 
in the Hensel & Trout Hard- 
ware Store in Quarryville, 
Pa. 

The industrial division 

(Continued on page 254) 


Lewis Is Elected Head 
Of Henderson & Baird 


Henderson & Baird Hard- 
ware Co., wholesaler at 
Greenwood, Miss., has a new 
president. H. L. DeLoach re- 
tired as of Dec. 31. J. H. 
Lewis, formerly executive 
vice-president, was elected 
president. 
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JOHN J. OWEN 


John J. Owen Elected 
At Millers Falls Co. 


John J. Owen has been 
elected executive vice-presi- 
dent and director of Millers 
Falls Co., Greenfield, Mass. 

Mr. Owens has been a vice- 
president of the company 
since March, 1959, and pre- 
viously had been assistant to 
the executive vice-president. 
He will now be in charge of 
all phases of production, en- 
gineering and sales. 


Niven Is Elected Head 
Of Monroe Hardware 


Edwin Niven has been 
elected president of Monroe 
Hardware Co., wholesaler at 
Monroe, N. C. 

Mr. Niven succeeds the 
late Worth B. Plyler (HA, 
Dec. 31, p. 180). He joined 
Monroe Hardware in 1927, 


elected secretary-treasurer. 
For several years he has 
been executive vice-presi- 
dent. 

R. A. Morrow is secretary 
of the company. W. Floyd 
Laney is sales manager; Ed- 
win Niven, Jr., is operations 
manager; and W. B. Ste- 
vens and Thomas P. Dillon 
are purchasing agents. 


Coit Elected President 
Of S. B. Hubbard Co. 
S. B. Hubbard Co., Jack- 


sonville, Fla., wholesaler, has 
a new president. 

John C. Coit is the new 
president. He was with 
Clarke Siviter Co., wholesaler 
at St. Petersburg, Fla., for 
the past 10 years, and was 
vice-president and sales man- 
ager. Mr. Coit took over his 
new duties at Hubbard’s Jan. 
27. 


JOHN C. COIT 





Brand Names Foundation Picks 20 Finalists; 
Dealers Eligible for Five Awards on May 6 


Twenty hardware - house- 
wares stores have been se- 
lected as finalists from thou- 
sands of entries to the an- 
nual Retailer of the Year 
Competition sponsored by the 
Brand Names Foundation. 

These 20 dealers are eligi- 
ble for one top retailer of the 
year plaque award, and four 
Certificates of Distinction, 
runners - up awards. Awards 


will be made on May 6 at 
New York’s Waldorf-Astoria 
Hotel. 

Finalist dealers are: Acme 
Hardware Co., Medford, 
Ore.; Allens, Inc., Lincoln, 
Neb.; Bahn Bros. Hardware 
Co., Cape Girardeau, Mo.; 
Churchill & Cassou Hard- 
ware, Escondido, Calif.; 
Combel Hardware & Supply 

(Continued on page 258) 
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Bostwick-Braun Elects Outboard Marine Consolidates Lawn, Garden, 


A New Vice-President 
D. Marshall Humphries 


has been elected vice-presi- 
dent of operations at the 
Bostwick-Braun Co., Toledo 
wholesaler. 


Mr. Humphries joined the 


D. MARSHALL HUMPHRIES 


erations manager. He has 
been a director since 1956. 
Before joining Bostwick- 
Braun he had been in the 
labor relations department of 
Kroger Co., Cincinnati. He 
is a native of Florence, Ala., 
and a graduate of the Uni- 
versity of Alabama. 

Officers re-elected are 
W. W. Knight, board chair- 
man; H. L. Thompson, Jr., 
president; H. H. Nusbaum, 
executive vice-president; 
R. M. Shannon, vice-presi- 
dent, industrial sales; A. E. 
Hargreaves, vice-president, 
dealer sales; H. R. Daykin, 
vice-president, electrical 
sales; E. F. Knight, vice- 
president and secretary; 
E. S. Ensign, treasurer; and 
H. W. Bodie, vice-president, 
trade relations. 





Franz T. Stone Is Honored at 74th Annaal 
Hardware Merchants & Manufacturers’ Fete 


Franz T. Stone, president 
of Columbus McKinnon 
Chain Corp., Tonawanda, 
N. Y., and president of Mc- 
Kinnon Columbus Chain Ltd., 
St. Catherines, Ontario, Can- 
ada, was honored with the 


Award of Merit for 1969 and 
a gold medal at the 74th an- 
nual banquet of the Hard- 
ware Merchants & Manufac- 
turers Assn. of Philadelphia. 

Mr. Stone’s award was for 
“outstanding activities that 


The presentation ceremony. Left to right, E. K. Tryon, Ill, chairman, 
Jury of Award; Franz T. Stone, recipient of the 1960 award; D. 
Rumsey Plumb, immediate past president. 


Farm Line Sales; Fento 


FRANK 8S. FENTON 

Frank S. Fenton has been 
named to head a new mar- 
keting unit set up by Out- 
beard Marine Corp., Wauke- 
gan. 

The new unit, called the 
Engine and Equipment Div., 
represents a consolidation of 
sales, promotion and service 
activities of the present 
Lawn Boy, Pioneer and Mid- 
land operations. 

The new division will also 
handle the marketing of two- 

(Continued on page 261) 


n to Head New Unit 


R. E. SCHULER 


. LITCHFIELD 





reflect credit upon American 
business.” 

The Jury of Award was 
Edward K. Tryon, III, chair- 
man, Hoyt C. Pease and Wm. 
Geo. Steltz, Jr. 

John R. Griffith, Shields & 
Brother, Philadelphia whole- 
saler, is the new president of 
the association. Mr. Tryon 
presented the award to Mr. 
Stone. 

Other officers of the asso- 
ciation are Arthur P. Gold- 
smith, Wickwire Spencer 
Steel Div., Colorado Fuel and 
Iron Corp., vice-president; 
and Thomas A. Fernley, Jr., 
Philadelphia, secretary-trea- 
surer. 

Directors are: Mr. Tryon, 
Ray P. Farrington, Mr. 
Steltz, C. E. Weber, Fred C. 
Thies, and D. Rumsey Plumb. 


Supplee-Biddle-Steltz 
Realigns Sales, Buying 


Supplee- Biddle-Steitz Co., 
Philadelphia wholesaler, has 
realigned its sales and buy- 
ing organization into three 
merchandise divisions. 

Charles C. B. Leinbach, 
vice-president, will direct the 
new hardware merchandise 
division. He will be assisted 
by Geo. A. Crudden, assistant 
vice-president and buyer; 
John W. Madeira, acting 
sales manager; and David J. 
Whelan, Jr. and John W. 
McCutcheon, buyers. 

John J. Regnery, vice-pres- 
ident, will head the house- 
wares merchandise division. 
Fred R. Egner, assistant 
vice-president, will be sales 

(Continued on page 259) 
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GORDON M. BROWNE 


Star Expansion Names 
General Sales Manager 


Gordon M. Browne has 
been appointed general sales 
manager of Star Expansion 
Industries Corp., Mountain- 
ville, N. Y. He fills the va- 
cancy left when Harry Fox 
was named assistant vice- 
president (See HA, Oct. 8, 
p. 188). 

Mr. Browne, who has been 
with Star during his entire 
business career, joined the 
firm as a territorial sales- 


OBITU 


J. Mowell Hawkins 


J. Mowell Hawkins, 82, re- 
tired district manager of 
Winchester - Western Div., 
Olin Mathieson Chemical 
Corp., died Dec. 7, in Sara- 
sota, Fla. Mr. Hawkins 
joined the division in 1902 
and retired in 1945. He was 
salesman and district man- 
ager for 36 years. 


Howard S. Bray 


Howard Stephen Bray, 69, 
hardware store operator 
died Dec. 31 in a Seattle 
hospital after a brief illness. 
He operated Airport Hard- 
ware in the Georgetown dis- 
trict with his brother Stan- 
ley from 1942 to 1952. He 
had operated Howie’s Hard- 
ware. 


ira Albert Anderson 


Ira Albert Anderson, 69, 
retired hardwareman, diec 
Dec. 17 in St. John’s Hospi 
tal, Salina, Kans. 


Harry A. P. Smith 


Harry A. P. Smith, 83, a 
retired Shawnee, Okla., hard. 
ware dealer, died Jan. 1 in a 


man in Los Angeles. He 
later became San Francisco 
branch manager and then 
eastern division manager. 


GE Appoints Neilson 
Clock Sales Manager 


George H. Neilson has 
been named clock sales man- 
ager of the clock and timer 
department at General Elec- 
tric Co., Ashland, Mass. 

Mr. Neilson was product 
planning manager of the de- 
partment. 


Thor Power Appoints 


John P. Bank has been ap- 
pointed national service man- 
ager of Thor Power Tool Co., 
Aurora, Ill. Mr. Bank, a field 
sales engineer and former 
works manager of the Aurora 
plant, will be in charge of 
expansion and improvement 
of service and repair opera- 
tions in the company’s 23 
branches. 


ARIES 


hospital after he suffered a 
heart attack in his home. He 
retired in 1929, after 20 
years in the hardware busi- 
ness. 


W. Frank Hall 


W. Frank Hall, 55, field 
sales manager, Vichek Tool 
Co., Cleveland, died suddenly 
Jan. 1 of a heart attack. He 
had been with Vichek since 
1953. 


Andrew licin 


Andrew Ilcin, 55, manager 
of Hooks Hardware Store, 
Connellsville, Pa., died re- 
cently in a Pittsburgh hos- 
pital. 


Howard R. Stockdale 


Howard R. Stockdale, 68, 
vice-president and manager 
of Allegheny Lumber Co. 
and vice-president of Stock- 
dale Hardware Co., died 
Dec. 18 at his home in Ta- 
rentum, Pa. 


Frank E. Petite 


Frank E. Petite, 73, hard- 
ware store operator, died 
Dec. 17, in Highland View 
Hospital, Cleveland, Ohio. 
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News of the Trade 


Liberty Stores Presents 1960 Program 





The promotion program for 1960 was presented to dealers at a 
recent meeting held by Liberty Retail Stores, Inc., a group of stores 
sponsored by Supplee-Biddle-Steltz Co., Philadelphia wholesaler. 
J. Wilson Vandergrift (left), Supplee-Biddle-Steltz executive vice- 
president, and Roy Geppinger, vice-president, displayed these ads 
at the sessions. The program includes radio, TV and newspaper 
coverage as well as a consumer research panel. The following deal- 
ers make up the Liberty executive advisory committee: Douglas 
Barrett, Barrett's Hardware, Newtown Square, Pa.; Arnold Leof, 
Clifton Heights Hardware, Clifton Heights, Pa.; Nick Caterina, 
Caterina's Hardware, Vineland, N. J.; Sol Nathanson, Sonnie's 5/10 
Store, Philadelphia; Robert M. Lewis, Van Buskirk & Bro., Pottstown, 
Pa.; Emeral White, White's Store, Wrightstown, N. J. 





FRED H. JOHNSON 


Fred Johnson Joins 
Knight & Wall Co. 


Fred H. Johnson has been 
appointed assistant to the 
president of Knight & Wall 
Co., Tampa, Fla., whole- 
saler. 

Mr. Johnson was president 
of Shapleigh Hardware Co. 
Before that he was vice- 
president of Lufikn Rule Co. 
of Canada, Ltd. 


R. K. Carter & Co. 
Elects William Seeman 


William E. Seeman has 
been elected 2nd vice-presi- 
dent of R. K. Carter & Co., 
New York, N. Y. Mr. See- 
man, with the company 27 
years, will retain the duties 
of office manager and super- 


vise all buying operations. 

Officers re-elected for the 
year are: Charles K. Green- 
ing, president-treasurer; 
T. D. Haubner, vice-presi- 
dent; Miss D. M. Gillane, 
secretary. 

R. K. Carter & Co. is cur- 


rently celebrating its 90th 
anniversary. 


Walter Barnes Joins 
Wm. Van Hoogenhuyze 


Walter Barnes has been 
appointed assistant sales 
manager of Wm. Van Hoo- 
genhuyze Hardware Co., Sun 
Antonio, Tex., wholesaler. 


Mr. Barnes had been with 
Shapleigh Hardware Co., St. 
Louis, for the past 32 years. 


WALTER BARNES 








CLIFFORD A. MESLER 


Clifford Mesler Heads 
Central States Club 


Clifford A. Mesler, Stand- 
ard Screw Co., was installed 
as president of the Central 
States Hardware Club in 
Chicago. 

Ev. W. Swartwout, Minne- 
sota Mining & Mfg. Co., was 
elected first vice-president. 

James R. Mohr, American 
Steel & Wire Div., U. 5. 
Steel Corp., was elected sec- 
ond vice-president. 

Ben Leve was re-elected to 
a 22nd term as secretary- 
treasurer. 

Directors elected to serve 


three years are Gerald D. 
Fisher, Wickwire Spencer 
Steel Div., Colorado Iron & 
Fuel Corp.; Stephen E. Mc 
Partlin, MecPartlin Sales 
Co.; Kurt G. Penn, Star Ex- 
pansion Co. 


H. K. Porter Appoints 
General Sales Manager 


Elmer J. Balogh has been 
appointed general sales man- 
ager of Patterson - Sargent 
Co., Cleveland, a recently-ac- 
quired subsidiary of H. K. 
Porter Co., Pittsburgh (See 
HA, Jan. 28, p. 95). 

Mr. Balogh had been with 
the Sherwin-Williams Co. for 
the past 12 years. 


Shelby Spring Names 
Field Sales Manager 


Robert J. Chapple has been 
appointed field sales man- 
ager of the Shelby Spring 
Hinge Co., Shelby, Ohio. 

Mr. Chapple has been ac- 
tive in field sales and sales 
management in the hardware 
industry for the past 10 
years. 





News of the Trade 





Western Hardware Co. 
Realigns Management 


Western Hardware Co., 
Phoenix, Ariz., dealer-owned 
wholesaler, has made several 
changes in its management 
organization, according to 
Arnold E. Poole, president. 

The former position of 
sales and merchandise mana- 
ger has been divided into 
two key posts. Donald B. 
Sibel, formerly in charge of 
catalog and printing depart- 
ment, has been named mana- 
ger of mail selling. Clarence 
W. Swanson, formerly as- 


sistant to the merchandise 
manager, has been named 
merchandise director. 

Elmer Pearson has been 
named warehouse operations 
manager. 

Mr. Poole remains as 
president and general mana- 
ger, but his responsibilities 
as buyer of housewares and 
other merchandise will be 
taken over by Mr. Swanson. 
Mr. Poole, who organized the 
company in 1955, announced 
that sales for 1959 were up 
25 percent. The company has 
plans for important new ser- 
vices in 1960 and expects 
sales to go up accordingly. 


The new management team of Western Hardware, left to right: 


Clarence 


Sibel. 


W. Swanson, Elmer Pearson, Arnold E. Poole, Donald B. 
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news in brief of 
MANUFACTURERS’ SALESMEN 


@ 0. Ames Co., Parkersburg, W. Va.—Jim Ross from field 
representative to district sales manager for the tool divi- 
sion in the West Coast area; William J. A. Sutherland, 
from Michigan Hardware Co., Grand Rapids, Mich., whole- 
saler, to district sales manager in the tool division for the 


mid-north central states with headquarters in Grand 
Rapids. 


@ Borden Chemical Co., Div. of Borden Co., New York— 
George Harry Barlow from Sun Oil Co. to Philadelphia for 
the coatings and adhesives department; George R. Bellue 
from Duratite Products Co. to southern California, Arizona 
and New Mexico for the consumer products department. He 
will headquarter in Redlands, Calif. 


@ General Electric Co., Cleveland, Ohio—Henry J. Chanon 
formerly with the company’s outdoor lighting department 
to manager of the North Carolina and South Carolina dis- 
trict of the large lamp department, effective Feb. 1. He 
succeeds Glenn E. Park, acting as a consultant until his 
retirement in August. 


@ Stanley-Judd Div., Stanley Works, Wallingford, Conn.— 
J. Donald Bell from the Lumite Div., Chicopee Mfg. Corp., 
to Georgia, part of Tennessee, Alabama, and northern 
Florida from Atlanta, Ga. 


@ Lufkin Rule Co., Saginaw, Mich—Wayne Sullivan to 
the Kansas City area. Mr. Sullivan was a salesman with 
Richards & Conover Steel & Supply Co., Kansas City. 


@ Taylor, Smith & Taylor Co., East Liverpool, Ohio— 
Harry McHenry from the order department to sales repre- 
sentative in West Virginia, Kentucky and Indiana. 


News of the Trade 





@ Corning Glass Works, Corning, N. Y.—Iran R. Susic 
from Philadelphia representative to sales manager for the 
newly-opened consumer products division district sales office 
in Cleveland, Ohio. This office will serve Ohio, Michigan, 


West Virginia, western Pennsylvania and western New 
York. 


@ Thor Power Tool Co., Aurora, Ill.—Robert J. Grace from 
Cleveland district manager to Chicago district sales man- 
ager; George A. Gambee from San Francisco to Denver 
district sales manager; L. J. Hepworth from Salt Lake 
City to San Francisco succeeding Mr. Gambee. 


@ Pow-R-Boy Rotary Tiller Div., Hahn, Inc., Evansville, 
Ind.—A. I. Andersen from F. B. Henderson Co., Stamford, 
Conn., manufacturers’ representative, to regional manager 
in Virginia, West Virginia, North and South Carolina, 
Maryland, Delaware, Georgia and Florida. 


@ Weller Electric Corp., Easton, Pa.—Louis W. White to 
eastern regional sales manager with headquarters in 
Easton; John J. Johnstone to New York City and northern 
New Jersey area. 





Distributors’ Announce 
Ad Awards Program 


The Ninth Annual Adver- 
tising Awards Program spon- 
sored by the National Indus- 
trial Distributors’ Assn. and 
the Southern Industrial Dis- 
tributors’ Assn. has been an- 
nounced to the American 


Winners will receive bronze 
plaque awards at the Triple 
Industrial Supply Conven- 
tion, May 23, in Chicago. En- 
tries must be mailed by Feb. 
A 

The program is to encour- 
age manufacturers to pro- 
mote in advertising to the 
trade the values of the indus- 
trial distributor to the trade. 


Supply and Machinery Man- 
ufacturers’ Assn., Inc. 





B&D’s passing along success stories like this... 


to sell more Saws to builders, carpenters, home craftsmen! 
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PASTE-BAK 


reseals loose wall- 
paper without spot- 
ting or tearing. 

Retail 39¢ 


STRIP-SHIELD 
masking paper and 
adhesive tape com- 
bined — protects all 
adjoining surfaces. 
Two sizes. 

Retail 98¢ and $1.98 


TRIM-GUARD 
keeps paint where it 
belongs, protects ad- 
joining surfaces. 
Spring steel blade. 

Retail 25¢ 


Vi, 





SMOOTHY 


removes scale, rust, 
old wallpaper. Hard- 
ened steel blades. 
Never wears out. 
Retail $1.00 





PLASTER-STIK 
the quick, easy way to 
fill hairline cracks. 
Works equally well 
under all paints. 
Retail 25¢ 


PAINTERS-PAL 

for painting hard-to- 
reach places. Bends to 
fit. Retail 25¢ 


CRAK-SEAL 
pure white plastic 
strip repairs ugly 
crack between wall 
and tub or sink. 
Retail $1.69 


YOUR 4 
MONEY TREE 
FOR PROFIT =e 

TEMS! 


~ oad 


PIPE-SEAL 


for perfect leak-proof 
joints. Prevents gaul- 
Retail 15¢ 


ROLLER-TRIM 


finishes walls where 
roller misses. Fine 
mohair brushing sur- 
Retail 59c 


SCREEN-PAINTER 


gets into screen mesh 
without filling. 
Retail 39% 


Sold through qualified wholesalers by: 
The LEONARD COMPANY Dept. 8, 506 Third St. 


Des Moines, lowa 








Service-type promotion talks 
builder-carpenter language! 


For the first time in saw selling, Black & Decker 
is going after the building trades with advertising 
that really talks their language. That means 
you'll get stronger name-sell on Black & Decker 
Saws, more traffic for your store. And we’re tell- 
ing your homeowner customers why the Saw 
chosen by top projects is their best choice, too! 


Remember: B&D gives you Saws for every purse 
and purpose .. . six models from 6%” to 9%” 
blade diam. . . . from $49.95 retail. And don’t 
miss the profit opportunities in fast-selling 
B&D-Built Kro-Bide Saw Blades! 


LACE YOUR BLACK & DECKER 
WHOLESALER ~fier'/ 


1 50th YEAR SPECTACULAR 4 


= 


ames des 
—<xirtin POPULAR Practica Gel 

P aecHANIX MPC HANK 
=_ = nase? —_— 


POPULAR ¥ 
5 
wh i Pe) 


2 Na A 4 


TOTAL OF 16 ADS IN THESE MAGAZINES 
THIS SPRING! 


New B&D Merchandiser 
builds profitable repeat 
business in saw blades 
and accessories. Selection 
of most popular blades fit 
any saw with %” arbor. 
Colorful “‘see-thru’”’ pack- 
aging. Free display stand. 
Plus 2 free bonus blades! 
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Steinman Hardware Co. 
Increases Sales Staff 
(Continued from page 248) 


staff was increased also. 

John D. Wilson, former di- 
vision manager Standard 
Pressed Steel Co., Jenkin- 
town, Pa., has been appointed 
sales manager. 

Two new salesmen are 
Thomas J. Dunlap, formerly 
with Dodge Mfg., Dayton 
Rubber Co., and New Hol- 
land Machine Co.,; and Wil- 
liam J. Noll, Jr., with 15 
year’s sales experience. 

Other men on the indus- 
trial division staff are Lewis 


THOMAS J. DUNLAP 


JOHN D. WILSON 


A. Mease, service manager; 
and Alan W. Groff and Wes- 
ley Davis. 


WM. J. NOLL, JR. 


News of the Trade 





Gamble-Skogmo Opens Distribution Center 


Gamble-Skogmo has opened a new Distribution Center on a 22-acre 
site in St. Louis Park near Minneapolis. Storage area covers 245,000 
sq ft and 35,000 sq f are for office and service facilities. The 
recently-dedicated center will store and deliver merchandise to 555 
Gamble-owned or dealer-operated stores in six states. 





Triangle Club Elects 
Houston as President 


John Houston of Nicholson 
File Co. has been elected 
president of the Triangle 
Club, a newly-formed manu- 
facturers’ salesmen’s organi- 
zation in Pittsburgh. 

Other officers are Don 
Cunningham, Lufkin Rule 
Co., vice-president; Edwin 
H. Miller, Carborundum Co., 


secretary; and Walter E. 
Clark Jr., L. S. Starrett & 
Co., treasurer. 

Directors are Jack Schaub, 
W. O. Barnes Co.; John Car- 
penter, True Temper Corp.; 
Alex Steigerwaldt, Chicago- 
Latrobe; Oliver Hokanen, 
National Twist Drill; Rud- 
olph Zambori, Stanley Tools, 
Div., Stanley Works; and 
Bob Breitzig, Cleveland 
Twist Drill Co. 











Bet you didn’t know B&D 
Routers are so versatile 
..and so easy to use! 


Se Me DP Meares Lety 1 


eg Blocks Dec Decker. 


QA ITC Owe om € 


2$< im cee to 
rod ‘aon . gooey org po pony can gon son 4. Ma 








B&D Router advertising sells versatility 


and easy handling to the amateur... 
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POWER-RBUILT by Biack & Dewkes 
expermmed portable electrx 


Famous name in power, 
finest handling router! 








... pushes Router Kits, woodworking 
line with professional prospects! 





WRIGHT & MCGILL 


“gn CLaw 00KS 


TRADE MARK REG. U. S. PAT. OFF. 
| “THEY HOOK 
Ua. SNELLED HOOKS 


mm WRIGHT @ sac : AND HOLD’ 


LOOSE HOOKS 


Packed in handy, 
pocket-size clean 4 
\ ; Ss plastic boxes 


“EAGLE CLAW” Plain Shank 
Snelled Hooks 


No. 1000 Display 

holds 100 plastic boxes. 

Designed to load with 
. >= 2 styles of 5 sizes 
No. 139 “EAGLE CLAW” “BAITHOLDER” each. 
Snelled Hooks 


7 
Nein = 


car pyr Rage | New Also packed 


mee | TREBLE 00 hoo 
Rack Free i “is 1 ks 
with the bef HOOKS... to a box 


h 
eae Send for Free 1960 Dealer Catalog 


- of 6 ! 
a gross of | Aan ~ putin a a a y ~ 
yr was tr WRIGHT & McGILL CO. 

Hooks D, Box 518-HA, Eee 
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Big, untapped market in Routers 
... untapped profits in accessories! 


How many home craftsmen customers do you 
know who shy away from a Router . . . because 
they don’t really understand its versatility . . . or 
because they’re not sure they can operate it? 


Black & Decker’s doing something about this ie 
sales block this year . . . opening up an untapped pets 2 


iets 


profit opportunity for you in Routers and good- TOTAL OF 9 ADS IN THESE MAGAZINES THIS SPRING! 

ticket Router accessories. And we’re hitting the ss 

professional market, too, with the facts on B&D’s a Full-Color B&D Router 

pioneer power developments and exclusive han- mW {S| ree — 

dling features . . . along with Router and Planer Ls a po? et ieee 

Kits and other woodworking tools. 4 | yrs = put up this colorful, osael- 
a - & ed display piece. Die-cut 


4 : ws pockets for Router Manu- 
CACC NOUR BLACK & DECKER end Forclone Sean 
WHOLESALER “five / ee toalbaDadeat 


to all B&D dealers! 
Want more facts? Circle 298, p. 183 
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Wholesalers Sponsor 
Management Courses 
The Ninth Annual Whole- 


sale Executive Management 
Courses have been scheduled 
for this summer at three 
universities. 

These one-week courses, 
sponsored by the National 
Association of Wholesalers, 
are open to 172 top whole- 
sale executives at a tuition 
of $275. Tuition includes 
meals, room and books. 


Courses will be offered at 
the Ohio State University 
College of Commerce and 
Administration, June 12-18; 
Wharton School of Finance 
and Commerce of the Uni- 
versity of Pennsylvania, 
June 19-25; and the Gradu- 
ate School of Business at 
Stanford University, Sept. 
11-17. 

Inquiries can be sent to 
the National Association of 
Wholesalers, 1001 Connecti- 
cut Ave., N. W., Washing- 
ton 6, D. C. 





brief reports of 


MANUFACTURERS AGENTS 


News of the Trade 





Sterling Hardware Group Attends Banquet , 


Sterling Hardware Co., Hazard, Ky., wholesaler, recently held its 
first general sales meeting in the company's show rooms, Manage- 
ment, buyers, inside and outside salesmen, and manufacturers rep- 
presentatives were present at a banquet winding up the meeting. 
Four meetings will be held annually. 





Ungar Electric Merges headed by William L. Neh- 


@ Star Mfg. Co., Carpentersville, Ill—California, Oregon, 
Washington, Idaho, Nevada, Arizona, Utah, New Mexico, 
Colorado, Wyoming, Montana and Hawaii to Grether & 
Grether, Stockton, Calif. 


@ Lyman Gun Sight Corp., Middlefield, Conn.—Alaska, 
Washington, Montana, Wyoming, Oregon, Idaho and the 
four western provinces of Canada to Gillard-Sneyd-Chase 
Co., Seattle. 


@ Sharon Bolt & Screw Co., Norwood, Mass.—lIllinois and 
eastern Wisconsin to Thiessen & Mast, Chicago. 


@ Structo Mfg. Co., Freeport, I]].—Texas and Oklahoma to 
Boyce-Mortensen Co., Dallas. 





NEW HANDLE FOR 
BETTER CONTROL 





ONLY 


$9Q9°°° 





25% FASTER CUTTING 


Ungar Electric Tools, Inc., 
has merged in to the Eldon 
Mfg. Co. The two firms will 
operate in separate locations 
in Los Angeles until a pro- 
posed building is completed. 
A complete merger of the 
Ungar Electronic Division 
with other Eldon Manufac- 
turing Divisions is planned 
for late Spring. This Elec- 
tronic Division will continue 
to be known as Ungar Elec- 
tric Tools, Inc., and will be 
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renz, who has been Ungar’s 
general manager. 


H. P. Morgan of Akron 


Harry P. Morgan, presi- 
dent of Morgan Hardware 
Co., Akron, Ohio, retired re- 
cently as head of the firm he 
founded (See HA, Jan. 14, p. 
168). Mr. Morgan’s name 
was originally reported to 
Hardware Age as being 
Henry P. Morgan. 








UNIVERSAL FITS 85% 


OF ALL FRONT AND SIDE EJECTING MOWERS 


e EASY TO ATTACH—No holes to drill, no «RUGGED CONSTRUCTION — Heovy 
special tools needed, just tighten two self- canvas and metal, held rigid by 3 point 
tapping screws. suspension. 

eTWO BUSHEL CAPACITY—Directs air e STREAMLINED— Body designed for less 
flow to pack and retain more clipped grass space displacement. 


per volume than any other rotary catcher e ACCEPTED— Made by the leader in the 
now on the market. Grass Catcher Industry and adopted by 

e VERSATILE — Tightly packs mulched leading rotary mower manufacturers as 
leaves for the compost pile. standard. 


ERFECTION MANUFACTURING CO. 


2701 North Leffingwell « St. Louis 6, Missouri 
Want more facts? Circle 301, p. 183 


roneeee PORTABLE HOSE SPRINKLERS 


#70 TWIN #100 SHOWER 


Popular © fx 
eg costs Repeat Yaga in. 
= Sellers 


== 


WRITE FOR COMPLETE CATALOG THOMPSON MFG. COMPANY 
ASK YOUR WHOLESALER 2251 E. 7th Street, Los Angeles 23, Calif. 
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New Improved B&D Jig Saw packs 25% 
faster cutting, better control, more value! 


This baby’s got it! Lowest price in B&D history 
... yet the improved Black & Decker Utility Jig 
Saw boasts 25% faster-cutting blades and a 
performance-engineered handle that helps it steer 
like a sports car! 


Surveys show a Jig Saw—with its wide versatility 
—is the next logical tool for your drill-owning 
customers. Now you can cash in on this sales 
opportunity—and Black & Decker’s brand pre- 
ference—with this ideal starter tool. Two extra 
blades free. 'Three-wire cable. ~ 


een eet tga 


LACE NOUR BLACK & DECKER 
WHOLESALER hlow ! THIS SPRING! 
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YORK LANGTON 


Coast-to-Coast Elects 
Four Vice-Presidents 


Four executives of the 
Coast-to-Coast Stores Cen- 
tral Organization Inc. have 
been elected vice-presidents 
and directors. 

York Langton was elected 
vice-president of trade ex- 
tension, and Adolph Link 
vice-president of the finan- 
cial division. 

Irvin Rose was. elected 
vice-president of sales pro- 
motion and advertising. Rus- 
sell D. Lippitt, vice-president 
of the West Coast division, 
Portland, Ore. 


IRVIN ROSE 


H. J. Kantrud, vice-presi- 
dent for 28 years, was elected 
to the newly-created post of 
executive vice-president. 

Hugh Brown, former ad- 
vertising manager of Shap- 
leigh Hardware Co., St. 
Louis, and Rollin Oppel, for- 
merly with the National 
Assn. of Credit Management, 
have joined the company in 
the advertising and finance 
departments. 

James Kass, farm supplies 
merchandiser, will also be the 
buyer for the newly-consoli- 
dated paint and paint sun- 
dries department. Bruce Pat- 
terson is now in charge of 
the direct sales department. 


ADOLPH LINK 


Foundation Picks 20 
In Brand Names Finals 
(Continued from page 248) 


Co., Biloxi, Miss.; Gastineau 
Brothers, West Carrollton, 
Ohio; Hartford Hardware 
Co., Hartford City, Ind. 

Also, Helsel Hardware, Al- 
toona, Pa.; I. Hiller’s Sons, 
Houtzdale, Pa.; Maloney’s, 
Inc., Silver Spring, Md.; Os- 
off’s, Omaha, Neb.; Schune- 
mans, Inc., Pierre, S. Dak.; 
Sharp’s Hardware Store, 
Dallas, Tex.; Soukup Hard- 
ware Store, Elmhurst, II1.; 
I. E. Swift Co., Houghton, 
Mich. 











Be 


RUSSELL D. LIPPITT 

Also, Westside Hardware, 
Rapid City, S. Dak.; White 
Ace Hardware, Cadillac, 
Mich.; Byer Hardware Co., 
West Haven, Conn.; Greer 
Hardware Co., Salisbury, 
N. C.; and National Supply 
& Hardware Co., Milwaukee. 

There are 571 finalists in 
26 categories in the contest, 
from all 50 states, the Dis- 
trict of Columbia, Puerto 
Rico and Canada. 

Judges meet in March to 
evaluate the exhibits submit- 
ted and to determine the 
winners. 





Photographed at Florida’s Silver Springs 


Just two of the complete line of B&D Lawn ’n’ Garden Tools for long green profits! 
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Texas Dealers E yoat Dan Tador shtenentaen 


——_* 


Dan H. Tudor, Laramey Tudor Co., Temple, was elected site of 
the Texas Hardware & Implement Assn. at the convention in Dallas. 
Sam K. Seymour, Jr., S. K. Seymour Co., Columbus, was elected 
first vice-president, and Porter Henderson, Porter Henderson |mple- 
ment Co., San Angelo, second vice-president. Officers and directors 
of the association are seated left to right: C. W. Scheurer, Scheurer 
Bros., Sherman, immediate past-president; Mr. Tudor; Frank Halla, 
Myers Co., El Paso, director; L. J. Sharp, Sharp Hardware, Dallas, 
holdover director; John W. Gillett, Alpine Lumber Co., Alpine, 
holdover director; J. H. Walker, Oil City Tractors, Beaumont, hold- 
over director. Standing, left to right: Mr. Seymour; J. L. Spencer, 
Spencer Bros. Equipment Co., San Antonio, holdover director; Wm. Y. 
Wheeler, Wheeler Hardware, Albany, holdover director; Mr. Hender- 
son; Tom Reding, Taft Implement Co., Taft, new director; Ray M. 
Souder, Dallas, executive director; Jim Batsell, J. H. Batsell & Sons, 
Brownsville, new director; and Dixon Abney, Abney & Medford Hard- 
ware, Lufkin, holdover director. 





elected a vice-president of 
Landers, Frary & Clark, 
New Britain, Conn. 


Landers Elects Day 
William M. Day has been 





News of the Trade 


Supplee-Biddle-Steltz 
Realigns Sales, Buying 
(Continued from page 249) 


manager of the division. J. 
Frank Haddon is a buyer. 
Floyd F. Trader, vice-pres- 
ident, will direct the toys, 
hobbies, and sporting goods 
merchandise division. Eric 


CHARLES C. B. LEINBACH 


I. T. Startup is model and 
hobbycraft manager. Buyers 
are Kenneth R. C. Jolly and 
Nathan Stahler. 





JOHN J. REGNERY 





A. D. Symonds Elected 
Allen Mfg. President 


A. D. Symonds has been 
elected president of W. D. 
Allen Mfg. Co., Chicago, suc- 
ceeding E. H. Nelson who 


was elected board chairman. FLOYD F. TRADER 








2 new Lawn ‘n’ Garden Tools at 
$29.95 round out your B&D Line! 


Complete Black & Decker Lawn ’n’ Garden Line 
helps you cash in on the increasing use of power 
tools in this booming market. The two new ones 
. . . the U-450 Utility Hedge Trimmer at only 
$29.95, and the U-3500 Lawn Trimmer at only 
$29.95! 


Add the Combination Lawn Trimmer ’n’ Edger 
(with or without swivel wheels) . . . the Heavy- 
Duty Hedge ’n’ Shrub Trimmer . . . the Hedge 
Trimming Attachment (for B&D Power Driver 
or 4” Drill) ...and you have a line that’s 
loaded with profit potential. 


These units take the hard work out of lawn 
trimming, edging, and hedge and shrub trim- 
ming. They put back extra hours into every 
homeowner’s weekend. 


LACE Nour BLACK & DECKER 
WHOLESALER ~few’,/ 
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No shorts on this order 


ong atte 


B. J. Case, chairman of the board of Janney, Semple, Hill & Co., 


personally checks first order to leave the firm's new warchouse in 
Hopkins, Minn. The shipment went to Martison's S&Q store in 


Omaha, Neb. 





Henry Hamscher, Jr. 
Retires From Fitler 


Henry Hamscher, Jr., vice- 
president and secretary of 
the Edwin H. Fitler Co., a 
division of Columbian Rope, 
Philadelphia, has retired 
after 56 years with the firm. 
He will continue to serve as 
a consultant. 

He started with the com- 


pany in the production line 
when he was 13 years old and 
later he became a salesman. 
Mr. Hamscher was elected 
vice-president in 1949 and 
in 1952 he also was elected 
secretary. 

A record of 106 years of 
continuous service to the Fit- 
ler firm has been comp’'led by 
Mr. Hamscher, his father, 
and grandfather. 














News of the Trade 


Noma Lites Acquires 
American Screw Assets 


Noma Lites, Inc., will ac- 
quire substantially all Amer- 
ican Screw Co. assets 
through an agreement 
reached by directors of both 
companies. 

Henry Sadacca, chairman 
of Noma Lites, and Vincent 
J. Roddy, president of Amer- 
ican Screw Co., announced 
that seven Noma common 
shares will be issued for 
each outstanding share of 
American Screw Co. Noma 
will assume the liabilities of 
American Screw. 

Noma owned 59.98 percent 
of the shares in American 
Serew Co., through a wholly- 
owned subsidiary, Noma 
Lites Canada, Ltd., (See 
HA, Dec. 18, 1958, p. 74). 
Noma will continue opera- 
tion of American Screw un- 
der present management. 


Brunswick Buys Union 


Brunswick-Balke-Collender 
Co., Chicago, will purchase 
Union Hardware Co., presi- 
dents of ‘oth firms an- 
nounced. Ar: angements have 


been made to issue Bruns- 
wick stock for Union’s as- 
sets. The transaction is sub- 
ject to approval by Union 
stockholders. Union Hard- 
ware makes sidewalk roller 
skates and other sporting 
goods at Torrington, Conn., 
and Ware, Mass. 





Dates Announced For 
Wholesalers’ Shows 


The Frank Colladay 
Hardware Co., Hutch- 
inson, Kan., Dealer 
Show, Feb. 28-29, at 
Convention Hall, Hut- 
chinson, Kan. 


Morley-Murphy Co., 
Green Bay, Wis. Deal- 
ers Show, April 30- 
May 1, at Brown 
County Memorial 
Arena, Green Bay, 
Wis. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
226. 

















Sell B&D Dust-Less Finishing Sanders 
for only $39.95 at $6 Savings! 


Sanding’s no longer a dusty job with the Black & 
Decker Dust-Less Finishing Sander. In fact, this 
unique unit’s so dustless your customers could sand 


and vaint side by side. . 
house! 


. use it anyplace in the 


It attaches to any home vacuum cleaner. And it 
gives the same fast sanding, the same satin-smooth 
finish you sell in all three B&D Finishing Sanders. 
They start at $29.95... plus the B&D Drill Sanding 
Attachment at only $14.95. Your B&D whole- 


saler’s the man to call. 
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EVERY MONTH IN 
THESE MAGAZINES THIS SPRING! 
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APRIL 28th THRU MAY 7th 
Hardware Week 
irha 


GOLD KEY VALUES 


23 G00 hardware stores 











Minnesota Dealers Elect Carl Settergren 


Carl Settergren, 


Settergren Hardware, Minneapolis, was elected 


president of the Minnesota Retail Hardware Assn. at its annual 
convention, Jan 11-13, at the Leamington Hotel, Minneapolis. Offi- 
cers and directors are, seated, left to right: Donald Huemoeller, 


Huemoeller Hardware, Truman, 


Beltrami Hardware, 


holdover 
Bemidji, new vice-president; Mr. Settergren; 


Jack Mueller, 


director: 


Lars Mohagen, Mohagen Hardware & Furniture, Elbow Lake, retiring 
president & advisory board member; Joseph O'Ficherty, O'Fiaherty 


Hardware, Caledonia, 
J. Christopher, 


new 


director; 
Minneapolis, 


left to right, 
manager-treasurer; 


standing, 
association 


Andreas Theismann, Andy's Hardware, Wabasha, retiring board 


member; E. Vernon Ellingson, 


Ellingson's 


Our 


Own Hardwore, 


Cambridge, director; Buck Doran, Farm & Garden Service, Duluth, 
director; A. L. Pierre, Schleck Hardware, St. Paul, advisory board 
member; and Walter Bahner, S & Q Hardware, Foley, advisory 


board member. 





Thor Office Relocates 


Thor Power Tool Co., Au- 
rora, Ill., has moved its New 
York customer service 
branch and sales headquar- 
ters to a recently-completed 


building at 58-10 Broadway, 
Woodside, Long Island. The 
new building is headquarters 
for sales of Thor products in 
eastern New York § state, 
Connecticut and Vermont. 





News of the Trade 


Outboard Marine Forms 
New Sales Division 
(Continued from page 249) 


and four-cycle gasoline en- 
gines to other original equip- 
ment manufacturers. 

Offices of the new division 
will be in Waukcgan. Manu- 
facturing operations are not 
involved in the consolidation. 

Mr. Fenton, who will head 
the new division, is division 
manager of .’ioneer and 
president of the Midland Co. 

Robert E. Schuler, pres- 
ently sales and advertising 
director of Pioneer, will han- 
dle the development of sales 
to original equipment manu- 
facturers. 

John Litchfield, now Lawn- 
joy sales manager, will han- 
dle all sales of lawn and 
garden equipment in the new 
division. Ray Smith will con- 
tinue as Pioneer Saw sales 
manager. 

Charles Lear, currently 
service manager for Lawn- 
Boy, will hold a similar post 
in the new organization. 
George Young, now serving 
as Pioneer service manager, 
will assist Mr. Lear. 


R. D. Hawkins, currently 
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Want more facts? 


advertising and public rela- 
tions manager for Pioneer 
and Midland, will be in 
charge of advertising for the 
new division. 

The consolidation program 
is expected to provide better 
service for both dealers and 
consumers, according to 
W. C. Seott, Outboard presi- 
dent. It is also seen as per- 
mitting the development of 
product lines that comple- 
ment each other, and will im- 
prove service operations by 
centralizing parts and ser- 
vice management. 


Renamed Warren Firm 
Elects Vice-President 


Warren Christmas Trees, 
Inc., San Bernardino, Calif., 
has changed its name to 
Warren Industries, Inc. 

John J. Creatura has been 
elected vice-president. Mr. 
Creatura joined the firm in 
March, 1959, as plant man- 
ager. He had been general 
manager of Cal-Dak Co. 

The renamed firm will 
launch a program of product 
diversification in the house- 
wares field. 





Week after week your prospects will 
see Black & Decker Drill advertising! 
Who are your best immediate prospects 
for drill sales? Obviously the people who 
don’t own a drill and are on the fence 
about buying one. We call them the 
*‘some interest” group—and B&D Drill 
advertising this Spring in five popular 
magazines, led by the POST, is design- 
ed to knock them off the fence and into 


your store! 


be ae oat 
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em 


Circle 298, p. 183 


TOTAL OF 14 ADS IN THESE 
MAGATINES THIS SPRING 


OTA YOUR BLACK & DECKER 


WHOLESALER ~Jfees / 
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Classified Opportunities Section 


REPRESENTATIVES WANTED 


WANTED 
MANUFACTURERS 
REPRESENTATIVES 


Now calling on Hardware, Industrial 
and Plumbing Jobbers and Distrib- 
utors to represent established Manu- 
facturer of Broad Line of Household 
and Chemical specialties. Only repre- 
sentatives that are well established 
in the trade will be considered. Reply 
giving details of territory covered 
and other lines handled. 


Bex 6-32, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALES REPRESENTATION WANTED 


Importer, with resident buying office 
in Europe, specializing in valves and 
faucets, seeks manufacturers represen- 
tatives. Warehousing ability preferred. 


Box B-i!, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representa- 
tives calling on the retail trade in hard- 
ware, department, variety and chain 
stores. Item has excellent repeat business! 
Good commissions. Write, giving territory 
and background. 


Midwest Plastics incorporated 
208 Bates Avenue St. Paul 6, Minn. 








PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men 
calling now on Paint, Hardware and Lum- 
ber Dealers. Give all particulars first letter, 
all inquiries held strictly confidential. 


Write: Majestic Brush Mfg. 
210 W. 29th St., 


Corp. 
New York 1, N. Y. 





CABINET HARDWARE 
REPRESENTATIVES 


Lowest Price Quality Line. Many 
key territories open. High com- 
mission. Experienced personnel 
Write giving territory, 
background, and present lines car- 
ried. Our representatives know 
of this ad. 


Box B-23, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


only. 





AAA-1 
EXPANDING 
ORGANIZATION 


Requires capable, experienced, ag- 
gressive representation to 
HARDWARE WHOLESALERS 
Complete line of flexible cords, 
extension cord sets and as- 
semblies. Several choice terri- 
tories open. 


Box B-24, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








NATIONAL MANUFACTURER 


of good quality, competitively priced paint 
brushes, has several protected territories 
available. Top commission, all shipments 
prepaid. Splendid opportunity for the right 
men. State full particulars in first letter. 


Box B-25, e/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








BEAT THE DISCOUNTERS 
AND MAKE MONEY 


Sell proven quality paint priced for full 
40% profit volume sales at $2.59-$4.99 re- 
tail. Our plan shows the independent 
dealer how to get back the business the 
discounter has pirated from him—with a 
40% profit — low investment — high turn- 
over setup. We guarantee exclusive label 
—quality paint and the advertising and 
promotion aids and know-how to build 
volume sales. Don’t miss the Spring Sea- 
son. Demand’s terrific — and we need 
salesmen. Commissions are low but high 
volume means high earnings. Exclusive 
territory guaranteed. Sidelines acceptable. 
Write today. 


Mr. Mort, Proctor Paint Mfrs. 
Box #C 191, Yonkers, N. Y. 





BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel copper 
coated BB’s wants representation. Most 
territories open. 


Box 617, e/e HARDWARE AGE 
Chestnut & 56th Sts., Philadciphia 39, Pa. 








PAINT BRUSH SALESMAN 


wanted for the states of Louisiana and 
Mississippi, must have following among 
Hardware, Paint Stores and Lumber Yards. 
Protected territory. Give all particulars 
first letter. 


ox B-26, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALESMAN WANTED 


30 year old manufacturer of competitively 
priced Long Life incandescent and fiu- 


orescent lamps expanding coverage. Give 
complete details including references. High 
commission. Volume repeat sales. 


Box B-!2, c/o HARDWARE AGE 
Chestnut & S6th Sts., Philadelphia 39, Pa. 














SALES REPRESENTATIVE — Master has 
added a line of furniture Casters for the hard- 
ware trade. We have openings for representa- 
tives in the following states: I1l.—Wisc.—Minn. 
—N. Dak.—S. Dak. Send full information to 
Melvin Rose, Master Manufacturing Co., 9200 
Inman Ave., Cleveland 5, Ohio. 


SALES REPRESENTATIVES WANTED. 
National manufacturer of yacht paints desires 
coverage in all boating areas for dealer and dis- 
tributor sales. Top discount and commissions. 
Write giving all qualifications, territory, other 
lines, etc. Box B-17, c/o Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








ESTABLISHED MANUFACTURER OF 
PLASTIC Garden Hose and Sprinklers, Lawn 
Edging, Clothesline, Floor Matting, Shelf Lining, 
Drop Clothes, T Tarpaulins, Weatherstrip, Storm 
Windows, Polyethylene Garment and Household 
Bags, wants aggressive representatives. Very com- 
petitive prices and dependable service. Advise 
territories covered; lines carried. Reliance Plastic 
& Chemical Corp., Paterson 26, N. J. 





- SALESMAN WANTED. Salesman for plumb- 
ing and heating specialties covering Metropolitan 
New York, Westchester and Long Island, $75.00 
per week ‘drawing. eplies confidential. Akron 
Supey oo Inc., 216 Grand Street, Bklyn. 

N. 
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WANTED PAINT BRUSH SALESMEN 


We are looking for several live wire salesmen to sell 
one of the leading lines of popular priced brushes. 
Must have following among Hardware, Paint, Build- 
ing Supply Stores and Lumber Yards. Protected ter- 
ritories. Full or side line. Write stating territories 
covered and references. 
Box A-!6, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








MANUFACTURER'S REPRESENTATIVE 
WANTE cn now calling on independent nase 
e -con 


pa riced gallon : cee one a na- 
tionally advertised ~ 4 of first quality popular priced 
paints on a commission basis. This merchandise has 
mass market appeal. ery store selling paste is a 
good prospect. Write advising age, marital status, 
territory covered, how often you cover it and line now 


carried. Box A-21, e/o HARDWARE AGE 





Chestnut & 56th Sts., Philadelphia 39, Pa. 











MANUFACTURERS’ REPRESENTATIVE 
NEEDS a missionary man residing in New 
York to call on hardware dealers and industrial 
accounts. Must have car. State experience and 
qualifications. Box B-15, c/o Harpware Aogz, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


WANTED—FEstablished and reliable Manufac- 
turer’s Representative, with related lines, to sell 
first line of Hickory and Ash Tool Handles in 
Arkansas, Illinois, Iowa, Kansas, Michigan, Min- 
nesota, Missouri, Nebraska, Oklahoma Texas, 
Virginia, Wisconsin. Box B-28, c/o HaRDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


PAINT BRUSH SALESMEN—Full time or 
Side Line. Experienced men only with estab- 
lished following amongst Hardware and Paint 
dealers, Lumber Yards, Discount houses, etc. 
Complete line includes Promotional items, Pure 
Chinese Bristle, Nylons, Merchandising Aids and 
Displays. Top name brand Roller line also avail- 
able. High commission and bonus. Box A- 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

















HOT WIRE REPRESENTATIVE WANTED 
for ‘“‘Mr. FIX-IT” Do-It-Yourself TV-Radio 
Tube and Appliance Tester. Free repair manual. 
Packaged for the impulse buyer. Retails for 
$4.88. Presently sold through chains. Some ex- 
clusive territories still open to qualified men. 
Write or call Video Designs, smeee 40 Larkin 
Plaza, Yonkers, N. Y. YO 9-4600. 





MANUFACTURER’S REPRESENTATIVES 
for a new fast-moving, easy-pick-up item used in 
homes, factories, offices, institutions. Retails at 
$1.00 with full jobber ‘discounts. Excellent pro- 
motion. Shipped in display cartons. Many terri- 
tories open. Give all pertinent details. Sales 
Manager, Merchant & Evans Company, 2035 
Washington Ave., Philadelphia, Pa. 





FOR PENN., SOUTHERN N. J. AND N. Y. 
STATE, Manufacturers Representative wanted to 
sell direct to Hardware and Lumber Dealers a 
live line of staple DO-IT-YOURSELF Items. 
This is a lucrative side line. eee commission. 
State other lines carried. Box c/o Harp- 
ware Ace, Chestnut & 56th Sts. bp Philadephia 39, 


Pa. 





EXPERIENCED SALESMEN. We are of- 
fering YOU an opportunity to enter permanent 
career at above average earnings with sound, 
stable and successful nationwide automotive hard- 
ware company. Positions open to reliable, am- 
bitious, service-minded salesmen, married, age 
25-45. Car essential. For personal interview 
your locality write Box B-19, c/o HaRDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





MFRS. AGENTS WANTED, to call on 
lumber yards or plumbing outlets in the smaller 
towns. We make towel bars, soap holders, kitchen 
hoods, etc. Tell us of your work. Cal Engineer- 
ate Co., 5407%Z Via Corona, Los Angeles 22, 

alif. 





ESTABLISHED MANUFACTURER HAS 
TERRITORIES OPEN for representatives who 
call on hardware, housewares, garden supply, 
electrical and plumbing supply trades. Excellent 
opportunity to develop steady repeat business. 
State egg ay territory covered, lines handled, 
etc. Box B-20, c/o eg AcE, Chestnut & 
56th Sts., Philadclohia 39, 





SALESMAN—HARDWARE TRAVEL, car 
$15,000 caliber exp’d only for architectural 
Woodworkers, store fixture mfrs. and cabinet 
makers, by Old Hardware Mfg. Co., drawing 
against 10% Box 406 1501 Broadway, 


comm. 
New York, N. Y. 





SALES MANAGER 


We are a small, well established 
(1932) Chemical Specialties Manu- 
facturer, located in Chicago, cater- 
ing to the hardware, paint and 
plumbing supply trade. We have an 
opening for a working sales man- 
ager, with a following and willing 
to do some traveling. Good com- 
pensation, plus incentive. 





Box B-3!, e/e HARDWARE AGE 
Chestnut & S6th Sts., Philadelphia 39, Pa. 














PAINT BRUSH’ MANUFACTURER—Home- 
owner or Syndicate Grade, excellent reputation, 
sold exclusively to jobbers and chains, many 
lucrative territories open, established accounts 
and leads, furnished. ox A-19, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES 
TO SELL line of imported building specialties 
to lumber yards, building specialties wholesalers, 
flooring suppliers, etc. crative territories 
available. remendous opportunity in rapidly 
expanding field. Box B-13, “fe Harpware AcE, 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 





_ ASSISTANT PURCHASER—has experience 
in the Hardware and Garden fields for a Whole- 
sale Distributor, in close proximity to Metropoli- 
tan Area. Excellent opportunity. State experi- 
ence and salary desired. Box B-29, c/o Harp- 


ware Ace, Chestnut & S6th Sts., Philadelphia 
39, Pa. 


STATE OF FLORIDA 


Experienced Manufacturers’ Representative 
—-graduate engineer interested in represent- 
ing an additional account. Presently con- 
tacting jobbers, distributors and industrial 
rms on production items. Must be well 
established and well rated firm. 


Box B-10, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











“WE ARE SELLING IN “60” 


Seeking one additional line, in garden, 


houseware or hardware line. Sincere 
promotion given. Mid-Atlantic States. 
Interested in All or Part. 


Box B-14, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service. We are national 
distributors with established actively oper- 
ating branch offices in New York, Phila- 
delphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill di- 
rect. Inquiries invited. Write ANCO Cor- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 














NEED REPRESENTATION IN NEW ENG- 
LAND? Four man sales force, established since 
1930, covers hardware, housewares, automotive, 
party and club plan, rack jobbers, super markets, 
jobbers, chains, department stores and large re- 
tailers. Can promote volume line. Inquiries in- 
vited from responsible manufacturers. Suite 314, 
43 Leon St., ston 15, Mass. 





MANUFACTURERS REPRESENTATIVE— 
now selling most of the hardware and mill supply 
obbers in Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and metropolitan 

ashington with one leading manufacturers line. 
Can handle ene good additional line to mutual 
advantage. College graduate; have good acquaint- 
ance throughout territory. Box A-35, c/o Harp- 
ge Ace, Chestnut & 56th Sts., Philadelphia 
a> Bes 





Complete, Consistent and Conscientious Cover- 
age of Metropolitan New York and New Jersey 


NOW A 4th “SELLING” MAN ADDED... 


to BOBROW-LEWELL Associates, 814 Broadway, 
New York 3, New York. ORegon 4-4540 


WE GET RESULTS 














WANT SALES RESULTS? We _ get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box A-10, ofe 
Harpware Ace, Chestnut & 5éth Sts., Phi 
delphia 39, Pa. 





DO YOU NEED REPRESENTATION in the 
Arizona, New Mexico, and Southern California 
area? Have 30 years general hardware sales, and 
management. Am well known to wholesale, retail 
hardware outlets. Can furnish references on Na- 
tional, or local scale. Give complete details in 
reply. Box A-25, c/o Harpware Acez, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





FACTORY REPRESENTATIVE  INTER- 
ESTED in door locks, medicine cabinets and 
other builders hardware for the state of Wis- 
consin. Serviced this trade for 15 years. 
1230, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


Interested In Selling 
Your Business ? 


Black Leaf Products Co., manufac- 
turers of garden chemicals, would 
like to acquire additional garden, 
houeswares or hardware items. If 
you are a manufacturer interested 
in selling your business, obtaining 
local warehousing, or achieving na- 
tional distribution, your inquiry is 
invited. Please contact us directly 
or through your bank or attorney. 
All inquiries will be held in the 
strictest confidence. Write to: 


Black Leaf Products Co. 
6147 Broadway, Chicago 40, Ill. 








HAVE NATIONAL DISTRIBUTION 
AVAILABLE! If you can use capital and suc- 
cessful marketing manpower, we are interested 
in your produce. Write giving full particulars. 
Box B-22, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


BUSINESS OPPORTUNITIES 


JAPAN 


Established American Company spe- 
cializing in Hardware Tools and Ma- 
chinery Parts would like to act as a 
ss agent or represent interested 
American firms Severe to purchase 

items in Japan. e€ guarantee 
uality and service. Please write to 
Central P.O. Box 667, Tokys, Japan. 














SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon’s expanding market on 
our Refillable Assortments. $2,000.00 in- 
vestment sets you up with a complete in- 
ventory and exclusive franchise with our 
full support and cooperation. 


SHARON BOLT & SCREW CO., INC, 
Endicott St., Norwood, Mass. 








WANTED TO LEASE AND OPERATE 


Plumbing and Electrical Departments in 
discount house type of operations in Ohio, 
Penna., Indiana and Michigan. PLEASE 
SEND all particulars to 


Bex A-38, e/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














WHOLESALE-RETAIL HARDWARE and 
Industrial Supply for Sale. Located in South- 
west New exico in the heart of rich mining 
and cattle area. Established 46 years. Sales 
volume approximately $500,000.00. New modern 
retail store, ideal climate. Reason for selling— 
retirement and other interests. For details write: 
Box A-18, c/o Harpware Acez, Chestnut & 5éth 
Sts., Philadelphia 39, Pa. 


HARDWARE-PROPERTY, same owner 18 
years, 3-story brick; building materials, appli- 
ances, farm-plumbing-h hold supplies, 1958 
sales $88,477, $12,500 accounts receivable _in- 
cluded, main business section Northeast Ohio 
town, owner retiring. Box B-16, c/o Harpware 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 


SOUTHERN CALIFORNIA — Very _ clean 
Hardware and Paint store in Riverside County. 
Great potential in fast growing area. Near Rohr 
Aviation and Kaiser Steel. 70 foot front with 
good parking. Selling due to illness in family. 
Full price only $20,000. Address Owner, 3064 
Pershing, San Bernardino, Calif. 


FOR SALE—RETAIL HARDWARE — 
N.R.H.A. Established over 50 years. ym 
gifts, toys, paint, heating and one loca 
in a fast growing community in Central Indiana. 
Modern store, fixtures and truck. Selling because 
of health. Approximately $20,000.00 inventory. 
Box B-30, c/o Harpware Acez, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


A RARE BARGAIN! Only $15.00 for our 
special trial assortment containing one-half dozen 
of each of our fifty most ular brass 
blanks. Every blank guaran 
HAZELTON CHAIN CO., (man 
key blanks & sash chain), 81 Kemble St., Rox- 
bury 19, Mass. 

















INDUSTRIAL SUPPLY BUSINESS. Estab- 
lished and continually in same location for over 
60 years. Immediate possession. Active accounts 
included. $45,000 required. Will also sell building 
or long term lease. Located on the South West 
side right in the heart of Chicago. Box A-30, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


POSITIONS WANTED 


SALESMAN well qualified in tools, electrical 
and plumbing supplies, hardware, locksmith sup- 
plies, sporting goods, housewares, and en 
supplies. Seeks association as manufacturer's rep- 
respresentative in Mid-west with headquarters in 
Cleveland, Ohio. 16 years’ experience in Hard- 
ware and related lines. Past 10 years with 
same ae Write William Reingold, 4202 
Wilmington Road, Cleveland 21, Ohio. 





EXPERIENCED TERRITORY SALESMAN 
& PROMOTION MAN. Now covering Ky., Ohio, 
Tenn., Eastern Ind., extensive acquaintance 
among plumbing and hardware dealers and job- 

rs. Desires connection with reputable firm as 
exclusive representative or district manager. 
Resume sent or personal interview arran 

-34, c/o Harpware Acz, 


request. Box A estn 
& 56th Sts., Philadelphia 39, Pa. 





POSITIONS WANTED — Hardware Store 
Manager qualified with 12 years management ex- 

rience, have capital to invest if desirable. 
refer Eastern area. Must be $100,000 volume. 
Box B-21, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALESMAN—DESIRES POSITION COVER- 
ING et {a weiee a manufacturer. —_ 

rience—13 years sales and management. Now 
fivin in Philadelphia but will relocate. Eager to 
travel and have an excellent knowledge of tools, 
hardware, and metals. Box B-18, c/o Harpware 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 


WHOLESALE HARDWARE EXECUTIVE 
wants aang oe position with wholesaler in 
upper New York, upper Pennsylvania or north- 
eastern Ohio. Experience: ears in wholesale 
hardware management; ca and en ic. 
Well known in western New York, upper Penn- 
sylvania and northern Ohio hardware markets. 

x 1226, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


SALES REPRESENTATIVE, college gradu- 
ate, family man, with 10 years hardware experi- 
ence calling on wholesalers and dealers, desires 
bay = ew position with reputable Manufacturer 
or Manufacturing Representative . Prefer 
Mary! south through Carolinas. Will relocate. 
7, c/o Harpware Acer, Chestnut & 56th 
.. Philadelphia 39, Pa. 
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WEEDEX xiicre 
KILLER 
Kills unsightly vegetable growth quickly, easily, eco- 
nomically. Use ordinary sprinkling can on roadways, 
paths, tennis courts, walks, etc. 
One gallon added to 49 gallons of 
water clears about 1000 square feet. 


DO NOT USE ON LAWNS. Avail- 
able at Hardware and Garden Stores. 


Manufactured by James Good Co. 
2107-09-11-13-15 E. Susquehanna Ave. 
Philadelphia 25, Pennsylvania 


WRITE FOR LITERATURE 














Want more facts? Circle 303, p. 183 





Ww! a hi-compression 
Le 


Staple gun 


for only *4. 95 


With Exclusive Push-button Loading 
and Built-in Staple Extractor. > 


Here's the fastest selling staple gun on the 

market today. Designed especially for home 

use. Staple sizes 44", X,"’. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


Swinglhne INC., Long isiand City 1, New York 








Want more facts? Circle 304, p. 183 








AND priced, to voll 


TIME-TESTED |BRANDED) 
DEPENDABLE Toaue 








ROUTER 


DRILSAW ONE HANDER FILE RASP 


hy co pinipll 3 ok INC. 


1300103 CALIEA st. 
a 


Want more facts? Circle 305, p. 183 








Liagjlon has it... 
Spinning Float 


.Preweighted 
Ve oz.- % oz. 


DAYTON BAIT AND MARINE PRODUCTS COMPANY 
2701 S. Dixie Drive EC 


In Canada: Day 


11580 Polnconta rtow: oe 


freal, Quebec 


Want more facts? Circle 306, p. 183 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a 
of the advertising contract. Every care is 


not as a part 


convenience and 


taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Ajax Hardware Corp. 
Aladdin industries, Inc. 
Allen Mfg. Co., W. D. 


Aluminum Co. of America 
Market Makers Program... .246-247 


American Biltrite Rubber Co..... 39 


American Chain Div. 
American Chain & Cable Co.. 6 


American Cyanamid Co. 
Agricultural Div.—Malathion 


American Grease Stick Co. 

Ames Co., O. 

Animal Trap Co. of America 

Armour Agricultural Chemical Co. 206 
Arro Expansion Bolt Co. ......... 208 
Arvin Industries, Inc. ............. 89 
Atlas Tool & Mfg. Co. pee be 62-63 
CE ES Sacncccctucess cane 


Baker Co.., 
ee, industries 
Div. of Ekco Products Co.. 


NG SO akc ccticse occu 139, 


| Black & Decker Mfg. Co 


| Boonton Molding Co. 
| Borden Chemical Co. 


A div. of The Borden Co 
Boyle-Midway, Inc. 
Bradson Co., The ng 
Bridgeport Fabrics, Inc. 
Bridgeport Hardware Mfg. Corp. 215 
Brown, Inc., John Clark........... 221 
Brown Corp., W. R. | 146 


Cc 


Cal-Dak Co., The 

Campbel! Chain Co. 
Campbell-Hausfeld Co. 
Carey-McFall Co. 

Chain Bike Corp. 

Champion Brass Mfg. Co. 
Champion DeArment Tool Co.... 
Chapin Mfg. Works, Inc., R. E. 
Clayton & Lambert Mfg. Co. 
Ciemson Brothers, Inc. 

Collot Supplies, Inc., 

Columbus Plastic Products, Inc.. 
Commonwealth Plastics Corp. 
Connecticut Valley Mfg. Co. 
Cooper Mfg. Co. 

Cory Corp. 

Crescent Tool Co. 


D-Con Co., 


eeihiie: Prods. 
Desmond-Stephan Mfg. Co. 
DeWitt Products 
Diamond Tool & Horseshoe Co... 
Dille & McGuire Mfg. Co. 
Disston Div. 
H. K. Porter Co., Inc 
Dun & Bradstreet, Inc. 
DuPont de Nemours & Co.. E. 
Industrial and Biochemicals 
Dept. 
DuPont de Nemours & Co., 
Uramite Div. 
Dykem Co., The 





Eagle Mfg. Co. 
| Eclipse Lawn Mower Co. 


Edmont Mfg. Co. 

Edward Can Co. ee 
Eico Tool & Screw Corp. 
Empire Brushes, Inc. 


Emsco True Trimmer Div. 
Emsco Screen Pipe Co. 
Texas, Inc. .... 


Engineered Products Co. 
Evans Rule Co. 
Everedy Co. 
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Ferry-Morse Seed Co. 
Spreader Div. 


Firestone Tire and Rubber Se. 3 
Franklin Metal & Rubber "agi 200 
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Gates Rubber Co. 


General Electric Co. 
Appliance Div., Auto. mene’ a 
Fan Dept. 
General Electric Telechron se 
Timer Dept. 
General Electric Co. 


General Filters, Inc. 
Gering Products, Inc. 
Gibson Good Tools, Inc. 


Glenvale Products Div. 
Hoover Ball & Bearing Co.... 


Good Co., James .... 
a industrial Redects Co. 


Goulds Pumps. coy ” 


Graham & Co., Inc., John 
Bevin Bros. Mfg. C 


King Cotton Cordage Div.. 
Seymour Smith & Sons 
Greyhound Co. 
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Hayes Spray Gun Co. 
Heller & Co.. W. C... 
Heyer Mfg. & Sales Co. 
Hindley Mfg. Co. 
Hines-Park Foods, Inc. 
(Duncan-Hines Institute) 
Holt Mfg. Co. ........ 
Hopley Sales, Fred A. 
Huenefeld Co., The 
Hyde Mfg. Co 
Hy-Ko Products Co. 


| 
Independent Lock Co. 


J 


Jackson & Sons Co., 
Jefferson Screw Corp. 


Thomas.... 


Kedman Co. 

Kees Mfg. Co., 

Keil Lock Co., 

Kennedy Mfg. Co. 
Keystone Steel & Wire Co 
Klein & Sons, Mathias...... 
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60 Magnetic 570 M c 591 Heavy duty 600 Round mag- 
ee catch. Catch for furni- magnetic cabin- netic catch press 
Bright aluminum ture. et catch. Over- 
or copper-tone tone fini come door warp- 

L finish case. other finishes age, misalign- fr 
ailable ment 





Lake Chemical Co. Ram Tool Corp. 

Lamson & Sessions Co Red Devil Tools 2 

Larson Co., Charles O......... Red Jacket Mfg. Co........... 

Lawn Boy Div. Republic Steel Corp. 
Outboard Marine Corp. Reynolds Metals Co. 


Lenzen Co., L. Richards-Wilcox Mfg. Co. 
Leonard Co., The Rowe Tool Co. 


ee ees Rugg Mfg. Co. 602 Round mag- 1000 1001 Magnetic 1002 Magnetic 
Gwens Ninel Glew Co. netic catch ao catch with plas- catch with plas- catch with plas- 
Lincoln Metal Products Corp..... fits into %” tic case, lifetime tic case, lifetime tic case, lifetime, 
Lowe's, | bore in door. ceramic magnet. ceramic magnet. self-align. mag- 
ie an ee j Universal appli- For mounting on net. Mounts in a 
Lufkin Rule Co., The........... Seamaid Mfg. Co. ............ | cation. door. variety of ways. 


L Mfa. Co. Sheffield Bronze Paint Corp.. 229 
Av tate somes Sherman Mfg. Co., H. B.. 84 Magnetic Catches for all 
Sherwin-Williams Co. ... 178-179 
M Simonds Saw and Steel Co. 153 | fine cabinets & furniture 


Macklanburg-Duncan Co. oo Rena hint ah ie ge | EPCO Magnetic Catches are designed to meet the varied needs of 
Magic Iron Cement Co., oy Otcegeg ™ secee OM | the cabinet and furniture industry. Each features “touch” closing 
Magnolia Products. Inc. Smith & Co., O. B..... sen ene BAZ | and secure holding power. Each is self-aligning to an enlarged 
Marion Handle Mills ine Specialty Plastics Co. .. wa 225 strike plate and is designed to mount in diverse ways simply and 
, Standard Screw Co. Dek! 227 quickly. Each is built to present a handsome, unobtrusive appear- 
Marshalltown Trowel Co. .. - Stitt Ignition Co ance and to last a lifetime. 
Martin Stamping & Stove Co. Marine and Power Mower Div. 220 @ Self-aligning to @ Easy and quick fo install 
ee a“ ag ag Co. Supplex Co. agkeaveitet i ee enlarged strikes © Wide variety of sagen 
coraw- n ° . . 
Seems “ae Swan Rubber Co. ee BS © Lifetime magnets FREE 20-PAGE CATALOG of Suma 
Meinor Industries, Inc. , Sua A Wey me. Ce. «........ 1 SEE SWEET’S CATALOG of complete EPCO line of Mag- 
» Swingline, Inc. twereceees complete EPCO line under netic Catches, EZ-Glide track, 
Midland Co. .... ‘52- Arch. File No. 18g-En and and drawer and door pulls on 
Miller Co., Inc., Robert E. | Light Const. File No. Ya-En. request. 
Minnesota Mining & Mfg. Co. 


ph ae nemmmmmmeas THC ENGINEERED PRODUCTS C0. 


Molly Corp. .. oe Tec Imports ... sweabes P.O. BOX 118 iT, MICH 
Mossberg & Sons, Inc., O. F... Thompson Mfg. Co., Inc...... Want more facts? Circle 307, p. 183 
Myers & Bro. Co.. F. E. a i Thompson Co., Inc., E. A........ 
Toastmaster Div. 
McGraw-Edison Co. 
N Toro Mfg. Corp. ) TOY MANUFACTURERS OF THE U.S.A., Inc. 
Toy Mfg. of the US.A........... 
National Brush Co. PR ADRES True Temper Corp. .........85, 200 Fifth Avenue * New York 10, N. Y. Aner nos 
National Cash Register Co 


National Hardware Corp. y INVITES YOU TO ATTEND THE 


National Mfg. Co. 


tes tees Union Fork & Hoe Co. 

Nelson Mfg. Co., Inc., L. R..... nion Malleable Co 

vin teense || 1960 American Joy he 
O Union Wadding Co. | 


United States Caster Cup Corp. | in New York City 
Oakes Mfg. Co., Inc. div. of Childlore Corp 


Div. of Food Machinery U. S. Metal-Plastics, RS :: | Monday, March Tth thru Wednesday, March 16th 


Chemical Corp. United States Plywood Corp. .... (Open All Day Saturday, Closed Sunday) 
oO Brien Corp.., The Universal Metal Products Co..... é. ef: 
Ohio Wire Products Co., ecene Upson Brothers, ae ; chi bits af. 
Ox Fibre Brush Co 


+ Wncuns-+ 74) Ulice Drop Forge & Tool Div. * HOTEL NEW YORKER HOTEL SHERATON-ATLANTIC 


© 200 FIFTH AVENUE ©1107 BROADWAY 
ws . . - and other permanent showrooms 
PLAN NOW TO ATTEND THIS YEAR'S TOY FAIR! 
Parco Products Co. .... tad Wallace Silversmiths 
Penn Fishing Tackle Mfg. Co. 


yy Wear-Ever Aluminum, Inc. ...136-137 Want more facts? Circle 308, P- 183 
“Seams Ge -~ Weber Showcase & Fixture Co., 


Inc. 
Perfection Mfg. Co. sees Weber Stenhen Products Co 
Pierce & Stevens Chemical Corp. 141 | Weller Electric Corp 


pone mee Mer Gorm. Mt) Wan Pract ten Qreglon has It... Hod Tip Action 


Pioneer Saws Westclox Div. 
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Div. of the Outboard Marine General Time Instrument Co. 


semi Plate Glass Co. wines See : Green Cap lal 


Inc. 
Paint Div. Wickwire Brothers, Inc. 
Plantabbs Corp. 


: Wilson Plastics, Inc. 
Plastic Products Co. Winfield Brooks Co. 
Plastic Products Corp. ee es agen ae : 
Plas-Ties Co. Wood Shovel & Tool Co 


Plymouth Cordage Co. Woodhill Chemical Co. ......... DAYTON BAIT AND MARINE 
a hadlientns: Gini. Gem PRODUCTS COMPANY 


Proctor Paint & Varnish Co., Inc. 266 Wrignt & McGill Co. 2701 S. Dixie Dr., Dayton 9, Ohio. 
Wright Steel & Wire Co., G. F.. sil 
Proen Products Co. 


Wrought Washer Mfg. Co 


a, 


9 Sizes ‘4’ 


iy Pad 
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in Canada: Dayfem Bait Reg. 11580 Poincarre Ave. Montréal, Quebec 
ued Wile. Ge os<.kus ops vctdackee Yard-Man, Inc. 
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ON THE LEVEL 


: 


| 
lg 


QUALITY 


MAYES BROTHERS TOOL MANUFACTURING 


Want more facts? Circle 309, p. 183 











? 
PRICE COTTERS Besiine toss mnt PROFITS? DON'T MISS THE 


We will give you an exclusive label-protected territory— 

advertising and promotion aids to build volume and proven 

yd Paint priced for full 40% profit and volume sales at 

$2.59 to $4.99 retail. DON’T MISS THE SPRING SEASON. 

Write—Mr. ee PAINT & VARNISH CO., INC. 
x 191-A, Yonkers, N. Y. ON PAGE 168 























Want more facts? Circle 310, P- 183 





a“ iil 


WU AG, ALWAYS SELL GENUINE & — 


nM OLY 3° 


— Write for Free— dts — MOLLY CORP. 


Literature “SCREW ANCHORS and JACK NUTS ~~ Reaaing, Pa. 


Want more facts? Circle 311, p. 183 


tIOWMne ee te 


Snow White plastic in a tube 
TUB PROVEN FOR 


PERMANENT USE 
THRU THE LASTIOYEARS 


or lineata c/ ” AME 


ine 


— 
a 





See Your Jobber : 

or Write for vl 
Colorful linens al ala” | 

Literature ; 


¢ 
2 | ee DE WITT PRODUCTS CO. 
. oe FREESAMPLE 5868 PLUMER ST. DETROIT 9, MICH. 
Want more facts? Circle 312, p. 183 Want more facts? Circle 313, p. 183 


nw §6DOMES © SILENCE | 


INSULATED RUBBER CUSHIONED GLIDES 
Wonderful for all WOOD and METAL Furniture 


Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


One Set of 4 Contains | doz. cards of either %"', 34" or I" DOMES. DOMES have 


j . 
on @ 3-Color Card zoom e point nail. Case hardened steel, burnished nickel plated mirror 


6 SIZES: %", %", I", Both Container and Cards in 3 COLORS 


11/16", 1%", WH". 











ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





Ask your Jobber or write— 
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Salita You! 


Wy BACK IN 1946 we pioneered Plastic Garden Hose. 


Through the years your loyal support encouraged us to produce better 
and better products. Today SUPPLEX Garden Hose and Flexible 
Sprinklers are as close to perfect as it is humanly possible to make them. 


Many thousands of dealers all over the country, just like you, take pride 
in selling SUPPLEX ... and profit by it too. You know that SUPPLEX 
is priced right, packaged to sell, and profitable to push. 


We want your continued support. We know that the only way to get it 
is to continue providing you with saleable and profitable products. 
THAT WE WILL DO. Your Supplex jobber’s salesman will present 
the facts to you. 


Many thanks for your confidence in us. We hope we will earn it, always. 


* 


GARDEN HOSE @® SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 





